














Baseboard 


Sidewall 


SIDEWALL PERIMETER DIFFUSERS 


WITH 4-WAY AIR PATTERN CONTROL 


AIR CONTROL brings you two new perimeter diffusers with 
important advantages in performance and styling. 
Factory-set for the wide, fan-shaped air pattern ideal for 
typical perimeter installations, both the No. 25 Sidewall and 
the No. 26 Baseboard models offer 4-way direction control! 
Both have adjustable vertical fins and a separate bank of adjust- 
able horizontal fins . .. both enable you to make any air-pattern 
adjustment to meet any unusual installation requirement. 


The beautiful two-tone Beige finish and advanced styling 
have already won wide acceptance with Air Control’s No. 20 
Series Registers. Only Air Control can offer this combination 
of two-tone beauty and eye-pleasing design which blends so 
well with any decor — and at the price of ordinary perimeter 
diffusers! See them at your wholesalers — now! 


Write for catalog 
159 Center Street Coopersville, Michigan 
| 


PRODUCTS, INC. 


No. 20 Series Register 





HOW SUNDSTRAND FUEL UNITS BACK 


UP YOUR BURNERS 


Reliability is the 
Difference 


The overwhelming preference for Sundstrand fuel 
units is wrapped up in one word—reliability. Let’s 
take a look inside a Sundstrand fuel unit and see just 
three of the quality features that add up to quiet, 
clean, trouble-free performance: the Rota-Roll pump- 
ing assembly that eliminates ‘‘gear whine’’ while 
delivering oil under uniform pressure, foamless, and 
free of turbulence; the combination of a hydraulically 
balanced valve and seep-proof bronze-on-neoprene 
valve cutoff to prevent after-drip and resultant car- 
bonization; and the large, fine-mesh, monel metal 
strainer designed to keep all dirt away from burner 
nozzle. Naturally, there are more details to the com- 
plete story but they only re-enforce the conclusion 
that for unmatched reliability it pays to specify 
Sundstrand, first in fuel units. 


f ® SUNDSTRAND 


NIMiTnI! HYDRAULIC DIWISION 


of Sundstrand Machine Tool Co., 2210 Harrison Ave., Rockford, Ill_—Eastern Sales Office: 89 Summit Ave., 
Summit, N. J. Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by Sundstrand 
Hydraulic AB Stockholm; in Paris, France by R. S. Stokvis, et Fils, S. A., 20-22 Rue Des Petits-Hotels. 
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COMPARE 


...only PENN’S RIMSET has 
all these thermostat features 


Take a few minutes to compare room thermostats... 
you'll discover only the Penn RIMSET brings you 

all the selling advantages shown below. In addition, 
it has beautiful, distinctive styling that’s at home in 
any home. And, RIMSET is so versatile! Various 
subbases are available for 12 different heating and 
cooling applications. Thus, if cooling is added 

later, simply change the subbase and use the same 
thermostat. So... take a few minutes to compare and 
you, too, will discover... 


It’s best to buy Penn! 


Just dial the rim! 


RIMSET is easier to set, 
easier to read, scale 
remains stationary. 


No squinting! 


Extra large stationary dial 
face with large numerals 
makes RIMSET today’s easi- 
est-to-read thermostat. 


No leveling! 


Installation is easier and accu- 
rate operation is assured be- 
cause leveling is not necessary. 


No chattering! No zig-zagging! 


Unlike other thermostats, Room temperatures do not 
RIMSET does not chatter to ’ vary more than 1° from 
cause “on-off” operation Vy) selected level...such accu- 
when vibration occurs. \ Y racy means more comfort. 


PENN CONTROLS, INC. ans ier 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
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Thumbing Through 
This Month's Artisan 


. we visit a 
booming market area and a 
keyed up shop where a Con- 
tractor Gears for a Big Fu- 
ture by Keeping Pace in 
Expanding Market. We ad- 
mire the of the 
owner of this shop which has 


foresight 


cut its teeth on his philoso- 
phy that “you've got to vis- 
what the future 
bring and be ready 


ualize will 
for it 
if you want to be part of it,” 
and grown big on a policy 
of identifying itself with the 
area via constant promotion 
and a reputation for versatil- 
ity and quality work. We 
realize also that this reputa 
tion was won over a period 
of years of preparing for the 
and we testimo- 
the the 


firm in samples of its work 


future see 


nials to stature of 


throughout the area 


Classification 


and we define 
the four basic responsibilities 
we assume in offering our 
residential cooling products 
and services, in order to Clas- 
ify Air Conditioning Trou- 
bles 


lated functions of design, in- 


into the separate but re- 


stallation, 


adjustment and 


maintenance. Analyzing each 
of the four responsibilities in 
turn, we see that thorough 
the 
involved in each will enable 


us [to 


familiarity with factors 


localize trouble areas 


and correct 


or prevent mal- 


functions which can _ cause 


customer dissatisfaction and 


expensive repair work 


Apartments 


. we enter a 
field with an 
terprising dealer-contractor 
whose 96 Warm Air Heating 
Systems Satisfy 
Dwelle rs’ Diverse 
by giving them 
control over 


lucrative en- 


A partment 
Demands 
individual 


their comfort 








AIR-EASE | 





COM 


PLETE 


in one package 


(even the carton is 
palletized for easy 


handling) 


AIR-EASE units have the 
burner and all of the 
controls, except the 
thermostat, completely 
assembled and com- 
pletely wired. 


QUIET 
COMPACT 
COMPLETE 


EASY.... 
TO WAREHOUSE 


TO INVENTORY 
TO SHIP 


Careful and complete development 
of the little details in design, engi- 
neering, workmanship, and packaging 
of AIR-EASE units, add up to bigger 
savings in installation and service 
costs. 


solid 
needs grouting, to 
baked finish, great pains 
have been taken to make AIR-EASE 
units equal to, and deserving of the 


the 
no 


From metal base, which 
the rugged 
enamel 


finest job layout and installation. 


WRITE FOR 


Information 


of nearest 





and name 


distributor 


THE JOHNSON FURNACE COMPANY 


2129 WEST 


117th STREET, 


CLEVELAND 11, OHIO 
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conditions with separate 
warm air systems in a seven- 
building project. 


We find the project builder 


a pa rtment 


delighted with the economy, 
improved relationships with 
tenants and maintenance-free 
operation which he considers 
as bonuses for his choice of 
warm air over wet heat to 
meet his original requirement 
of making tenants responsi- 
ble for comfort 


and their own heating bills 


their own 


Specialties 


. and we inspect 
some custom-made sheet met- 
al products which answered 
manufacturers’ requirements 
and brought in more of such 
business, to the point where 
a Contractor Specializes im 
Specialties to keep up with 
the demand he created by an- 
and fulfilling the 
needs of his market. We fab- 


alyzing 


ricate some interesting sheet 
metal products and stream- 
line bookkeeping procedures 
with this contractor whose 
recognition of the profit po- 
tential of specialty work has 
converted his operation from 
and air 
conditioning work to 85 per 


primarily heating 


cent specialty fabrication. 


More AC Sold as 
Living Standards Rise 


EACH OF US in our lifetime 
can glance back and see how 
production has increased 
first the 
business world, and prospects 
indicate that in the future 
even greater production can 


since 


we entered 


be expected from machines 
that will perform multiple 
Operations and turn out more 
work than 
use today. 


those in common 


Recently the London Econ- 
omist said: “If our children 
are going to produce twice 
as much as we do, they are 
not going to do it by work- 


ing harder than we do, or by 
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PeResH OFF THE PRESS---y 
Ds en pak WES 


The NEW JOCEFORMER 
CATALOG 


New time-saving equipment 


...new money-making ideas... 


new technical data 
...complete details and 
specifications about 

the latest Lockformer Sheet 


Metal Machinery. 


YOUR FREE COPY !S READY! 
SEND FOR IT TODAY 


THE LOCKFORMER COMPANY 
Dept. A, 4615 W. Roosevelt Rd., Chicago SO, ill. 





Please send me the New Lockformer Catalog 


oa : just off the press. 
money making equipment sane 





Address 





manufactured by 
THE LOCKFORMER COMPANY 
4615 West Roosevelt Road, Chicago 50, Illinois 
In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ont 
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being cleverer than we are, 
but by having twice as many 
machines to assist them. The 
way to plenty is to build up 
the national capital of ma 
chines, of buildings to house 
them in, of power to drive 
them, and of communications 
between them 

One thing that the London 
did Say 
that those who produce goods 
the will be 
earning higher wages. This, 


coupled with fewer working 


Economist not 1S 


in also 


future 


hours, will provide higher 
standards of living than we 
the 


With higher standards of 


now accept as ultimate 


living, year ‘round air con 


ditioning becomes more of a 


necessity than before 


the 


informed 


ever 


Thus need for keeping 


on trends and 


hanges in techniques be 


CA h 
Arti 


dedicated ourselves 


omes more 


We at 


san have 


important 
yeal American 
to serving our readers in this 
ipacity and will continue to 
bring reports of new equip 
ment and developments 


as 


soon as they have proven 


acceptable for use in the field. 


New Sales Tool for Air 
Distribution Systems 


A BASIC RESEARCH project 


do 


the 


has been launched to 


something now” about 


nation s increasingly serious 


The 


a program such as 


air pollution problem 


need for 
this was brought into focus 
recently by a conference held 
in Washington, D. C. I like 
the way John Norris, presi 
dent, Industries, 
that 
recognition of the air pollu 
tion problem has dramatized 


the 


Lennox 


quickly out 


pe uinted 


need for homeowners to 
manufacture” their 


home 


own 
climates 

Mr. Norris points out that 
it is now entirely feasible for 
homeowners to isolate them- 
selves from contaminated air 
in their 


neighborhoods by 


make more profit 
per filter sale with 

kuttle-aihe 
permanent filters! 


Features for long life service: 
Heavy gauge one piece alu- 
minum frame ... rigid metal grill 
for greater strength. 


Here are the reasons why 
you get more with Skuttle-Aire: 


because they're permanent... built for lifetime wear. 


because they're cleaned in a jiffy when dust and dirt particles 
gather, simply remove, clean with plain water and replace 
... that’s all there is to it. 


because they're maintenance-free... nothing to wear or 
replace, never need oiling. 


because they’re filled with new-type filtering material ... 
multiple layers of specially woven plastic filaments with 
permanent electrostatic qualities, making it the ideal dust 
and dirt collecting agent. 


SKUTTLE-AIRE permanent filters are available in all sizes for 
furnaces, central air conditioning systems and room coolers. 


Write today for complete information on Skuttle’s quality products 
that give you more profitable sales. 


@akuwitle MANUFACTURING CO. 


MILFORD, MICHIGAN 


IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 


DEFENSOR 504 HUMIDIFIERS PERMANENT FILTERS 


| 
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bringing in outside air 
through an engineered duct 
system that will filter out 
contaminants before the air 
is introduced into the living 
area. Modern construction 
techniques have made it pos- 
sible to reduce considerably 
the infiltration of polluted 
air, he 

Mr. Norris 


electrostatic 


says. 

that 
uti- 
lizing external power sources 


believes 
air cleaners 


will be used with growing 
frequency to provide protec- 
tion against air pollution. He 
states that his company has 
instituted a research program 
determine if 


in 


much 
remain 
air after it has passed through 


how 
contaminants 


to 


any 


electrostatic air filtering de- 
VICes. 
This 


point that salesmen can use 


is another strong 
in selling the advantages of 


air distribution systems over 


other forms of heating 


How to Get Board to 
Approve Your Proposals 


I RECENTLY 
that 
planning 


read a headline 
“Careful 
wins 


advance 
board ap- 
proval for 93 percent of the 
The 


article following this head- 


said, 


president's proposals. 


line pointed out that presi- 


dents of corporations who 
carefully plan each step of 
their presentations to obtain 
approval of their boards of 
directors are successful 


It 


achievement 


in 
almost case. 


this 


eve ry 
that 


was 
found 
was possible because of the 
considerable sounding out, 
exchanging of opinion, et 
that preceded a meeting. 

I immediately 
this 


local 


connected 


to activities of _ state, 
national associa- 
Committee chairmen 


often come up with excellent 


and 
tions. 


ideas, but their presentations 
are sometimes at fault. Often 
their explanation is not clear, 
or the idea presented is new 
|to others in the group and 
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gyaule umbrella a stor, 


said the contractor about the Revere Copper Roof on 


Melnerny’s Waikiki 


on the grounds of the Royal Hawaiian Hotel, Honolulu, Hawaii 











35,000 Ibs. of Revere Cold 


Rolled 16 oz. Copper applied by 
Oahu Plumbing & Sheet Metal, Ltd. 


“As far as we know, this is the only specialty store of men's 
women’s and children’s apparel and accessories in the world 
with an all-copper roof,’’ continued Mr. Francis F. Sen, 
President of Oahu Plumbing & Sheet Metal, Ltd. The roof 
is the batten seam type with the roof pans being prefabricated 
in our shop. The installation was made in accordance with 
recommendations made by Revere in their booklet, ‘Copper ‘ise 
and Common Sense.’ ENTRANCE TO THE fabulous Mcinerny Waikiki Store. Known as 
“Because of its exceptional flexibility in design we notice “The Jewel of the Pacific,” it is one of the show places of the world, 
that more and more all-copper roofs are being specified by and is in Honolulu, Hawaii. Note how copper gutters blend into roof 
architects and designers who are seeking something different. line; also unique treatment of down spouts (arrows). 
“This pleases us because we prefer to work with copper. 
It is easily soldered, and can be readily fabricated into any 
desired shape or form. You can do such a neat-looking job 
with copper.” 
Architects, designers, engineers: Dare to design with 
copper in mind. Be the leader others will follow. Send today 
for Revere’s 110-page brochure, “Copper and Common 
Sense.” 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Rome, N.Y.; Baltimore, Md.; Chicago, Clinton 
and Joliet, Ill; Detroit, Mich.; Los Angeles and 
Riverside, Calif.; New Bedford, Mass.; Brooklyn, 
N.Y.; Newport, Ark.; Ft. Calboun, Neb. Sales offices : 
in Principal Cities. Distributors Everywhere. 

MOST UNUSUAL ROOF EFFECT is obtained by running batten seams 
on the diagonal. Copper was furnished by Revere Copper and Brass 
Incorporated. Architect: VLADIMIR OSSIPOFF, F.A.I.A. 
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them be- 
not had suf- 
ficient time to think about it 

I suggest that committee 
chairmen follow the practice 
of corporation presidents by 


not understood by 
cause they have 


discussing informally with 


members of associations 
boards of directors the points 
covered in committee meet- 
sound out their 
opinions about the possible 


submission of 


ings, and 


resolutions or 

actions to be taken 
This is particularly 

cable to local 


extensive 


appli 
associations 
where programs 
such as the Silver Shield pro- 
gram may be brought to the 


lox al 


boards for their careful con 


attention of governing 


sideration 


Consumers Becoming 
Better Credit Risks 


A RECENT tabulation of buy 
ing habits of the consumer 
disclosed a surprising 
sal of habit 


installment 


rever- 
In recent years, 
selling has been 
than the 


however, in 1958, 


greater re payment ; 


this trend 
reversed itself for the first 
in history. The 


of money 


time amount 


paid on debts 
owed was than the 
amount accumulated in debts 


Installment credit 


greater 


increased 
consumer buying power every 
year between 1945 and 1957 
In this period, installment 
credit outstanding rose nearly 
14-fold from $2.5 billion to 
$34.1 billion at the end of 
1957. In 
two-thirds of 
credit has 


purchase of 


recent years, Over 
installment 
been for the 
hard 
goods, with about 40 percent 
of this going into the pur- 
chase of new 


consumer 


and used auto 
mobiles and 28 percent being 
used for furniture 
household 


and major 
appliances. Only 
about 4 percent was for home 
modernization and repair. 
This 


ment of 


trend toward repay- 
loans indicates that 


more and more consumers are 


10 


AT-A-GLANCE 


TANK GAUGES 


are tops in sales and performance 


ACCURATE, DIRECT READING — 

Red indicator and large, 

ing colibrated scale goin a cleer, 
visil reading from any angle. 


HEAVY DUTY CONSTRUCTION — 


Non-leakable double wall dome 
secured to die-cast, non-corrosive zinc base 
assembly. Withstands 70 Ib. cir pressure 
per sq. inch. Fully guaran’ 


FOOL-PROOF MECHANISM — 
Simplified lever-type action. 
No magnets, gears, coms or springs to 
wear out. Non-corrosive thruout. 


PROTECTED CORK FLOAT — 


Triple coated with phenolic base 
Bakelite. Absorption-proof. Resists 
oils, alcohol and other chemicals. 


EASY TO INSTALL — 


Install quickly and 
easily, even in 
partially filled tanks. 


FITS ALL TANKS — 


Factory adjusted to fit all tanks 
up to 12’ deep with standard speciams 
oF 2°’ (Model D-2) or 12" (Model D-1'/2). 


Fastest selling in the industry, Sentry AT-A-GLANCE 
gauges are recognized for their superior qualities of 
accurate measuring, clear visible reading, rugged but 
simplified construction and long-life durability. They 
are fully guaranteed and “listed as standard” by 
Underwriter’s Laboratories. Complete Literature, Sales 
Brochures and Counter Displays available. 


THERMA-@ 
? 





3 











SENTRY Superior Quality THERMA-GAUGE 


Similar to the standard AT-A-GLANCE gouge above 
but features a solid red thermometer type indicator 
and oa two-piece die cost plug-nut assembly which 
permits simplified tank installation 








STOVE AND SPACE 

HEATER GAUGES 

Several models with occurate 
easy-to-read indicators to fit 
all tanks. Also models for 
small tanks such os power 
mowers and outboard motors 


REMOTE READING 

TANK GAUGES 

Several models for outdoor 
reading of levels in tanks 
indoors, underground or 
at delivery fill pipe 


Da 
KRUEGER, SenZby GAUGES 


GREEN BAY + WISCONSIN 
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building credit risk 
which | should 
lead to better acceptance by 
money lending institutions of 


applications by 


gt 0d 


reputations, 


homeowners 
for purchases of products 


sold through our industry. 


RDMI Booklet Builds 
Business for Dealer 


SOME of the best direct mail 
pieces are those that offer 
suggestions designed to help 
a homeowner improve his en- 
vironment at no cost to him 
self Rece ntly the Roof 
Drainage Manufacturers In- 
stitute (22 W. Monroe St., 
Chicago 3) prepared a book 
let entitled ‘How to Care for 
Gutters and Downspouts 


This be 0k 


on how to maintain 


offers suggestions 
gutters 
in good condition and keep 
up their appearance. 

A letter to accompany this 
type of mailing piece can be 
prepared by a dealer-contrac 
tor explaining that he has a 
staff to do these things, if 
thus 
possibility of 
an accident occurring to those 
unskilled in 


the homeowner wishes, 
removing the 


performing the 
necessary work. Such a mail 
also list other 


services offered by the 


piece can 
deal 
er-contractor as a reminder to 
the homeowner to purchase 
comf ort-creating 


before 


equipment 
conditions 
make the need de spe rate. 


weather 


Public Spending More 
On Modernization 


RECENTLY I 
Miles 


economist and analyst for the 


learned that 
Colean, distinguished 
home building industry, has 
made his predictions for the 
industry's outlook for 1959 
Mr. Colean says that a trend 
toward higher quality in new 
family homes is indi- 
He predicts that the 
dollar volume of home mod- 
including addi 
alterations, 


single 


cated 


ernization 
tions, repairs, 
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Um roun cing 


A COMPLETE NEW LINE OF 


SUSPENDED (4s 7/RED FURNACES 


priced to give you a competitive advantage in 
the commercial and industrial heating markets! 


Another ‘First’ for Shafconaire! A new line of suspended gas-fired 
furnaces designed right built right for commercial-industrial use— 
and priced right, too, to give you profitable, volume sales! For these 
new Shafconaires actually cost less than any other type of gas heating 
equipment of equal capacity on the market today. What's more, 
they’re covered by all required approvals for immediate installation. 


4 OUTSTANDING FEATURES 
for Profitable Volume Sales 


@ Power Burner—provides closer control of 
gases through heat exchanger—gives greater 
heating efficiency and lower heating costs. 


Large Capacity—designed to handle greater 
volume of warm air at higher velocity—can be 
easily connected to duct work to provide 
controlled distribution of heat. 


Maximum Head Room—approved for installa- 
tion two inches from combustible materials, 
compactly designed to assure greater clearance. 


@ Versatility—dquickly, easily adapted in the field 
for right hand or left hand installation. 





AVAILABLE IN 6 BASIC MODELS TO GIVE YOU BROAD MARKET COVERAGE 
85,000 — 97,000 — 112,000 — 142,000 — 182,000 — 252,000 BTU Output 





In addition to these six basic models, Shafconaire Gas-Fired Furnaces 
can also be supplied for duct heater applications. All models are 
furnished complete with power burner, blower, controls and with or 
without filters as desired. 





SHAFCONAIRE—the Specified Line for '59! More national chain organizations have 


QuerHead Hecitor, luc. 


Executive Offices: 1612 Book Bldg. » Detroit 26, Mich. - WO 2-4647 
Branch Offices: New York +» Chicago » Minneapolis 


fe <a 


20 years exclusive experience in 


the design and manufacture of 


ded kh 4, } . 
- es yew 





OverHtao Heaters 
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specified Shafconaire this year than ever before. So get your share of this 
profitable “‘pre-sold’’ volume—send coupon today for specifications and 
prices on the entire line of Shafconaire Suspended Furnaces. 


Please send complete specifications and price information on your entire 
line of Shafconaire Suspended Gas-Fired and Oil-Fired Furnaces. 
CONTRACTORS 


OVERHEAD HEATERS, INC. © 1612 Book Bidg. © Detroit 26, Michigan 
| 
| 


| Weare JOBBERS DISTRIBUTORS 


Name Title 





Company 





Address___ 





City— Zone 
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maintenance, etc., will be ap 
proximately equal to the en 
tire amount of 


moncy spe nt 


for new dwelling construc 
tion during 1959 
These are interesting pre 
They 


market for 


dictions indicate a 


widening mod 


ernization Of existing homes 


that heating and air condi 
tioning dealer-contractors can 


cultivate 


Guarantees Weight 
Of Sheet Shipments 
National Fur 

Detroit, 


to weigh all 


y FENLEY 
Sup} ly uses a 
heavy duty scale 
heet shipments to his dealer 
ntractors. Thus his cus 
rs can feel certain that 


they are being 


wi ights 


harged for are not assumed 


weights but the actual 
weight of the material deliv 


ered to the shop 


SBA Offers Help 
In Management 


[THERE'S A WEALTH of infor 
mation 


by the 


made available 
Business Ad 
ministration through 9 
Management Aids, 64 Tech 
nical Aids and 37 Small Mar 
keters Aids as well as at local 
Small 


To obtain a list of the pub 


being 
Small 


Business Conferences 
lications, write the field office 


nearest you there are 54 


of them located in all major 
ities of the United States 
or to the Superintendent of 
Documents, Government 
Printing Office, Washington 
D. ¢ 

Typical of some of the in 
formation given is the fol 
lowing quotation from a pa 
per presented 
Wilford I 
Oftice of 


Research 


cently by 
White, director, 
Management and 
Small 
Business Administration, at a 
Small 


on Management 


Assistance, 
Business Conference 

Problems 
Roosevelt Un 


( hicago Mr. White 


conducted at 
versity, 


said 





Be MODERN- 


with all your gas fired 
appliances...for safety, 
dependability and 
convenience use... 








with the 


lighter 
tube 


@ Just push the button and the 
Modern Lighter Tube does the 


rest safely, conveniently. 
Engineered and fabricated to 
fit any gas fired unit and become 
a component of your equipment 
at a surprisingly low cost. The 
Modern Lighter Tube is widely 
accepted by manufacturers and 
utilities in areas where “outside 
lighting” is a requirement... 
be MODERN, investigate the ad- 
vantages of this advancement in 
gas fired equipment. 

(U.S. Pat. No. 2728384, Can. Pat. No. 676802). 


MODERN 
LIGHTERS 


INCORPORATED 
NORTHVILLE, MICHIGAN 
FORMERLY 


Write for literature. MODERN MATERIALS COMPANY 


the editor’s 
notebook 


niinued ) 





“What is the greatest asset 
| of a small business? The an- 
swer ought to be the owner 
or manager. He not only puts 
all the 
successful 
but he 


other elements of a 
business together 


himself also selects 
the elements. 

“It goes without saying 
that many situations can af- 
fect the success and even the 
future of a business. The ex- 
tent to which they do affect 
the business, however, is de- 
termined by the owner who 


decides what he 


will do to 
meet a specific situation, and 
when he will do it. 

I would like to ask a sec- 
What is the 
greatest liability of a small 
business? If 


ond question. 
we were to Zo 
down on the street right now 
and ask the 


business 


first few small 
Operators we 


might say 


met, 
they y competition, 
taxes, high prices, or new but 
unproven-in-the-field | p ro d- 
ucts. But what do you say? 
The chances are that this 


same owner is the 


greatest 
problem he has to deal with 

he is his own greatest lia- 
bility. If my assumptions are 
correct in specific instances, 
you have the interesting di 
lemma of an owner being his 
own and his 
own greatest liability at the 


same time. 


greatest asset 


“This does not mean that 
he cannot be successful. He is 
like that 


there are certain assets on one 


a balance sheet in 


side of the ledger sheet and 
certain liabilities on the other. 
When you add them up, you 
either have an excess of assets 
|or liabilities. Your proprie- 
torship account is determined 
by the 
importance of each.” 

Mr. White has offered to 


send us a 


relative number and 


rule to manage 
by” each month. Look for it 
in this column. 


i latina 
4 EDITOR 
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Presenting new highs in quietness 
and dependable broad efficiency... 





NEW DY NAFOLIL teavy-auty FAN 


featuring a perfected airfoil blade design 


With this new Clarage Type AF Dynafoil 
Fan you get stable high efficiency where it 
counts—under actual operating conditions. 

Ideally suited to mechanical draft and 
heavy-duty applications, such as industrial 
processes, conduit type air conditioning, and 
tunnel ventilation, this latest in the Clarage 


Dependable equipment for making air your servant Sor 


FAWN 


gr F aN = 
¢ a ea os ri Aw = 


SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES e 
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line of superior fan equipment is built in 13 
sizes. Classes II, II], and IV construction. 
WRITE FOR CATALOG 859 


which provides outlined dimen- 


SS 
Cinna 


sions and description of new Dynafoil Fans 


‘ _ . : es _— 
Clarage Type AF Dynafoil y 


Fans. Or contact nearest office. fs 
tule eee” 


COMPANY 


Kalamazoo, Michigan 


IN CANADA: Canada Fans, Ltd., 4285 Richelieu St., Montreal 
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The man who had to become 
an executive while 
using a pair of tin snips 


Finger callouses once marked the successful man in your field. Not 
so any more. The heating and air conditioning business “grew up” 
almost overnight. 

Suddenly you had to be many other things besides a master 
mechanic. You had to be a merchandiser, purchasing agent, cost 
accountant, public relations expert, sales developer—and assume a 
role of leadership in the community. 

Lennox recognizes your new stature—and your new problems. 
As a result, Lennox and its dealers work closely—like partners—in 
finding answers and practical solutions. Because of this close co- 
operation—both Lennox and its dealers have grown tremendously. 

If vou aren't getting this kind of help from your supplier, it’s 


time you phone or write for the full Lennox story. No obligation. 


ENNG World leader in indoor comfort 
for homes, business, schools 


® 


Lennox industries inc. tounded 18965 + Marshalitown, lowa + Columbus, Ohio 
Syracuse, N.Y.* Fort Worth, Texas + Sait Lake City, Utah + Decatur, Ga. + Los Angeles, Calif. 
Des Moines, iowa + Lennox Industries (Canada) Ltd. « Toronto, Montreal, Caigary and Vancouver 
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Switch from the string that cramps your style: 


SERIES 5250 GAS CONTROL (for furnaces 
and unit heaters) — Built-in pressure regu- 
lator — available for use with LP gas. Flow 
interrupter with summer shutdown feature. 
Provides for easy conversion, with no break- 
ing of pipe connections. Both 100% safe 
lighting and shut-off assured. Choice of 
three outlets. 188 M max. BTUH natural 
gas with a 1” w.c.p.d. using standard gas. 
Details in free Bulletin G182 


— 

















"T 


SERIES 5010 GAS CONTROL (for wall, 
space, mobile-home heaters; clothes dryers 
and unit heaters) — Truly amazing compact- 
ness — fits easily where others can't! Elec- 
tro-magnetic operator standard; pressure reg- 
ulator optional. Straight-thru (side or bot- 
tom) outlets. Built-in "A" and ‘‘B" cocks or 
flow interrupter. 100% safe lighting and 
shut-off. 85 M max. BTUH natural gas with 
a 1” w.c.p.d. using standard gas. Complete 
kit described in free Bulletin G180. 


Creative Controls for Industry 


AMERICAN ARTISAN, MAy 
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Here's freedom for gas fur- 
naces and appliances now in 
the clutches of boa-constric- 
tor cluster systems that choke 
off sales appeal. Switch to 
ALL-IN-ONE gas controls for 
an all-out head start toward 
sales and profits. 


SERIES 55 GAS CONTROL (for every heat- 
ing need) — Remarkable versatility made 
possible by four interchangeable thermostatic 
controls. Electric and mechanical types: mag- 
netic operator, electric thermostat, modulat- 
ing and modulating-snap thermostats. Maxi- 
mum output, 97 M BTUH with a 1” w.c.p.d. 
using standard gas. Write for Bulletin G170 


CC stands for Controls Company of America — 
the company that stands behind the industry’s 
most complete line of extra-versatile gas con- 
trols. Everyone is ALL-IN-ONE, with as many 
as six different controls designed into a single 
easily installed unit. 

For product-enhancing controls, designed for 
ease of installation, for advanced performance 
features, for the ultimate in single-source re- 
liability—INSIST ON CC ALL-IN-ONE GAS 
CONTROLS. 


SERIES 5030 “OVEN TENDER" (for clock- 
controlled gas-range ovens) — There's none 
more versatile nor compact. Available as 
normally open (5030) or normally closed 
(5032). Snap-action valve fits all makes of 
clock-controlled ranges. Soft seat construc- 
tion. Inlet and outlet in line. Mounts in any 
position — 360° adaptability. Operates on 
all gases. Details in free Bulletin G181. 


CONTROLS COMPANY OF AMERICA 


2452 N. 32ND STREET ¢ 


MILWAUKEE 10, WISCONSIN 


Cooksville, Ontario ¢ Postfach 313, Zug, Switzerland 


AMERICAN ARTISAN, May 1959 






























The Dynamic New WILLIAMSON 


GASAVER AND OILSAVER UNITS 





Pie g- 1-10) ¢-1e Mma els) ¢-1-4- M01 -| Mal ole) a Mm Oleh Colelolam-lale) 
Talelele) am dal-iagales-}¢-) <a M40 mn 1-1-1 amClUl-le-lala’ Gas 
re) a) || 


DELUXE AND SUPER SERIES UNITS 


e AGA Seal of approval on gas units e 20 year 
guaranty Gas or Oil e Hi-Boy, Lo-Boy and 
Counter-Flow styles 





NEW SPECIAL SERIES UNITS 


e Factory assembled and wired e Factory tested 
fo] ai el-1ai-\oa@elel-le-1¢(olame Me GO 1-1-1ar-40-1e-lalg ae Mma C1 
rot at-lal-d-t-1e)(-Mlel@elt-B 00) dan-s-1-20) ae) Mi altl=10) Am mend 310) 
and Counter-Flow styles 





AIR CONDITIONING UNITS 


2, 2%, 3,4, 5, 7%, 10 H.-P. units e Duct Coil, 
Plenum ‘‘A"’ Coil, Horizontal Fan Coil and Console 
SS G'I-s- ae , Vi@eorele)(-le Me Mio Ih'1-1-1 am T-1ae-1ahe) 

















NEW AIR CONDITIONING UNITS 


a OXolalel-lig-same1-1) @ovelale-1ial-em-Lale Mim Oelasley-lal lela Mae-3 071-1 


COMPLETE LINE OF SEAL-TITE 
DUCT, PIPE & FITTINGS for heating 
elaleMerele)iial-a-liamelt-teglelehdlela 











ore), S181) 1 ads ie) lenge), | 





a Kok} @tetelaate)(-1¢-mr-laleMe-1-4-40-s--1)0-moelal-t0 lal 1am ol aelaale) 
i 3. idfolaio]ae)-4¢-laamiamcal-malel0l-1¢a Memnen-y-1(-1-- 10 -ee- lel [ep 
Pas AB’ e-laleMmal-\, 0-1 0)-] o]-1ame-leh',-1a lt 1a) -ame-lale Mi Move leate)(-3¢-) 
Et-to]adaal-1a) eo) maa-1-mihd-1e-1d0la-melam-]imelcele lle c-m 










Lo-Boy Model 
with Air Conditioning 


















CONDAIRE 
Self-Contained Cooling Unit 
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Seal-Tite* Line Offers You Everything! 





OTE h-tamels 


Gasaver Lo-Boy Deluxe Oil Lo-Boy 


(GOTel ie) (-melalia) 


Seal-Tite* is an 
exclusive WILLIAMSON 
design which insures a dust 
sdy-4a) @mer-}e)lal-tam-lale mele) cgalelel-t-) 
everything but low-cost com- 
fort and cleanliness to the 
ale }aal-1e))181-100m 4-1-1 6-0 1al-t-1o Mia) 
\Vi- mae) 0] -T-] Me Tale Me [-lere\ag-h ce) g 
fol -S-1)-4a1-1e Mm comme) (-lale mel al come lah, 
fore) (eo) ae-ved al -1ea1-m 


DeLuxe Fak ae ; { | BST 
Oil | k es Sea a = Gas Lo-Boy 
Hi-Boy ‘ a. ¥ a te 


THE WILLIAMSON COMPANY 
3310-0-5 Madison Road « Cincinnati 9, Ohio 


Gentlemen: 
Please send me information on the following: 
([] Heating Equipment [] Cooling Equipment 
([] Duct, Pipe and Fittings 
aia SS a, 


(Oli delelelar. Viaieele)i-te, 


Duct Console Firm 
Condenser 


| Ofere) | Unit 
eo Address 


City. Zone___State 
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RUGATED ROUND 2UARE ELBOW SQUARE ELBOW 
ELBOW ELBOWS STYLE A ed ee | 


You can stake 
your. reputation on 


a Milcor installation 


Milcor quality assures tight, good-looking installations — reduces call- 
backs. One dependable source for everything you need simplifies your 
buying, warehousing, record-keeping. Call your jobber for prices, or 
write the nearest branch listed below. 


INLAND STEEL PRODUCTS COMPANY 

DEPT. A, 4023 WEST BURNHAM STREET, MILWAUKEE 1, WISCONSIN 

ATLANTA, BALTIMORE, BUFFALO, CHICAGO, CINCINNATI, CLEVELAND. DALLAS, DENVER, DETROIT 

KANSAS CITY, LOS ANGELES, MILWAUKEE, MINNEAPOLIS, NEW ORLEANS. NEW YORK, ST. LOUIS 
cP-24 


Member of the «QQ» Stee! Family 











WHAT'S HAPPENING... 





Market for Warm 
Air ‘Waiting 
To Be Cultivated’ 


Lexincton, Ky. — The undeveloped 
market for ducted heating and cool- 
ing is “just waiting to be cultivated,” 
according to Randall A. Nelson, direc- 
tor of public relations for the Na- 
tional Warm Air Heating and Air 
Conditioning Association. Mr. Nelson, 
addressing a meeting sponsored by 
the Liquefied Petroleum Gas Asso- 
ciation at the University of Kentucky, 
said: “It is estimated that while our 
industry ships somewhere on an aver- 
age of a million to 1.1 million fur- 
naces a year, we still fail to sell 47 
percent, or $145 million 
worth, of the market potential.” 
Describing the Silver Shield pro- 
motion program developed by NWA- 
HACA, Mr. Nelson pointed out that 


the public must be educated to under- 


roughly 


stand that indoor comfort is depend- 
ent upon a system, not just a furnace. 
should be made _ to 
realize,” he said, “that it is the care 
and skill with which a dealer-con- 


tractor designs, engineers and installs 


“Homeowners 


the entire assembly of components 
making up the system that deter- 
mines just how much comfort the sys- 
tem will deliver.” 


SMACNA Group 


Insurance Plan 
Shows Steady Rise 


Evein, ILL. The group insurance 
plan of the Sheet Metal and Air Con- 
ditioning Contractors National Asso- 
ciation is growing steadily, according 
to a recent report from the associa- 
tion. The original goal of a total vol- 
ume of policy in the amount of 
$5,000,000 is now in sight. SMACNA 
says, and, when achieved, the top 
maximum of $40,000 will be avail- 
able to those eligible for such 
amounts. The maximum was _in- 
creased from $25,000 to $30,000 on 
April 1. 
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Launches ‘Self Help’ Campaign to Spur 
Home Heating, Air Conditioning Sales 


Cuicaco — Details of three new in- 
dustry “self help” promotion pro- 
grams were presented by officials of 
Minneapolis-Honeywell Regulator Co. 
at a recent conference held in Chi- 
cago. The new programs, designed 
to increase industrywide sales of heat- 
ing and air conditioning equipment, 
include: 

1) An advertising and sales pro- 
motion program to promote the con- 
cept of two heating systems in the 
American home. 

2) A newspaper advertising cam- 
paign, scheduled for 30 key cities, to 
help boost sales of summer air condi- 
tioning systems during the season's 
hottest days. 

3) A long-range educational pro- 
gram to acquaint housewives with the 
advantages of central year ‘round air 
conditioning. 

Reason for the campaign, accord- 
ing to K. L. Wilson, vice president, 
residential sales, is the company’s be- 
lief that “the best way to advance 
our own interest in the heating and 
air conditioning market is to help 
in every way possible to expand the 
entire market, with the hope of get- 
ting a fair share of the new or addi- 
tional business.” 

Dealer-contractors will be furnished 
with a variety of selling aids for use 
in promoting the programs among 
builders and homeowners. 

Efforts will be made to educate 
the home owner to the fact that two 
heating systems mean better system 
performance, reduce costs, save space, 
give added system insurance and in- 
crease the resale value of a home. 
Advertising will also be directed to 
home builders explaining the value of 
twin heating systems as a selling fea- 
ture. 

The summer air conditioning cam- 
paign called “Operation Heat 
Wave”—will concentrate on 30 cities 
which have been selected by leading 
air conditioning manufacturers as 
prime markets for year ‘round air 


conditioning. Ads will be timed to 
appear in major newspapers in the 
30 cities on the first day after June 
1 in which the temperature exceeds 
84 F. Dealer-contractors participat- 
ing in the program will be urged to 
insert their advertisements on the 
same page. 

The third program *Milady’s 
Climate”—is built around a color 
movie telling the housewife about the 
comfort, improved health, cleanliness 
and economy that year ‘round air 
conditioning can provide. The film 
will be made available on a loan or 
sale basis to anyone in the industry. 

(For additional details of the three 
programs, see page 52.) 


Construction 
Contracts 
Set New Record 


New York City Construction 
contracts in the United States (ex- 
cluding Alaska) totalled $2.3 billion 
in February, setting a new all-time 
record for the month 18 percent 
above February 1958 — according to 
F. W. Dodge Corp. Residential build- 
ing contracts in February were 
$1,073.077,000, up 48 percent over 
last year. 


U.S. Chamber Argues 
Against Bill S.11 


Wasnincton, D. C. Of interest 
to wholesalers and manufacturers is 
Bill S.11, prepared under the direc- 
tion of Senator Kefauver (D-Tenn.). 
According to the Chamber of Com- 
United States, S.1] 
would forbid a businessman to re- 


merce of the 


duce a price to any customer unless 
he gave the same reduction to all 
customers, would nullify his right to 
meet in “good faith” the lower price 


(Continued on page 24) 








AIR 
HANDLER 


Quiet blower is housed 
in matching cabinet, at- 
taches to coil unit on 
: side, top or bottom to 
. Ne provide any desired type 

REMOTE INDOOR COIL °°" 
CONDENSER Compact coil unit measures 

- é 2215” x 29” x 2215”, with 

Compressor and air- side, top and bottom knock- 

cooled outdoor coil unit outs for choice of mounting 

provides automatic combinations. 

winter heating and sum- 


mer cooling without fuel 
or water. 
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a new remote heat pump in €> versatile parts 


} 


=) 


Premera 
eee ee ae el 
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Another dramatic step in the 
FORWARD TREND that is 
leading the industry 


PERFECTION led the world in furnace design to win 
international honors at the Brussels World’s Fair, where 
Perfection was the only furnace chosen to represent “resi- 
dential heating of the future.” For years, Perfection’s 3- 


Pea tod al —— stage fire and patented Regulaire blower control have pro- 
PERFECTION leadership in air conditioning design is 


demonstrated by a wide choice of remote and self-con- 
tained units with a history of engineering advances that 
have helped pace the progress of the industry. 


PERFECTION leadership in sales policy set the in- 
dustry standard in 1956 through extensive advertising 
in trade publications. At that time as now, Perfection 
established wholesalers to serve Perfection dealers more 
efficiently. Perfection flatly refused to compete with 
dealers by setting up branch offices. Today, others are 
following this proven trend that Perfection set years ago. 


vided heating comfort and economy that is still unmatched. 
Today’s growing emphasis on furnace styling and more 
perfect heat distribution are a part of the Forward Trend 
that was born of Perfection leadership. 


PERFECTION design and engineering now lead again 
with the all new TRI-PAK heat pump, first in flexibility, 
first in year-round comfort. With the addition of the TRI- 
PAK, Perfection brings you the first complete line of resi- 
dential self-contained and remote heat pumps. Isn’t it time 
to stop following the leader ... and be the leader with 
Perfection? 


ONE fa 


Li _ 


ts 
TRI-PAK’s NEW 
VERSATILITY — _ 
GIVES YOU ANY TNS 

AIR DELIVERY 
PATTERN YOU NEED i 
... VERTICAL SL 


OR HORIZONTAL _ 
MSS 
asin 


es 
ass 


SKI 
NS 
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PERFECTION air conditioning 

gives you the business! When you're bidding for 
business, Perfection helps you get it with a full line of remote 
and self-contained central-system air conditioners in 2, 3, 
and 5-ton capacities. Whatever the job, there’s a standard 
Perfection component to make installations easier and more 
profitable for you. 


Write today on your letterhead for full information 
and the name of your nearest Perfection Distributor 
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WHAT'S HAPPENING... 





Chicago Wholesalers Discuss 
FTC Trade Practice Rules 


CHICAGO Owners and top policy 
personnel of wholesalers serving the 
Chicago trading area met recently 
with Wilbur R. Bull, executive direc- 
tor, National Heating and Aircondi- 
tioning Wholesalers Association, to 
discuss violations of the 
Federal Trade Commission’s Whole- 
sale Trade Practice Rules. Members 


and non-members of the association 


reported 


were present to learn how these rules 
apply to current business practices 
and how to get voluntary compliance 
with the FTC regulations. 

In opening the meeting, Mr. Bull. 
who works actively with the Federal 
Trade Commission, said that the 
Wholesale Trade Practice Rules ap- 
ply only to persons or companies 
engaged in interstate commerce. How- 
ever, he pointed out, any wholesaler 
who orders a product from an out- 
of-state manufacturer and has _ it 
shipped direct to a dealer-contrac- 
tor has engaged in interstate com- 
merce and is subject to all the regu- 
lations contained in the 11 FTC rules. 

After reviewing the rules, Mr. Bull 
stated that Rule 9. which deals with 
discounts, rebates, refunds. etc.. is 
the one most often violated. 

Persons found guilty of violation 
can be penalized in different ways 
open to the presiding officer. How- 
ever, the maximum penalty usually 
given for a first offense is a fine. Sec- 
ond offenses can result in fines or 


jail sentences or both. 


Norman Elected 
At GAMA Meeting 


Bat Harsour, FLa. Edward A. 
Norman, president, Norman Products 
Co., was elected president of the Gas 
Appliance Manufacturers Association 


during the group’s recent annual con- 


vention. Mr. Norman, previously the 


association’s first vice president, suc- 
ceeds Clifford V. 
vice president of the Rheem Mfg. Co. 


24 


(Coons, executive 


Reports of 
may be made to Federal Trade Com- 
mission, Washington 25, D. C. Re- 


continued violations 


ports are confidential; however, facts 
must be presented that will enable an 
investigator to quickly get to the 
source of the violations. Photostats of 
invoices, affidavits and other evidence 
of unfair trade practices are needed 
to support claims that violations are 
occurring, Mr. Bull stated. 

Wholesalers were advised by Mr. 
Bull against taking at face value re- 
ports from salesmen and customers 
that abnormal discounts, rebates, etc. 
are being given by competitors. He 
recommended that the supposed of- 
fender be asked to confirm or deny 
reports received. “I sually,” he said, 
“there is a big difference between 
what’s reported and what is actually 
being offered.” 


(Continued from page 21) 


S.11 Would Hamper 
Business, Chamber Says 


(Continued from page 21) 


that may be offered by a competitor. 

The chamber points out: “As 
things stand, without S.11, if you 
meet a competitor's offer to your best 
customer, the competitor will prob- 
ably go after your other customers 
one at a time, and eventually you will 
have to meet the competitor’s price 
all along the line. But the timing, 
and the right to pick the customers 
you prefer to lose might be of advan- 
tage to you. So the right to meet 
price competition is important to 
you.” 


Chamber representatives argued 
before the Kefauver Anti-trust and 
Monopoly subcommittee that while 
predatory competitive behavior and 
systematic price discriminations are 
reprehensible, the existing antitrust 
law is adequate to curb those prac- 


tices. 


SMACNA, International Union Revise 
Standard Form of Union Agreement 


Eoin, [LL. 


A new Standard Form 
(SFUA) has 
been worked out between committees 
Metal Workers’ 
International Association and Sheet 
Metal and Air Conditioning Con- 
tractors’ National Association. Inc. 


of Union Agreement 


representing Sheet 


for use in preparing the 1959 con- 
tracts. This new form will be thor- 
oughly discussed at SMACNA’s an- 
nual convention scheduled for May 
28-30 at the Broadmoor Hotel, Colo- 
rado Springs, Colo. 

Some of the changes that have 
been made are: 

Preamble - The practice hereto- 
fore has been to list the counties or 
area covered by the local union. The 
objective in the new SFUA is to list 
the counties or area covered by the 
though the 
area covered by the Agreement is 


Acreement itself even 


smaller than. or not the same as, the 


area covered by the local union. This 


is an effort to make known the con- 
ditions prevailing ata job site rather 
than the area of a local union which 
may have different 


agreements signed by the same local 


several wage 


union. 
Article IV 


which has been widely publicized as 


This is the change 


the “Hiring Hall” clause or article 
and the important words here are 
“upon request by the employer.” 
There is no necessity to add to the 
1959 SFUA any addendum on hiring 
unless you desire to negotiate an ex- 
clusive hiring hall. 

Article VI 
a number of important changes to 
old Agreement Article V. Overtime is 


This article contains 


now permitted solely at the employ- 
er’s discretion, without reference to 
the existence of an “emergency” and 
without the need for prior union ap- 
proval, although the union is to be 


(Continued on page 29) 
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SAVE SPACE FOR 


MODERN COMPACT DESIGN 
WITH THE NEW 


COMPLETE MANIFOLD ASSEMBLY 
























































Includes pressure regulator, safety pilot, main valve, and 100% shut-off and 
safe light. In all popular sizes for natural, manufactured, and LP gases. 


McQUAY. 
NORRIS 


MANUFACTURING CO. 


ELECTRIC PRODUCTS DIVISION, ST.LOUIS 10, MO. 
49 years in the manufacture of precision products 


AMERICAN ARTISAN, May 1959 





For big jobs, TRANE Fans are especially designed 
for industrial processing and drying and for 
high-pressure air conditioning systems. Com- 
plete range of standard sizes from 12 to 89 
inches, for static pressures up to 11% inches. 
Capacities to 310,000 cfm. 





Choose a dependable Trane Fan 
for any process or comfort job! 


Accurate ratings, rugged construction assure quiet, efficient operation 


The fans you choose for your air-moving jobs— process nearby TRANE Sales Office, or write TRANE, La Crosse, 

or ventilation—may mean the difference between top Wisconsin. 

performance and inadequate performance. That’s why WANT MORE FACTS? Write on your letterhead for 

leading consulting engineers turn to TRANE for fans that Bulletins: FC Fans, Class I and II (DS-348-F); BI 

are designed for quiet, efficient operation . . . simplified Fans, Class I and II (DS-348-B); BI Fans, Class III 

installation and maintenance—and available in a com- (DS-348-C); Utility Fans, (DS-348-U). Cabinet Fans, 

plete range of capacities and types to handle any job. (DS-348-D). Axial Roof Ventilators, (DS-364-A). Cen- 
TRANE Fans are accurately rated and ruggedly built. trifugal Roof Ventilator, (DS-364-C). 

Solid workmanship and the most modern tooling assure 

consistently dependable performance. And each TRANE 


Fan design has been tested and approved in the indus- For any a condition, turn to 


try’s most modern and complete testing laboratories. 

TRANE gives you a single, reliable source for all your 
air moving jobs: giant Class I, II and III fans... 
Cabinet Fans . . . Utility Fans—all tested under the 
AMCA and ASHAE Code. TRANE field personnel in 97 


; : . INEERS OF AIR 
offices are available to help you make the best selection MANUFACTURING ENG 
ior one air moving job si CONDITIONING, HEATING, VENTILATING 
a BJ : AND HEAT TRANSFER EQUIPMENT 
When you need a rugged, dependable fan for human THE TRANE COMPANY, LACROSSE. w ANTON MFG, DIV.. SCRANT 


AN N > N N 
comfort or industrial process, turn to TRANE. See your say a yt gh nega a ca ea i 


F CANADA. LIMITE 


OT FOR ROOF APPLICATIONS new TRANE axial 
flow and centrifugal roof ventilators are espe- 
- cially designed for low silhouette, efficient air 
= — / movement. Complete range of sizes and models. 
a 
PACKAGED UTILITY FANS for fast, economical 
installation for hundreds of plant ventilating » 
jobs. Exceptionally smooth and quiet in 
operation. Capacities to 15,450 cfm. 








“We're selling twice as many 
gas conversion jobs since 
we switched to 


Robedti-( pron 


“That's right, Bill—nothing 
beats quality 
at the right price!“ 


@ Roberts-Gordon offers a Gas Conversion 
Burner to fit your every installation need. 
Wide range of sizes and capacities all with 
top quality features at easy-to-sell prices! 
fF 
Over >, 


ROBERTS-GORDON 


GAS CONVERSION BURNERS 


Please send me the new 1959 Roberts-Gordon catalog. 


Vame 

Firm 
iddress 

City 


Zone State 


ROBERTS-GORDON APPLIANCE CORP. 


44 Central Avenue, Dept. AA . Buffalo 6, New York 
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In Canada: Grimsby, Ontario 








The 
smart 

F new 

t UNITROL 
200R 














reaching 


€ for new eye-deas 
to sell more 
water heaters? 


.... change to 


ROBERTSHAW UNITROLS 


The Robertshaw Unitrol 200R with built-in gas pressure regulator offers you an eye- 
catching, eye-appealing new way to increase your water heater’s appearance... rating 
... reliability! Give your water heater the modern, smooth look...convenient new 
“slip-top” cover slips off in a second to give easy access for pilot lighting. This exciting 
new feature with its clean design, no sharp corners, eliminates dust catching, dirt 
marks... provides a concealed control without recessing...makes all previous con- 
trols obsolete! Make your water heater the apple of every eye with an attractive new 
Robertshaw Unitrol 200R! 


FOR MORE INFORMATION, CONTACT : Kohortehawr + 
2 


GRAYSON CONTROLS DIVISION + LONG BEACH, CALIFORNIA 


New ‘‘slip-top’’ cover conceals 
knobs .. . reduces tampering. 








WHAT'S HAPPENING... 





853,700 Gas 
Furnaces Shipped 
In '58: GAMA 


New York City Gas-fired fur- 
naces shipped during 1958 reached 
a total of 853,700 units, according 
to the Gas Appliance Manufacturers 
Association, Inc. This figure includes 
gravity as well as forced air models. 
Totals for other gas-fired units are as 
follows: burners, 148.- 
200; vented recessed wall heaters, 
389,000; floor furnaces, 97,500; in- 


cinerators, 52,900; unit heaters and 


conversion 


duct furnaces, 133,800. Shipments of 
as compared to a total of 823,500 
electric water heaters shipped during 
1958. 


gas water heaters totalled 2,673,800 
» 


Revise Standard Form 
Of Union Agreement 
(Continued from page 24) 


given prior notice. The international 
union concurs that some areas re- 
quire separate overtime rates for 
weekdays, Saturdays, Sundays, or 
holidays. The new SFUA provides 
opportunity for negotiating such in- 
dividual rates. 

Article VII — The international 
union and SMACNA have issued a 
joint statement, calling for sensible 
travel arrangements. Some local areas 
have, or are now negotiating, travel- 
free conditions throughout their en- 
tire state or the entire jurisdiction of 
the Agreement. 

Article X Article X of the new 
1959 SFUA is a complete revision of 
Article IX in the old 1955 edition. 
The new grievance machinery pro- 
vides for final settlement of disputes 
arising out of interpretation or en- 
forcement of the Agreement. Disputes 
must be settled on the lowest levels, 
but in case of deadlock can be re- 
ferred by either party to the National 
Joint Adjustment Board. Previously 
it was necessary that both parties to 
the dispute request arbitration by the 
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(Continued from page 24) 


NWAHACA Adds fo Staff, Plans More 


Services for Industry and Consumers 


CLEVELAND The National Warm 
Air Heating and Air Conditioning 
Association has expanded its activ- 
ities to provide better service for 
dealer-contractors, wholesalers, man- 
ufacturers and consumers, according 
to George Boeddener, managing di- 
rector of NWAHACA. Mr. Boedde- 
ner said that three new men John 
Baker, Richard von Munkwitz and 
James D. Nolan 


to the association’s staff to assist in 


have been added 


carrying out the expanded program. 

Mr. Baker, a mechanical engineer 
with 25 years’ experience in the heat- 
ing and air conditioning industry, 
has been assigned to the technical 
department. He will assist in the re- 
vision of manuals and will help in the 
analysis of technical information de- 
veloped from the association’s re- 
search projects at the University of 
Illinois. Before joining NWAHACA, 
he was manager of application engi- 
neering for Viking Air Products, and 
has also been associated with Iron 
Fireman Mfe. Co., Gilbert and Bark- 
er Mfg. Co., and the Sturtevant Div. 
of Westinghouse Electric Corp. 

Mr. von Munkwitz was formerly 
with the Milwaukee Journal, where 
he served as advertising account rep- 
resentative on heating and air condi- 
tioning products. He formulated and 
directed promotion of the Milwaukee 
WHAM program in 1956-57. He has 





National Joint Adjustment Board. 
Article XII (Section 5). All of 
the percentages used to determine ap- 
prenticeship wages have been in- 
creased by 5 percent, excepting the 
final eighth increase which remains 
at 80 percent. This increase in ap- 
prentice percentages was approved 
by the National Joint Labor Commit- 
tee in the belief that in order to at- 
tract qualified young men the indus- 
try must be prepared to pay a higher 
wage rate than prevailed a few years 


ago. 


been assigned to the public relations 
staff responsible for the organization 
of local Bureaus 
which will promote the Silver Shield 
program in 


Indoor Comfort 


cities throughout the 
country. 

Mr. Nolan, an industrial engineer, 
has also been assigned to the public 
relations department. He joined the 
association after completing a special 
engineering project for Iron Fireman 
Mfg. Co. He has also been associated 
with the Swartwout Co., where he 
served as administrative engineer of 
the Atomic Instrumentation Div., and 
with the Ford Motor Co., where he 
worked in the engineering depart- 
ment. 


Copper and Brass 
Achievement Award 
Program Set Up 


New York City The Copper & 
Brass Research Association has inau- 
gurated an annual copper and brass 
achievement award competition. 
Under the program, each year the 
person or persons judged to have 
made that year’s outstanding con- 
tribution to advancing the use, appli- 
cation, or metallurgy of copper, 
brass, bronze, or other copper-base 
alloys will be presented with a $1000 
prize and a bronze award. Judges 
will be chosen annually by the as- 
sociation from executives, metallur- 
gists and business leaders prominent 


in the copper and brass industry. 


Lansing Gets Details 
Of Silver Shield Program 


Lansinc, Micu. — Sixty-five warm 
air heating and air conditioning deal- 
er-contractors from the Lansing area 
met recently at the Porter Hotel to 
hear a detailed presentation of the 
Silver Shield program developed by 


(Continued on page 31) 











“LOCK SEAMS GIVE US TROUBLE? NO SIR—WE USE WEIRKOTE !" 


When it comes to the rigors of lock-seaming, nothing can take it like Weirkote. 


Why? Because Weirkote combines the strength of steel with a tightly bonded continuous 
process zinc coating that remains intact through the severest fabricating steps. No 
chipping. No peeling. In fact, Weirkote can be worked to the very limits of the steel | STEEL | 


itself and still come through with a smooth, even, corrosion-resistant zinc coating on L company J 
both sides of every crease. 


yy —N 


So whether your product is crimped or drawn, spun or twisted, Weirkote means a 
new high in production results, corrosion prevention and customer goodwill—a new WEIRTON STEEL 


low in costly, worrisome rejects. COMPANY 


Weirkote’s low initial price, combined with these production savings, insures the WEIRTON, WEST VIRGINIA 
economical quality you may have been looking for. Why not investigate further by @ division of 
sending for the 12-page Weirkote booklet that explains how Weirkote can help you 


both in your products and in your production. Just write to Weirton Steel Company, NATIONAL STEEL ala CORPORATION 
Dept. J-13, Weirton, West Virginia. 








WHAT'S 
HAPPENING... 


Silver Shield 
Discussed at Lansing 





(Continued from page 29) 


the National Warm Air Heating and 
Air Conditioning Association. Objec- 
tive of the program, Randall A. Nel- 
son, NWAHACA director of public 
relations, told the dealers, in addition 
to serving the public by providing 
guaranteed heating and air condi- 
tioning systems, is to provide more 
business and better profit for the 
warm air heating and air condition- 
ing dealer-contractor. Describing the 
progress of the Silver Shield program 
which has been in operation for the 
past several months in Kalamazoo, 
Mich.. he said: “Public acceptance 
has been most gratifying. Families 
freed from the chills. cold floors. dry 
air and high fuel bills of old fash- 
ioned, sub-quality systems have given 
testimonial to the comfort benefits 
and advantages of their new Silver 


Shield installations.” 


OHI Publishes 
Standard B-58 


New York City A safety and 


performance standard for the instal- 
lation of residential oil burning fur- 
naces Standard B-58 is now 
available from the Oil Heat Institute 
of America. Another standard, B-59, 
governing the installation of conver- 
sion oil burners will be published 
shortly. 

The two standards were prepared 
under the direction of a special OHI 
standards committee consisting of 
representatives of manufacturers of 
oil burning equipment. dealer-con- 
tractors and the Underwriters Labo- 
ratories. Chairman of the committee 
is John W. Olson, Nu-Way Corp. 

Installations which meet the re- 
quirements set forth in Standards 
B-58 and B-59 will be awarded a spe- 
cial medallion or seal attesting to this 


(Continued on page 34) 


... & SHEET METAL ROLLING 


MACHINES <2 Glhagler! 


S-P-O-T-L-I-G-H-T-I-N-G 
FLAGLERS? Machines of the Month 


the 20” and ‘’22’’ HY-SPEED PITTSBURGH LOCK MACHINES 


Flagler has broken the speed barrier for Pittsburghs over 100 F.P.M.—no strain—no 
pain, either to machine or operator. Both models are especially engineered and 


built to withstand pressure and speed. Compare features with any other Pittsburgh 
manufactured. 





SPECIFICATIONS: 





CAPACITY: 20 or 22 gauge and lighter. Uses ap MOTOR: 22 ga. 1'2 H. P. 220/440/3/60 cy. 20 ga 
proximately 1” of material 2 H.P. 220/440/3/60 cy 

DEPTH OF POCKET: ‘10 width of hammer-over DRIVE: Matched Double “V” Belt 

edge. Adjustable to ¥% STAND: Arc welded steel. Heavy top plate. Ma 
EXTENDED SHAFTS: For standard auxiliary rolls chinery gray finish 

Double Seam, Drive Cleat and Right Angle Flange DIMENSIONS: 48” long, 24” wide, 41” high. Table 
ROLLERS: “20” —6 pr 22” (illustrated) —5 pr top height 34 

SPEED: Approximately one hundred ten feet per SHIPPING WEIGHT: Approximately 565 pounds 
minute 








Canadian Distributors- 
FLAGLER STANDARD LINE INCLUDES: , > oy 
Universal Lock Rolling Machine j , " ‘ ‘ et SS 
Gang Slitter 

24” Junior Pittsburgh 

22” and 24” Light Duty Portables 

20 and 22 gauge Hy-Speed Pittsburgh 

16, 18, 20, and 22 gauge Heavy Duty Models 

A and B “Snap-Loc”’ Models 

Dual Head “Snap-Loc” Models 

Heavy Duty Slitting Shear 

Flying cut-off model 

Special Lock and Shape Rolling Machine 

Hand Flanger 

Flanging Attachments For All Models 

Universal Straightening Head 











Any Type Machine or Roll Made To Order 


LOCKY SAYS: 


co 
a Don't be penny wise 
S ) rol and dollar foolish 





WRITE FOR COMPLETE 
SPECIFICATIONS AND 


LA y DESCRIPTIVE LITERATURE 
{ 
Co 


a okola-bakeols 19321 FILER AVE 


TW. 3-3161 DETROIT 34, MICH 


_- 
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BASEBOARD DIFFUSER 





“Perfect Pattern” Air Diffusion 


























































































































ptive literature on Auer’s complete line of Registers and 


need, and the name of your nearest Aver distributor. 


NAME 


ADDRESS 


CITY 








QOUTPERFO 





... your best buy for perimeter heating and 





combination heating and cooling systems! 


The Auer “’Perfusaire” only 18” long, outperforms 4 to 8 
foot units on the market today. Because of the perfect air 
pattern of the “Perfusaire”, diffused air heats entire wall 
area providing the most even temperatures possible. 
Through scientifically angled diffuser blades and an engi- 
neered built-in damper, maximum throw and spread are 
obtained. There are no hot spots ...no cold spots that 
result in drafty, uncomfortable and uneven air distribution. 


Only the Aver “Perfusaire” provides the engineered 
accuracy and system dependability required for true 
perimeter heating and combination heating and cooling. 
For the very best in baseboard diffusers, insist on the Aver 
“Perfusaire”’... economical... fast, easy installation... 
satisfied customers... greater profits. 


PERFUSAIRE FEATURES: 


1. Only 18” long but has the capacity of 4’ to 8’ units... 
installs easily in new or old construction in or against wall 
or baseboard... cuts installation time 50%. 


2.Perfusaire” is a complete unit equipped with Auer’s 
patented balancing damper,..mo accessories to buy... 
requires no stackhead, 


3. Angle of deflector fins scientifically determined to 
produce perfect perimeter heating and cooling pattern. 


WSMV LET e2 


Without a doubt, Aver “Perfusaire” is your best buy for 
perimeter heating or combination heating and cooling systems. 
It’s been proven time and time again. The Auer “Perfusaire” is 
the mark of quality and performance in the industry. In addition Gj 
to its engineered perfection, the “Perfusaire” is easy to install. ios — anil 
The “Perfusaire” is provided with “knock-outs” to accommodate 


duct openings in sizes of either 2%" x 14” or 244" x 12”. AUER Tesfusaite by 


For your next diffuser installation, select and install 


the Aver “Perfusaire” with complete confidence, 
REGISTERS 
ond GRILLES “REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED” 


6602 CLEMENT AVENUE © CLEVELAND 5, OHIO 

















CLEANING 


POWER 


NO. 521-8 


take your _ PRS anS 
: ASt: 
soot hand 

hose and ail 


The Portable SOOTMASTER #521-8 weighing 
only 25 Ibs. is the vacuum which offers the max- 
imum filter area and largest soot chamber of any 


industrial cleaning unit of its size. 


MASTERCRAFT’S exclusive hose-holder bas- 
ket let’s you carry the entire cleaner including 
the hose from job to job with only one hand. 


Users do more work with less effort. 


Manviactured in USA. by 


Inastercra 


‘NOUS TRIES ' c 


WEST HAVERSTRAW NEW YORK 





JOBBER DISTRIBUTOR ENQUIRIES INVITED 





WHAT'S 
HAPPENING... 


Standard B-58 
Now Available from OHI 


(Continued from page 31) 





fact. The project will have an initial 
“test run” in three pilot areas. The 
pilot program will operate for a peri- 
od of six to eight months. during 
which time it will be determined how 
the program can be promoted most 


effectively in other areas. 


Will Continue 
War on Red Tape: 
FHA Commissioner 


WasHincton, D. C. Housing Ad- 
Norman P. Mason told 
the National Housing Conference at 
that he 
would continue to war on unneces- 


ministrator 


its recent annual meeting 


sary red tape in the housing pro- 
gram. Mr. Mason cited his record as 
FHA 
FHA 


ments 


commissioner in consolidating 


minimum property require- 
of 23 


and in streamlining FHA processing 


into one book instead 
in small towns through the Certified 
Agency Program as examples of his 
attack on red tape. He noted that by 
the end of the fiscal year 1960, “more 
175,000 Federally-aided hous- 


ing units will be occupied by some 


than 


two million people, and an additional 
110,000 will be on the way. making a 
total of 585.000 units.” 

FHA’s new 


Standards will 


Minimum Property 


become mandatory 
throughout the country July 1. ac- 
cording to Commissioner Julian H. 
Zimmerman. However. builders and 
material producers who wish to do so 
may use the new MPS’s immediately. 
Mr. Zimmerman said. He pointed out 
that the mandatory effective data was 
delayed in order to accommodate cer- 
tain prefabricators and large builders 
who schedule design and planning 
far in advance of actual field con- 
struction, and who requested an in- 
terim period to enable them to make 


the necessary adjustment. 


HOW 
ABOUT 
YOU? 


Do you know that many cancers 
can be cured if detected early? 
That an annual health checkup 
is your best protection against 
cancer? 


Are you giving yourself this 
big advantage? Or are you 
taking chances with your life 
because of foolish attitudes 
about cancer like these? 


DON’T 
EVEN 
MENTION 
THAT 
WORD! 







Fear keeps 
some people 
from even learning cancer 
facts that can save their lives. 


NEVER FELT 
BETTER! 


Y 


SB 


LL 


Checkups help to detect cancer 
in its “silent” stage before you 
notice any symptom. 


COSTS 
TOO 
MUCH! 


Dollars you spend 
for the protection 
of your health can 
mean years of life. 





Millions of Americans have 
made an annual checkup 2 
habit... for life. How about 
you? 


AMERICAN CANCER SOCIETY 


AMERICAN ARTISAN, May 


® 
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the quality tells ...the quality sells 


>" iTROL 








year ’round 
UE motel aloibirelal—i. 


Fits in as little as 37/5 square feet! 
Features Dura-Tube Gas Heating Heart 


Valo ms oleh, a-imselm-Uimeretelel(—lelerele) iialen 














WESTERN UNION 








HARRY C. GURNEY, General Sales Manager, 

Janitrol Heating and Air Conditioning Division, 

Surface Combustion Corporation, 

Columbus 16, Ohio (in Canada: Wire Moffat’s Ltd., Toronto 15) 


City 











RUSH ME FACTS ON JANITROL’S SELECT DEALER PROGRAM. 
Name 
Address SEsn 


You'll do better by far as 
a Janitrol Select Dealer! 


Janitrol’s Select Dealer Plan does what other plans can 
only claim to do...adds new depth and dimension to 
Dealer Growth and Profit Potential! 


HERE ARE THE HIGHLIGHTS... 


1 The Finest Factory Technical Training Program in the industry .. . tuition-free for 
Select Dealers! 


2 Personalized Dealer Management Services . . . expert guidance in all phases of 
management, including sales training, recruiting, accounting, advertising, and 
engineering available to Select Dealers at no cost! 


Dealer Information Service . . . authoritative newsletters, bulletins and periodicals 
keep Select Dealers up to date on latest developments in equipment, applications, 
service and merchandising slants! 


Regular Regional Meetings . . . bring Select Dealers and Janitrol personnel to- 
gether for stimulating discussions of merchandising, management, engineering and 
other subjects pertinent to dealer growth and profit! 


Liberal Dealer Stocking Plans . . . assures the equipment required by Select 
Dealers will be on hand when needed. 


Free Retail Salesman Training and Aids . . . Janitrol helps recruit and train sales- 
men for Select Dealers. Provides proven, sales-clinching presentation manuals 
for cooling, heating, and new home builder selling! 


Protected Territories . . . Select Dealer Franchises in any market area are limited. 
No “free-wheeling” franchising to choke off profits! 


Powerful Pianned Co-op Advertising . . . a year-round program of hard-hitting 
local level advertising and promotion prepared for you by experts! 


Powerful National Advertising . . . to create demand in your own local market for 
Janitrol products—back up your sales and promotion activities! 


Promotion Package Worth $300.00 . . . for newly franchised Select Dealers. 


Includes illuminated signs, floor and window displays, colorful literature, demon- 
stration kits, etc. 


Yellow Page Telephone Listings . . . reserved for you, as a Select Dealer, in your 
own local phone book under the JANITROL headings. 


Competitive Pricing . . . made possible by famous Janitrol advanced engineering 
and new automated production lines. Puts Select Dealers in the driver's seat with 
quality at low cost! 


The Top Brand Name . . . Janitrol leadership in design and quality is nationally 
recognized and acclaimed. Over two-million Janitrol units have been sold! 


14 A Great Line To Sell, a Full 


Line to Sell, topped by the One and 
only Win-Sum- Matic! 


Win-Sum- Matic is the year ’round 
conditioner designed with you in 
mind! It’s years ahead in design 
and performance . . . offers a 20- 
year warranty on the heat ex- 
changer, and new time-saving ease 
and simplicity of installation. 

There’s new freedom of acces- 
sibility for adjustment and service, 
too . . . new quietness and thrift in 
powerful air cooled cooling and 
clean gas heating! And to top it off, 
surpassing new beauty and refine- 
ment of line and color . . . the trim, 
slim “look of the future” packed with sales appeal. 

Get the full story on Win-Sum-Matic and other quality 
products in Janitrol’s full line . . . Plus the fabulous SELECT 
DEALER PLAN! WIRE COLLECT RIGHT AWAY! 





P —- Exclusive Pride O° Yard Compressor- 
bh Condenser is low, streamlined, beautiful. 
Top-mounted fan boosts cooling per- 
formance . . . operates up to 125° F. 
Throws exhaust air upward . . . protects 

plants and shrubs. 


evours| 
rN tbe -ti)e 


Select 
Dealer! 


WIRE TODAY COLLECT FOR ALL THE FACTS 





How Barber-Colman Air Distribution Products 
Help Avoid Call-backs on Air Conditioning Jobs 


Complaints such as too hot... too cold... drafty... noisy... 
can be prevented by using Uni-Flo engineered diffusers... 
the sidewall grilles that truly diffuse air 








Too hot—too cold —drafty — 
noisy. These not-uncommon com- 
plaints, which make real headaches 
out of some jobs, often can be 
avoided by closer attention to dif- 
fusers and grilles. 


This is especially true when sidewall 
diffusers are used. A sidewall diffuser 
has three basic functions to perform: 


1. Diffuse the conditioned air thor- 
oughly and rapidly before it 
reaches the occupancy zone. 
Impart direction to air flow. 
Attractively cover the duct open- 
ing in the wall. 


All sidewall grilles don’t truly dif- 
fuse the air. This can result in liter- 
ally dropping a solid mass of cold 
air onto occupants of the room. One 
way to get around this problem is 
to direct the air flow from the dif- 
fuser toward an unoccupied area of 
the room. This solution is like jump- 
ing from the frying pan into the fire 
and can lead to complaints of dis- 
comfort which invariably lead to 
further costly call-backs. 


The Answer 


Barber-Colman Uni-Flo sidewall 
diffusers provide an efficient answer 
to the problem. They provide very 
thorough aspiration. A turbulence 
is created which secures rapid warm- 
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comfort standards 


This chart, developed and used by our 
engineers, is a yardstick for satisfactory 
conditions of air movement and temperature 
in an occupancy zone. A line is shown for 
each average room temperature, indicating 
the minimum limit of satisfactory comfort 
conditions. Points above the line fulfill 
human comfort standards. With Barber-Col- 
man air distribution products you are assured 
of continuous system performance well within 
these standards. 
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Uni-Flo sidewall diffusers prevent drafts 
by providing uniform diffusion of air. 
Note the easy adjustability. 


up of the primary air stream. This 
keeps the cooled air above the occu- 
pancy zone for the full length of 
throw. Conditioned air literally 
“trickles” into the room. There is 
no mass of cold air to disturb human 
comfort. 


The requirements outlined in this 
quote are from Heating, Ventilat- 
ing, Air Conditioning Guide, 1958, 
chapter 30: 


“The air discharged from a wall out- 
let should not reach the occupied 
zone until the velocity has fallen to 
about 50 fpm. Therefore, the outlets 
should be located high enough for 
the air stream at the termination: of 
throw to be not less than five or six 
feet above floor level. Or, in other 
words, the drop should not be more 
than the difference between mount- 
ing height and zone of occupancy.” 


It is almost impossible to meet this 
requirement in a low-ceilinged (9 ft) 
room without the aspiration pro- 
vided by Barber-Colman Uni-Flo 
sidewall diffusers. 


Barber-Colman diffusers are de- 
signed to create air turbulence. This 
is in direct contradiction to the 
theory of using “air foil’ sections 
(which create a laminar flow tend- 
ing to defeat aspiration and to drop 
air into the occupancy zone as dis- 
cussed above). 


There is another very desirable 
feature about the Uni-Flo grille 
design. Not only does it provide 
for adjustment of horizontal flow, it 
also provides controlled adjustment 
in vertical planes. This permits you 


to direct the air past any obstacles 
in front of the grille. 


Noise Levels 


Page 7 of Barber-Colman “Grille 
Engineering Data” contains a list- 
ing of noise levels for various air 
patterns. This data enables the en- 
gineer to predict noise levels. Barber- 
Colman offers the most complete 
diffuser noise level data available, 
including the effect of dampers in 
various positions. 


Accessories 


Simple, positive, tamperproof ad- 
justment of the air volume for easy 
system balancing is provided by the 
optional Uni-Flo opposed-blade 
volume control. Its design prevents 
any shifting in the damper setting. 
Deflectrols — factory-assembled de- 
flecting vanes — attached to the rear 
of the diffuser provide uniform dis- 
tribution across the diffuser face. 


Performance 


Performance of Barber-Colman’s 
sidewall diffusers is accurately pre- 
dictable because they are engineered 
products backed by extensive engi- 
neering data. They will meet the 
following specification: 


Sidewall and/or ceiling air distribu- 
tion grilles and diffusers will diffuse 
air uniformly throughout the con- 
ditioned space, but at no point in 
the occupancy zone will the air 
velocity exceed 30 fpm at a tempera- 
ture more than 2° F below the aver- 
age room temperature or 75 fpm at 
a temperature more than 114° F 
below the average room temperature. 


Engineering Data Catalog No. 
F-4051-2 provides all the informa- 
tion necessary for even the most 
difficult jobs. Call your local Barber- 
Colman Air Distribution office or 


Uni-Flo 


ENGINEERED AIR 
DISTRIBUTION 


BARBER 
COLMAN 


BARBER-COLMAN 


COMPANY 
Dept.Q@, 1106 Rock Street, Rockford, Ill., U.S.A. 
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Warehouseman Albert Ricci checks the stock of Alcoa 
rain-carrying equipment in the Kenney warehouse. 


Advertising Pays Off for New England Distributor 


“Three-Way Promotion Tripled Our Sales 


Sales of Alcoa 
300 per cent increase at the Kenney Products Company, 
Providence, R.I. The reason? “A superior product plus 
by Alcoa, by us and by our 
dealers,” says Philip L. Kenney, president. 

“Salesmen find the new Alcoa Gutter and Downspout 
systems easy to sell,” says Mr. Kenney. “Customers soon 
realize the advantages of a thicker gutter with a better hang- 
ing system. But the key to getting the salesman in to see the 
customer lies in promotion. We get many leads from Alcoa 


Gutter and Downspout systems showed a 


active, hard-selling promotion 


as a result of their national advertising, and most of them 
can be converted into sales. We mail reprints of all forth- 
coming Alcoa ads to our dealers and also alert them when- 
ever gutters and downspouts are to be featured on Alcoa’s 
TV shows. Alcoa runs local newspaper ads for us and, in 
addition, we run our own ads in local Sunday newspapers. 
When I first started this I offered to list any dealer who 
bought $25 worth of stock. Twenty-seven dealers went along 
the first week. But news of the results soon spread and by 
the following week we had 43. Since then every dealer has 
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THESE DISTRIBUTORS ARE YOUR SOURCE FOR 
ALCOA GUTTERS AND DOWNSPOUTS 


ALABAMA 
Hinkle Supply Company, Inc. 
Birmingham, Alabama 


ARKANSAS 
Gunn Distributing Co. 
Little Rock, Arkansas 


CONNECTICUT 

Allied Building Materials Co., Inc. 
Bridgeport, Connecticut 

Decker & Beebe Co. 

Canaan, Connecticut 

Bildwell Hardware Company 
Hartford, Connecticut 

Edgcomb Steel of New England, Inc 
Milford, Connecticut 

New Haven Reserve Supply Co 
New Haven, Connecticut 

Western Massachusetts Supply Inc 
Pittsfield, Massachusetts 

Nutmeg Building Products Co 
Thompsonville, Connecticut 
Connecticut Wholesale Supply Co 
Waterbury, Connecticut 

Gerber & Hurley 

West Haven, Connecticut 

Roofing Supplies, Inc. 

West Hartford, Connecticut 


DISTRICT OF COLUMBIA 
Clark & Sons, Inc. 
Washington, D. C. 


FLORIDA 
Carolina Lumber Company 
Jacksonville, Florida 


Peninsular Supply Company 

Miami, Florida 

Timber Products Company 

Orlando, Florida 

Eagle Roofing & Art Metal Works, Inc. 
Tampa, Florida 


GEORGIA 


Conklin Tin Plate & Metal Co. 
Atlanta, Georgia 


ILLINOIS 

Accurate Sheet Metal & Mfg. Works 
Chicago, Illinois 

G. W. Berkheimer Company, Inc. 
Chicago, Illinois 

B. W. Furnace Supply Company 
Des Plaines, Illinois 


INDIANA 

Lensing Wholesale, Inc 
Evansville, Indiana 

Ohio Valley Hardware Co., Inc. 
Evansville, Indiana 

Schaab Metal Products Co. 

Fort Wayne, Indiana 

G. W. Berkheimer Company, Inc. 
Gary, Indiana 

Indianapolis, Indiana 

South Bend, Indiana 

Koschnick & Company, Inc. 
Indianapolis, Indiana 

IOWA 

Nichols Wire & Aluminum Company 
Davenport, lowa 

Des Moines, lowa 

Mason City, lowa 


Aiciad 
*) for 
iughes! 
corresion 
esistance 


“Promotion does a lot more than sell customers— 
it also sells salesmen and keeps them conscious of 


the product,” 


says Philip L. Kenney, president, 


Kenney Products Company, Providence, R. I. 


KENTUCKY 
Wimsatt Brothers, Inc. 
Louisville, Kentucky 


MAINE 
De-Lar, Inc. 
Lewiston, Maine 


MARYLAND 


Allied Roofing & Building Prod., Inc. 


Baltimore, Maryland 


MASSACHUSETTS 

Sondik & Company of Mass., Inc. 
Cambridge, Massachusetts 
Eastern Metal Mill Products Co 
Roxbury, Massachusetts 

Valley Wholesale Building Prod. Co 
Springfield, Massachusetts 
Eastern States Farmers Exch., Inc 
West Springfield, Massachusetts 
General Building Products Co 
Worcester, Massachusetts 


MICHIGAN 

Staples Sheet Metal 

Ann Arbor, Michigan 

Nichols Wire & Aluminum Company 
Battle Creek, Michigan 
Aluminum Supply Company 
Detroit, Michigan 

Marlite Sales, Inc. 

Detroit, Michigan 

Fortune Home Rebuilders 
Jackson, Michigan 

Mt. Morris Building Products, Inc 
Mt. Morris, Michigan 


~ ad { - 
"187 thick- 
strongest on 

the market 


MINNESOTA 

Girard Steel Supply Company 
Duluth, Minnesota 

St. Paul, Minnesota 


MISSISSIPPI 
Showalter Manufacturing Co., Inc 
Jackson, Mississippi 


MISSOURI 

Metal Goods Corporation 
No. Kansas City, Missouri 
Hammond Sheet Metal Co. 
St. Louis, Missouri 


NEBRASKA 
Strauss Lumber Company 
Lincoln, Nebraska 


NEW HAMPSHIRE 
Edgcomb Steel of New England, Inc 
Nashua, New Hampshire 


NEW JERSEY 

Master Supply Company, Inc 
Atlantic City, New Jersey 
Bayonne Steel Products Company 
Newark, New Jersey 


NEW YORK 

Eastern Metals Warehouse, Inc. 
Albany, New York 

The Dryolin Corporation 
Hicksville, L. I., New York 
Cooperative G.L.F. Exchange, Inc 
Ithaca, New York 

Whitehead Metals, Inc 

Buffalo, New York 

New York, New York 

Long Island Tinsmith Supply Corp 
Richmond Hill, L. |., New York 
Brace-Mueller-Huntley, Inc 
Rochester, New York 

Saltpoint Supply Corporation 
Syracuse, New York 

R. H. Meyer, Inc. 

Utica 3, New York 

C & M Aluminum Supply Corp 
Yonkers, New York 


NORTH CAROLINA 

Lowder Hardware Company, Inc 
Albermarle, North Carolina 
Metal Service Corporation 
Charlotte, North Carolina 


OHIO 

O'Connor Steel Company 
Akron, Ohio 

Olivesburg General Store 
Ashland, Ohio 

Ohio Valley Supply Company 
Cincinnati, Ohio 

The Famous Furnace Company 
Akron, Ohio 

Cleveland, Ohio 

Lorain, Ohio 

Mansfield, Ohio 

Newark, Ohio 

Warren, Ohio 

Wheeling, West Virginia 

Farm Bureau Co-op Association 
Columbus, Ohio 


Palmer-Donavin Manufacturing Co. 
Columbus 8, Ohio 

F. 0. Schoedinger, Inc. 

Columbus, Ohio 

Aluminum Materials, Inc. 

Dayton, Ohio 

Colonial Builders & Supply Co., Inc. 
Toledo, Ohio 

Williams and Company, Inc 

Toledo, Ohio 

Simon Supply Company 
Youngstown, Ohio 


OKLAHOMA 
Albright Steel & Wire Co 
Oklahoma City, Oklahoma 


OREGON 
Pacific Metal Company 
Portland, Oregon 


PENNSYLVANIA 

The Warren Company 

Erie, Pennsylvania 

Counties Supply Company 
Philadelphia, Pennsylvania 
Stelwagon Manufacturing Corp. 
Philadelphia, Pennsylvania 

Anchor Sanitary Company 
Pittsburgh, Pennsylvania 
Architectural Building Specialties Co 
Pittsburgh, Pennsylvania 

The Famous Furnace Company 
Pittsburgh, Pennsylvania 

Williams and Company, Inc 
Pittsburgh, Pennsylvania 

Economy Supply Corporation 
Pottsville, Pennsylvania 
Union Roofing & Paper Co 
York, Pennsylvania 


Inc. 


RHODE ISLAND 
Kenney Products Company 
Providence, Rhode Isiand 


SOUTH DAKOTA 
Robbins & Stearns 
Rapid City, South Dakota 


TENNESSEE 

Northside Products Co. 
Chattanooga, Tennessee 
Standard Iron & Wire Works 
Chattanooga, Tennessee 
Blount County Farmers Co-op 
Marysville, Tennessee 


VIRGINIA 

N. B. Handy Company 
Lynchburg, Virginia 
Ted Lansing Supply C 
Richmond, Virginia 


mpany, Inc 


WISCONSIN 

Frank J. Kerscher Co 

Manitowoc, Wisconsin 
Wisconsin Bridge & Ir 
Milwaukee, Wisconsin 
Milwaukee Stove & Furnace Sup. C 
Milwaukee, Wisconsin 


n Co 


of Alcoa Gutters and Downspouts” 


had at least one call every Sunday the ad has run—and most 
have had many more.” 


Sales success stories like this are being repeated almost 


daily as Alcoa’s new Care-free gutter and downspout sys- 
tems gain fast acceptance with builders and homeowners. 
For more information on how you can benefit, call your 


ALCOA ©. 





nearest Alcoa sales office, or write: Aluminum Company of 


ALU AAINU AA 


Your Guide to the Best 
in Aluminum Value 


For Exciting Drama Watch ‘Alcoa Theatre,” 


Alternate Mondays, NBC-TV, and “Alcoa 


America, 1892-E Alcoa Building, Pittsburgh 19, Pa. Presents,” Every Tuesday, ABC-TV 
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Get Ready For Volume... This exciting new 
selling tool lets you take York Products to your 
customer and makes it easy to prove why York 
is their best air conditioning and heating buy. 
Call a York distributor today about York's 
new "Look Inside” sales closer. 


YORK .-.....--- 


BW RESEARCH & ENGINEERING 
[a «€6oMAKE IT BETTER 


YORK CORP. SUBSIDIARY OF BORG-WARNER CORP 
Air Conditioning, Hoating, Refrigeration and Ice Equipment + Products for Home, Commercial and Industrial Installations 
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ALMOST TALKS 


Exclusive New Sales Tool Helps You Prove 
The Blue Chip Quality Value Of York Products! 


Everybody talks sales and profits—only York does 
something about it! York backs up its Blue Chip 
story all the way—with this dramatic new sales 
tool that helps you prove beyond a doubt that York 
is worth more. The result: you sell more, make more 
in today’s price-conscious market. 

This unusual York Demonstrator has twenty- 
one action displays that reveal, step-by-step, the 
inside quality features of York Heat-Pumps, Pack- 
aged Air Conditioners, Furnaces, and all types of 
residential and commercial heating and cooling 
equipment. Each of 30 hard-selling pages spell out 
the reasons every York Blue Chip Product is more 


*atines vow oo: — 


QMy 


EFFICIENT, more ECONOMICAL, far more 
DEPENDABLE over the long haul. The perfect 
answer to volume sales and profits in a competi- 
tive market! 

Pull up on a tab...let customers see, in X-ray-like 


detail, the high performance features of the York 
furnace line. 


Spin a disk...show customers how York's Air Condi- 
tioning Compressor is built to give extra years of 
dependable service. 


Pull out a tab...give customers crystal clear evidence 


of York's construction and engineering superiority. 


/ 


LOOK INSIDE York's Twinline Air 
Conditioner for proof of savings up 
to 15%. See how—on warm, humid 
days—only one York system is needed 
..lvow the second system comes on 


LOOK INSIDE York's Champion Air 


Conditioner. See how it can remove LOOK INSIDE York's silver "V" 


burner —see how the twin flames 
spread their heat over the rippled 
surface of the heat exchanger for 


stuffiness, excess heat and humidity in 
Spring, Fall and Winter as well as in 
Summer! 


when outside temperatures soar. 


greater efficiency and economy. 
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REPUBLIC STYLE "K’ BOX GUTTER 


...you hang it in one piece! 


No measuring, cutting, or soldering! Republic 
“K” Gutter is available in “house-long” lengths 
up to 32 feet. You hang it in ome piece... in 
half the time required by ordinary gutter. 
Just as important, you'll find that our “K” 
Gutter is the straightest on the market— 
despite the extra-long length. Precision man- 
ufacturing does away with bends and bows. 
“K” Gutter follows the roof line for a perfect 
fit every time. And, tight zinc coating is 
unaffected by forming operations. Republic 


galvanizing stays tight to provide years of vital 
protection. 

Learn how Republic Style ‘“K’’ Box Gutter 
makes for better looking jobs . . . better 
profits. At the same time, check the complete 
line of galvanized, stainless, or terne roof 
drainage products manufactured by Republic’s 
Berger Division—‘“‘the house that rain built.” 
Over 70 years of manufacturing experience. Ask 
your sheet metal distributor or mail coupon 
today. 


EVERY FOOT SOLD THROUGH REPUBLIC SHEET METAL DISTRIBUTORS 
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USE OF PERFECTLY MATCHED COMPONENTS assures fast, low-cost installa- 
tions. Republic manfactures a complete line of roof drainage products plus 
all accessories, including SNAPTITE Eaves Trough—a half-round eaves trough 
that offers the advantages of slip joint sections at lap joint prices. Slip two 
SNAPTITE joints together, snap bead into place, seal by pinching edges. In 
galvanized, 28-gage stainless steel, or 1 x 40# Terne (Tin). 


USE OF REPUBLIC ENDURO’ TYPE 301 (17-7) CHROME-NICKEL STAINLESS STEEL 
makes for the longest lasting rain-carrying system ever. Stainless steel 
gutters and conductor pipe resist rust and corrosion indefinitely. They're 
extremely strong, able to stand up under the heaviest loads of ice and 
snow. Easy to install without special equipment. Once in place, it's good 
for the life of the house with minimum maintenance. And, a quality job in 


stainless steel pays a rewarding profit. Check with your distributor or 
mail coupon 


USE OF REPUBLIC ROOFING TERNES saves many a dollar 
in final cost of roofing, flashing, valleys, ridge rolls, 
gutters, and downspouts. Terne is most economical to 
maintain. Its tight lead-tin surface is extremely corrosion- 
resistant. Undamaged by any coventional fabrication 
operations. Provides lifetime protection with occasional 
painting. Takes paint beautifully. “The house that rain 
built" offers a complete line of roof ternes. Mail coupon 
for more information. 


REPUBLIC STEEL CORPORATION 
DEPT. AA-7852 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send more information on: 
O Galvanized Steel Roof Drainage Products 


O Stainless Steel Roof Drainage Products 
D Roofing Ternes 
Name ee 
Company 


Address 





| 
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SURE, 4 
SHE’S MAD.. 
BUT GUESS © 
WHO'LL BE 
MADDER! 


io 


“LEAKING TANKS” CAUSED BY INCOMPLETELY VENTED 
ATERS ARE FORCING YOU TO MAKE COSTLY CALL-BACKS! 


An all-Metalbestos gas vent is your low-cost insurance against 
this extra expense... because the water that collects under many | The Metalbestos “Safety See!” 
water heaters vented by single-wall connectors isn't really a leak : a 
age i ae Is Your Protection From ‘‘False 
at all! It’s simply part of the 2% pints of water that an average za 
, leaks’... because only an all- 
gas water heater releases every hour in the form of water vapor. 


Metalbestos gas vent, installed 
The only power available to expel this water vapor is the heat in 


the vent gases themselves... but modern, efficient water heaters 
transfer most of that heat to the water tank. The small amount of 
heat that’s left must be conserved by a double-wall insulated 
Metalbestos gas vent, or else the water vapor will condense to 
water and drain back to rust the appliance or spill out onto the 
floor. That’s when your customer calls you back to repair the 
damage ...at your expense! 


Stocked by principal distributors \ = M ap LB » il . 
in all major cities. ) | DIVISION 
Ns ‘ 7 4 w L\MONT 4 f 


LLIAM WALLACE COMPANY BE 


correctly and permanently with 
the Metalbestos “Safety Sys- 
tem'’ Gas Vent Tables, rates this 
Seal. For your free copy of the 
“Safety System’ Tables, write 
to Dept. B-5 
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To the man who asks: 
“What's in it for me?” 


You've probably read... or heard... about the Seal of Certifi- 
cation Program for unitary* air-conditioners. You probably know 
that it was developed by the Air-Conditioning and Refrigeration 
Institute in cooperation with the National Warm Air Heating and 
Air Conditioning Association. 


“All right,” you say. “So what’s in it for me?” 
Good question. And it has some good answers. For instance: 


YOU CAN NOW SPECIFY WITH ASSURANCE, because 
this program takes the guesswork out of a complete system. Of 
course, it’s still up to you to determine the total cooling capacity 


needed, but now you'll be working with units of assured capacity. 


YOUR SERVICE CALLS AND EXPENSES SHOULD BE 
REDUCED. You'll eliminate many headaches caused by units 
which do not perform satisfactorily under adverse conditions. This 
is because ARI-certified equipment, in addition to meeting ARI 
capacity-rating standards, is also subject to a number of rigid 
performance and safety tests. Among these are tests covering 
insulation efficiency, condensate disposal and performance under 
maximum operating conditions. With these additional assurances 
of guaranteed performance, your customers will be happier... 
and so will you. 


YOUR SELLING JOB WILL BE EASIER. Too often, a custo- Oe Ae ee a 


story of this program in the free ARI explanatory 
mer decided not to buy, because he was confused. He didn’t know booklet (available also in quantity for your 
3 customers). For your copy (and a copy of the 


what to believe among so many conflicting and ambiguous claims Directory of participating 


their models), write to 


manufacturers and 
about performance. Now, you can present a factual, uncompli- 
cated selling story about units with the Seal of Certification. 
Customers can readily compare brands by the same standard of 
rating capacity ...and then decide what other features... and conditioners, whether single units or combined 


- inits (called “‘split’’ systems) up to 135,000 bt 
price range... they want. called “s] ¢ 


incapacity, but not including room air-conditioners 


Chief Engineer, Dept C-5, Air-Conditioning 
and Refrigeration Institute, 1346 Connecticut 


Ave., N.W., Washington 6, D. ¢ 


**Unitary” air-conditioners: all packaged air- 


or heat pumps 


That's what's in it for you. 


Manufacturers participating in the program: 


Airtemp Division, Chrysler ( Carrier Corporation e Florida Warren Corporation e Fraser 

eration, Incorporated e America and Jobnston Company e Friedrich Refrigerators, Inc. ¢ 

American-Standard Industria i Frigidaire Division, General Motors ¢ 

tor and Standard Sanitary Corporation (Formerly Amer & Sattler, Division of Utility 

Blower Divis.on ; 

Armstrong Furnace Company 

Electric Corporation e Bryant \ 
n of Carrier Corporatior 


Oak 
Division of Hupp Cor ior h Corporatior ithe 
e Hall-Neal Furnace Company -Air Manufactu 
Company e Janitrol Heating & Air Co Typhoon Air Ce 

Surface Combustion Corporatior ‘ ndustries Ir Corporation e | 

an ring Compal yolerator isior e The Majestic C many e The Mat ompany, Divisior e Westinghouse 

Edison Co tur ‘ompany e of Glen Alden Corporation ¢ Miami I t 
y, Division of Climatrol, Division of Worthington 


ratior . Hupy 
General Electric Compat iibson Refrigerator Company, Round 
Therm 


ur poration e York ( 


Day and Night Manufacturing Compan Corporation 
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does your Stainless Steel Distributor 


ffer besides increased productivity ? 


In many ways, your Republic ENDURO® Stainless Steel Distributor can help you 
increase productivity. He provides quick deliveries of steel in the precise quan- 
tities and sizes you need, cut to your specifications. His diversified stocks reduce 


@® Service Center. 


risks of shortages and downtime. And through him, expert metallurgical assist- 
ance is always available. But increased productivity is only one of the advan- 
tages you enjoy when you rely on your local Republic Distributor—your Steel 


Your Republic Distributor can also help you eliminate high overhead costs. 
For example, the extensive stocks of your Steel Service Center make it possible 
to reduce your own in-plant inventories. This fact alone can bring substantial 
savings on such costs as equipment, manpower, scrap and wastage, taxes, and 
insurance. Floor space and capital, once allocated to in-plant inventories, can 
automatically be freed for more productive uses. 

In many other ways as well, your Republic Stainless Steel Distributor can 
help you save time and money. For full information, get in touch with him now 
at your nearest Steel Service Center. You'll find it listed below. 


REPUBLIC STEEL 
Udon lelest Range off Sitewalard, Sols ane, Stool Proc 

















CALL YOUR REPUBLIC STAINLESS STEEL DISTRIBUTOR AT THESE SEE EL 


ALABAMA 
Atiantic Stee 
Birmingham 
Reynolds Aluminum 
Birmingham 
MT Meta 
Birmingham 
ARIZONA 
Ducommun Metals 
Phoenia 


ARKANSAS 
Hammon 
Fort r 
te ® 


CALIFORNIA 
Allen Fry Stee 
Los Angele 
Ducommun Metals 
Berkeley | 
Los Angeles 5 
Natione! City 
E. M. Jorgensen ( 
los Angeles 5 
okiand 23 
COLORADO 
Marsh Stee! ( 
Denver |! 
CONNECTICUT 
Edgcomb Steel of New Eng 
Milford 


FLORIDA 


Caulley Stee! and Supply ( 


Fort Lauderdale 
Miam 


rlando 


Eagle Roofing and Art Met 


Works, Inc 
Tampa 

Reynolds Aluminum Supp 
Miam 

J.M. Tull Metal and Supply 
Jacksonville 
Miam 
Tampa 


’ 


SECRSA 


Atlantic 


MICHIGAN 
Huron Steel Company 
Detroit 16, 


MISSOURI 
Hammond Sheet Metal Company 
St. Louis 5, 
Hubbell Metals Inc., 
Kansas City 16 
St. Lovis 3 
Marsh Steel Corporation 
IDAHO North Kansas City 16, 
Pacific mper 
ee ee NEW HAMPSHIRE 
Edgcomb Steel of New England, Inc 
Nashua, 


NEW JERSEY 

Abarry Steel Company 
Perth Amboy 

Atlas Steel Supply Company 

ndianapolis 2 Morris Plains 

hio Valley Hardware & Roofin Benedict-Miller, Inc 
mpany Lyndhurst, 

International Corporation, 
Hillside 

Miller Steel Company, Inc 
Hillside, 


NEW YORK 
Atlas Supply Company, inc 
Bronx 58 
Beals, McCarthy and Rogers, Inc 
Buffalo 5 
Brace-Mueller-Huntiey, Inc 
Buffalo 
Rochester 
Syracuse 
Bruce and Cook, Inc 
New York 38, 
Eastern Metals Warehouse, 
Albany, 
Ernst Iron Works 
Chase Stee Buffalo 
Maryland Foliansbee Metals Corp. of New 
Baltimore 3 York, 


Rochester, 
MASSACHUSETTS 


Hamsley, Inc 
Edgcomb Steel of New England Brooklyn 32, 
inc. (Boston 


K. & S. Metal Supply, Inc 
Nashua, New Hampshire Long Island City, 
Metal Purchasing Company 
New York I, 


KLINOIS 
Chicago Steel $ 
Chicag 


INDIANA 


Hubbell Metals Inc 


Evansville 


KANSAS 
Marsh Steel Corporat 
Wichita 


KENTUCKY 


LOUISIANA 
Marsh Steel Corporat 
Baton Rouge 


MARYLAND 


H 


Hoawkridge Brothers Company, 
Boston | 


NEW YORK (Cont.) 
Schworz and Cohn, Inc 
Brooklyn 


NORTH CAROLINA 
Metal Service Corporation 
Charlotte, 


Reynolds Aluminum Supply Company 


Raleigh, 
Vance Iron and Steel Company 
Charlotte, 


OHIO 

The Ohio Metal & Manufacturing 
Co 
Dayton 2, 

Vorys Brothers, Inc., 
Columbus 8, 

Williams and Company 
Cleveland 14 
Cincinnati, 29, 
Columbus 8 
Toledo 12, 


OKLAHOMA 
E. M. Jorgensen Company 
Tulsa 


OREGON 
American Steel Wareho 
Company, 
Portiand 14 
Pacific Metal Company 
Portiand 9 


PENNSYLVANIA 

Hill-Chase and Company, Inc 
Philadelphia 34, 

Potts-Farrington Company 
Philadelphia 29, 

Horace T. Potts Company 
Philadelphia 34 

The Warren Company, 
Erie 

Williams and Company, Inc 
Pittsburgh 33, 


RHODE ISLAND 
Edgcomb Stee! of New England 
Inc 


Slatersville 





BERVICE CENT 


TENNESSEE 

Hubbell Metals Inc 
Memphis 

Mid-State Steel, Inc 
Nashville, 

Reynolds Aluminum Supply Company, 
Memphis 
Nashville, 

Siskin Steel and Supply Company, 
Incorporated 
Chattanooga, 

Vance Iron and Steel Company 
Chattanooga, 


TEXAS 
E. M. Jorgensen Company, 
Dallas 
Houston 


UTAH 
Structural Steel and Forge 
Company 
Salt Lake City, 
ZCMI Wholesale Distributors 
Salt Lake City 


VERMONT 
Edgcomb Steel of New England, Inc., 
Bennington 


VIRGINIA 
Dominion Culvert and Meta 
Corporation, 
Roonoke 5, 
Reynolds Aluminum Supply Company, 
Richmond, 


WASHINGTON 
Pacific Metal Company, 
Seattle, 
CANADA 
Drummond McCall and Company, 
itd., 
Toronto, Ontario 
Montreal, Quebec 
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Develop ‘Pride of Ownership’ In AC Prospects 


WHAT MAKES PEOPLE BUY the things they do? Why do they some- 
times show definite preference for one type of product over another which 
may actually have much more to offer in value and benefits? The study of 
buying habits is a never-ending activity of market research people. One fact 
they have been able to establish is that good sales promotion will create buy- 
ing preference for a product. 


Good sales promotion must appeal to strong human desires, one of which 
is pride of ownership. One of the most perplexing problems encountered in 
promoting summer air conditioning products is the job of developing the 
“pride of ownership drive.” 


Where sellers of most products can put the item’s visual appeal to work 
in creating the pride of ownership drive, a summer air conditioning system 
at the point of purchase offers little (if any) of this visual stimulation, be- 
cause the better an air conditioning system operates, the less noticeable is the 
equipment. People visiting a showroom where a color television set is oper- 
ating can admire and enjoy the product on the spot. The modern design 
and convenience features of a sample display of a modern kitchen stand out 
conspicuously. But the air conditioning equipment which makes a show- 
room comfortable is usually buried in the basement, attic or some other 
remote area where it remains out of sight. 


Pride of ownership of an air conditioning system usually develops only 
after the system has been installed in the home. The current problem, then, 
is developing an impelling factor to help get the order. 


One thing dealer-contractors can do to sell more year ‘round air condition- 
ing is install summer air conditioning in their own showrooms and offices. 
Once the equipment is operating and the prospect is drawn to the show- 
room, the pride of ownership urge can be developed by the salesman, who 
himself is an enthusiastic owner of a summer air conditioning system. The 
prospect's attention can be directed to this pleasant, comfortable environ- 
ment by the salesman who might ask, ‘Are you aware that this room is air 
conditioned? You feel no draft, do you? There is no noise. Smoke floats 
away. We are comfortable. Wouldn't you like your house to be like this all 
year around? You can be proud when you invite your friends over for an 
evening of refreshing comfort.” 


This method developing pride of ownership begins right in the show- 
room. Ask yourself if your place of business is a living example of the indus- 
try you represent. If the answer is “no,” then take the steps necessary to 
change it to “yes.” 





Church Heating Proposals 





“ee RES TI ili 


SUMMER AIR CONDITIONING WAS ADDED after this church was one year old. 
Churches of this size are excellent prospects for year ‘round air conditioning 


Se ae ee A 
CONDENSING UNIT installed on heavy concrete slab 
discharges used air upward to avoid throwing it on vege- 
tation. Owen S. McCraw Sr. examines weatherproofed 
insulated liquid and suction lines 


Salesmen who can sell the advan- 
tages of designing warm air heating 
systems to accommodate cooling 
later on are disproving the idea that 
it’s a waste of time to suggest sum- 
mer comfort to economy-minded 


church boards 
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Add-On Air 


\ 


onditioning Sales 


DUE TO ADDITIONAL LOAD from entrance of church, larger of two air conditioning units was assigned to 
handle the rear section of the nave, the nursery and washrooms 


MANY 


men have found they can upgrade 


DEALER-CONTRACTORS _ sales- 
sales of warm air heating systems for 
churches to include summer air con- 
ditioning by setting the stage in their 
original sales presentations. They 
first outline the advantages of veat 
‘round air conditioning and ask per- 
mission to design the heating systems 
to accommodate add-on summer ait 
conditioning equipment and handle 
the air volumes and distribution re- 
quired for maximum summer loads. 
Then, by following up their recom- 
mendations with facts and figures 
during the first summer, they are 
able to land more orders for adding 


summer air conditioning to the heat- 
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ing systems than they could if the 
way had not been paved previously. 

An example of the effectiveness of 
this policy is a job installed in God's 
Rescue Mission, Ashland, Ky. 

This church is a one-story structure 
built on a concrete slab. It has a 400 
seat nave, a study, a small prayer 
room, rest rooms, a vestibule and a 
soundproof, glass enclosed nursery. 
A Sunday school classroom section 
is to be added later. 


Two Furnaces Handle Load 


When the job was originally sold 
and the system was designed for year 


‘round air distribution, it was de- 


cided to install two 140,000 Btuh 
counterflow furnaces in the spacious 
attic. Four high sidewall registers at 
each end were specified for the nave. 
Return air from the nave is collected 
from a central intake at the reat 
which serves one furnace and a dual 
intake at the front for the other. Each 
of the ceiling diffusers which serve 
the smaller rooms——-pastor’s study. 
prayer room, nursery and washrooms 
has its own return outlet connected 
to the main return trunk. No duct- 
work is visible inside the chur h. 
Ductwork and the furnace blower 
for the heating system were sized for 
summer alr 


conditioning require 


ments. A casing was installed in the 





SUPPLY REGISTERS DISCHARGE CONDITIONED AIR above the heads of congregation. Return grilles were lo- 
cated on each side of the pulpit. Conditioned air for choir comes from ceiling diffusers 


supply air system for inserting a cool- 


ing coil. 


Select Two Air Cooled Units 


One system supplies the nursery. 
vestibule, washrooms and the reat 
portion of the nave. The other sup- 
plies the front of the nave, the pas- 
tor’s study, choir section and prayer 
room. Four inches of insulation was 
installed in the attic to minimize heat 
transfer between the attic and the ox 
cupied areas. 

With these preparations, it was not 


difficult to add summer air condition- 


ing. which the church board ordered 
during the spring of 1958. Two ai 
cooled units were selected after re- 
viewing the original plans: a 5 ton 
unit to handle the rear of the nave. 
nursery. and washrooms and a 3 ton 
unit for the front of the nave. choir 
pastor's 


space, study and 


prayer 
room. 


Controls Are Independent 


Both units are controlled independ. 
ently by thermostats mounted on par- 
titions at the front and rear of the 


nave. 


The air cooled condensing units. 
on the north side of the church. are 


partially concealed by evergreens. 


Condensing Units Outside 


The condensing units are mounted 
on 8 in. concrete blocks set away 
from the building foundation. Flex- 
ible connections to copper suction 
and liquid lines are covered with 
weatherproof insulation. The condens- 
ing unit for the air distribution 
equipment serving the front of the 
nave is located at the outside wall 


near one end of the building. The con- 
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ORIGINAL PLANNING 


cooling coil compartment in the supply 


included a 


plenum of the counterflow furnace in- 
stallation. This cooling coil compartment 
was put to use when summer air condi- 
tioning was added a year later 


densing unit serving the rear of the 
nave is approximately one-third of 
the distance back from the front of 
the church. 


Operating Costs Projected 


Two men completed installation of 
the summer air conditioning system 
in less than a week. The total cost of 
the two heating and air conditioning 
systems, including the electrical wir- 
ing. was $3000. Maintenance costs are 
expected to average about $50 a year. 
This cost, plus $150 annually fo 
operating the air conditioning sys- 
tem and $250 annually for the cost 
of operating the heating equipment. 
worked the 
budget by the trustees. 


has_ been into annual 


To assure proper care and use of ing units annually were stressed to 


the air conditioning equipment, the him. 
The 
operation of Owen 8S. 


district 


Attendance Improves 
instructed in 


During the summer of 1958 (first its operation, The principle of th 


pastor was thoroughly acknowledge the co- 


McCraw 
Manu- 


Hardware 


editors 
or. 


summer for the air conditioning sys Southwest 
Gibbs 


wholesalers. for 


combination heating and air condi manager, 


facturing Co. and 
periodically replacing the filters and Co.. Ashland. Ky. 


and the providing data and photographs for 


tem) the attendance was approximate- tioning thermostat. the necessity for 


ly 40 percent higher than the previ- 
Highest 


ous summer. day's attend oiling the motors. importance 


ance was 216. 


of checking the burners and condens- this article. 


Are you putting the opecial 


MANY 


oheet wetal section to work? 


SHEET METAL CONTRACTORS are using the shop, selecting shop tools, estimating duct 
the 29 page special section, “How to Make More 
Money in Sheet Metal Contracting” the 


April American Artisan as a guide to improving 


system costs and fabricating sheet metal spe- 


from cialty products. 


It’s been a month now since you read it the 


their business operations. Orders are still com- first time. This would be a good time to review 


ing in for the three sheet metal check-lists pre- it, applying each point to your own operation, 


sented in this section as a positive answer to the and put the suggestions to work at improving 


AMERICAN 


need for merchandising aids designed specifi- 
cally to help sheet metal contractors reach the 
appropriate markets for their products and 
services. 

The special section goes beyond the impor- 
tant merchandising phase, offering suggestions 
for organizing the business office, laying out 
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the profit potential of your sheet metal contract- 
ing business. 

Keep the special section for future reference, 
and order a supply of the check-lists for hand- 
out and direct mail promotion. Quantity costs 
to cover handling and mailing are listed on 
page 75 of the April issue. 





2 new ways to get better 


“OPERATION Two,” an industry serv- 
ice program designed to help increase 
the size of the market for residential 
heating equipment, was launched this 
month by Minneapolis-Honeywell 
Regulator Co. “Operation Two,” pro- 


moting the concept of two heating 


systems in the American home, is the 
first in a series of three heating and 
air conditioning promotion programs 
that will get underway this year. Sec- 
ond program in the series, aimed at 
the residential air conditioning mar- 
ket, is scheduled to break in 30 key 
cities on the first day the temperature 
exceeds 84 F (or some equally uncom- 
fortable temperature agreed upon by 
participating dealer-contractors in 
each city). The third program is a 


long-range educational campaign 
which will explain the benefits of air 
conditioning to American housewives. 
All segments of the warm air heating 
and air conditioning industry—deal- 
er-contractors, wholesalers and origi- 
nal equipment manufacturers—are 


being invited to participate. 


Aimed at Best Market 


“Operation Two” is aimed at the 
most lucrative part of the new home 
market—Americans in the mass mid- 
dle income bracket who will purchase 
250.000 


The potential in extra equip- 


an estimated homes | this 

year. 

ment sales is estimated to be: 
100,000 more furnaces. 


100,000 more blowers. 


heat, more comfort for your money! 


Kick Off 




















ie 


See as rupert year own beating Grater 


mar ys 


Fiat in Cote 


100.000 more thermostats. 
100,000 more fan/limit controls. 
100,000 more burner control sets. 
200,000 more filters. 


Tell Advantages of “Two” 


Advertising will appear in con- 
sumer, trade and builder magazines. 
Minne- 
apolis-Honeywell will try to convince 
fact that two 
heating systems mean better system 


In its consumer advertising, 


the homeowner of the 


performance, reduce fuel costs, save 


space, give added system insurance 


of his 


taken 


resale value 
home. Full advantage will be 
of the fact that “two” becoming 
today’s accepted mark of better liv- 
ing. Two cars, 


and increase the 


two fireplaces, two 


6 SALABLE POINTS OF DUAL 
FURNACE INSTALLATION 
1) Provides more versatile 

temperature control. 

2) Costs very little more than 
single distribution system. 
3) Cuts operating costs— 
smaller furnaces operate less 
often on mild days. 

4) Increases furnace life. 

5) Offers better air distribu- 
tion with simple duct layout. 
6) Assures partial perform- 
ance of system when service 
is needed in certain areas. 


CONSUMER ADS promoting two zones 
and two furnaces hit homeowner directly 
while trade magazine ads encourage 
builders and dealer-contractors to tie in 
with all-out promotion 


phones, two baths, ete., are common- 


place. In today’s way of living, “two” 
has taken on a connotation of modern 
living, 


good living, sensible living. 


Ads Will Push ‘Heating Expert’ 


Several points to consider in build- 
ing and heating a home are brought 
to the consumer’s attention: 

1) Large picture windows. 

2) Spread-out floor plans, separate 
living and sleeping areas. 

3) Finished basements. 
1) Rooms over garages. 
5) Split-level arrangements. 
All of these 


is explained, 


structural features, it 
pose special heating 
problems, and the homeowner is ad- 
vised to “ 


see an expert—your heating 


dealer-contractor—who is the final 


authority on comfort problems.” 


Reach Home Builder, Too 


Another 
campaign is the 


target in the two-furnace 


home builder, who 
is scheduled to be hit “hard and 


often” with promotion explaining 
that two-system heating is an excel- 
lent selling feature for his homes and 
describing the push being given “Op- 
Two” at the consumer level. 
The builder, too, 


“consult an expert 


eration 
will be urged to 
your warm air 
heating dealer-contractor.” 
Participants in the program are 
furnished with a sales kit which in- 


cludes a consumer booklet explaining 
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Industry ‘Self Help’ Programs 





... ina three stage promotion aimed at the 


rich middle income market and identifying the warm air heating 


and air conditioning dealer-contractor as an expert 


in solving consumers’ year “round comfort problems 


the advantages of two-system heating, 
a suggested plan for presentation of 
the program to builders, and artwork 
symbols of “Operation Two.” 


Air Conditioning Ads ‘Timed’ 


“Operation Heat Wave.” the sec- 
ond program, is a local advertising 
and sales promotion program timed 


to boost summer ait 


conditioning 
sales during the hot weather in 30 
key cities which were selected by air 
conditioning manufacturers as prime 
markets. The campaign will consist 
of a two-color, half-page advertise- 
ment in 43 local newspapers serving 
the 30 cities. Participating dealer- 
contractors will be offered a free list- 
ing. will have an opportunity to tie 
in with the company advertising by 
inserting their own sales messages on 
the same page. Total circulation of 
the 43 newspapers which will be used 
exceeds 14.000.000. 

Advertisements will appear in local 
newspapers in these 30 cities: At- 
lanta; Baltimore: Birmingham; Chi- 
cago; Cincinnati; Columbus; Dallas: 
Detroit; Houston; Indianapolis: 
Jacksonville; Kansas City. Mo.: 
Little Rock: Los Angeles; Louisville; 
Memphis; Miami: 
Long Island: New Orleans; New 
York City: Oklahoma City: 
ha; Philadelphia; Phoenix; 
burgh; Richmond; St. Louis: San 
Antonio; Tulsa: Washington. D. C.: 
Wichita. 


Nassau County. 


Oma- 
Pitts- 
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The homeowner is offered a free 
$15 air conditioning survey of his 
home by participating dealer-contrac- 
tors. Upon completion of the survey, 
the homeowner receives a free ther- 
mometer. If he decides to install air 
conditioning, he is given a free filter 
flag that tells him immediately when 
his furnace air filter is dirty. 

“Operation Heat Wave” will be 
described in detail to air conditioning 
dealer-contractors at special meetings 
to be called by company sales engi- 
neers in each of the 30 cities. 

Dealer-contractors will be furnished 
with a kit of sales aids to help them 
get the most mileage from the pro- 
sram. Included in the kit will be a 
copy of the “heat wave” advertise- 
ment. which the dealer may have 


6 SALABLE POINTS FOR 
ZONED INSTALLATION 
1) Allows more versatility in 
heating system design. 
2) Adds architectural free- 
dom in design of building. 
3) Assures comfort and con- 
venience in any area of the 
house at any time. 
4) Maintains peak operat- 
ing efficiency of equipment. 
5) Increases pride of owner- 
ship. 


6) Adds to sales appeal of a 
house. 


reprinted for use in direct mail and 


other promotional efforts. 


Housewife Is Third Target 


The third which will 
carry forward indefinitely, is directed 


program, 


at an audience that has previously 
been somewhat neglected—American 
housewives. 

The program is educational in na- 
ture. It is built around an 18-minute 
movie produced specifically to tell 
the story of air conditioning to house- 
wives. and a booklet describing the 
comforts, improved health, cleanliness 
and economy that year ‘round condi- 
tioning can bring to the home. The 
key theme is improved home mainte- 
nance. Wide distribution of the book- 
let is planned through manufacturers. 
wholesalers. dealer-contractors and 
others in the industry. 

The film. entitled “Mother Knows 
Best.” carries a strong selling mes- 
sage for year ‘round air conditioning. 
with emphasis on hot weather bene- 
fits. It is intended primarily for use 
by organized industry groups who 
already have established means of 
reaching large consumer groups. In 
addition. it will be available on ei- 
ther a loan or sale basis. to any indi- 
vidual, company or organization that 
wants to create a selling atmosphere 
for year round air conditioning. It 
can be used effectively by dealer- 
contractors in addressing civie clubs 


in their communities. 





PRACTICAL APPLICATIONS 


for engineering, installing and servicing 
residential cooling systems 


7: 
. ad 
a 


MAINTENANCE 


ADJUSTMENT 


By S. W. Reid 
Air Conditioning Engineer 


Gilbert Associates, Inc. 


Recognition of the four 
basic responsibilities asso- 
ciated with summer air 
conditioning work and fa- 
miliarity with the proce- 
dures involved in each will 
help you pinpoint real and 


potential trouble spots 
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ALTHOUGH SOME MANUFACTURERS 
and some retailers attempt to promote 
the self-contained air conditioner as 
a household appliance, they have not 
attained the sales volumes they antici- 
pated with this type of selling. The 
day is far off—and unlikely ever to 
arrive in the opinion of many—when 
a dealer-contractor can take an ait 
conditioning system off the shelf, put 
it on a truck and deliver it to the 
customer the same day he receives an 
order. The reason, of course. is that 
an air conditioning system is more 
than just the packaged cooling unit 
which is the heart of it. Instead. it 
consists of a number of components. 
all of which must be selected and 
applied with care if they are to work 
together to produce the desired re- 
sults. 


Dealer Is Contractor 


The air conditioning dealer-con- 
tractor sells not only merchandise but 
also service; and in these respects his 
function is similar to that of a large 
mechanical equipment contractor. 
The air conditioning dealer-contrac- 
tor must offer also his ability as a 
designer and his skill as an installer. 
These two functions extend his serv- 
ices beyond those of a dealer, into the 
category of a contractor—hence, the 
popular acceptance of the term deal- 
er-contractor to describe the retail 
operation in the heating-air condi- 
tioning industry. As the term sug- 
vests, he can accept complete respon- 
sibility for an air conditioning system 
from its sale through the basic phases 
of design, installation and adjustment 


to the ultimate phase of maintenance. 


Coordination Is Vital 


When we use the term dealer-con- 
tractor, we of course refer to a busi- 
ness firm. No one man could profit- 
ably engage personally in all the 
basic activities required to create an 
efficient air conditioning system. On 
the other hand, neither is a good sys- 
tem assured by delegation of the 
responsibilities for the separate oper- 
ations to several individuals who act 
independently. Only proper coordina- 


tion of individual effort can produce 
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What Is ‘Air Conditioning’? 


True air conditioning pro- 
vides comfort in all sea- 
sons according to the 
American Society of Heat- 
ing, Refrigerating, and Air- 
Conditioning Engineers. 
ASHRAE defines air condi- 
tioning as: 


predictable and acceptable results 


in the form of good systems. 


Hindsight Classifies Troubles 


In building a smoothly operating 
team. the dealer-contractor can em- 
ploy hindsight profitably to identify 
job troubles and classify them = ac- 
cording the basic phase of the job in 
which the responsibility for their oc- 
currence should be fixed. A difficulty 
would be tagged, for example, as a re- 
sult of improper maintenance, adjust- 
ment, installation or design. in ordet 
of their increasing seriousness so fat 
as business reputation is concerned. 

Let’s examine the the basic cate- 
gories more closely to see what types 


of troubles fall into each. 


Maintenance Avoids Failures 


Improper maintenance ultimately 
leads to premature malfunctions of 
parts. Ruling out defective manufac- 
ture, parts fail because: 1) they are 
subjected to conditions beyond theit 
rated capacity, or 2) they wear out. 
In either case, proper maintenance 
can forestall such failures or, at least. 
suggest remedial measures which can 
break- 


downs. Parts which fail due to over- 


be taken in time to avoid 


loading are the electrical components 
such as motors. relays and _ starters. 
solenoid valves, capacitors, ete: and 
pressure-actuated devices such as cut- 
outs, water valves, etc. Excessive 
wear causes failure of such items as 
bearings, sheaves. belts. compressors, 
have moving 


controls. ete. which 


parts or electrical contact points. 


Wear. of course, Is inevitable. but 


“Air conditioning is the 
process of treating air so 
as to control simultane- 
ously its temperature, 
humidity, cleanliness and 
distribution to meet the 
requirements of the condi- 
tioned space.”’ 


premature wear is avoided by period- 
ic lubrication and correction of con- 
ditions where inspection shows signs 
of potential trouble. 

The dealer-contractor often is con- 
cerned with maintenance of an entire 
air conditioning system only for the 
first year. After that he may have an 
extended interest. of perhaps four 
more years in components such as the 
compressor unit. Although he may 
vive the owne! complete maintenance 
instructions, he has no assurance that 
they will be carried out. His respon- 
sibility is limited largely to maintain- 
ing an adequate stock of replacement 
parts and qualified servicemen to in- 
stall them. 


Don’t Underrate Adjustment 


Of somewhat more serious import 
to the dealer-contractor than difficul- 
ties which occur due to improper 
maintenance are those which arise 
from improper adjustment. For some 
reason or other many air condition- 
ing firms completely ignore this re- 
sponsibility and yet it may be the 


major shortcoming of 


many jobs. 
One firm, for example, leaves all ait 
balancing and adjusting for the own- 
er to do, on the theory that even if 
the task were done, the occ upants 
would change things the next day 
Such. of course, is not the case, for 
when at least one of this firm’s SYys- 
tems was balanced following a com- 
plaint, it proved very satisfactory and 
the initial troubles experienced with 
this part of the system disappeared. 

Maladjustment can harm the repu- 
tation of an air conditioning dealer- 


contractor more than can a_break- 





HERE ARE SOME OF THE SYMPTOMS 
OF IMPROPER SYSTEM ADJUSTMENT: 


Unusual noises may stem from loose or overtight belts, 
misaligned belt drives, loosened fastenings, compo- 
nents or dampers. 

Excessive power consumption is probably due to high 
compressor discharge pressure which is, in turn, caused 
by lack of sufficient water or air supplied to a condenser 
which needs cleaning. 

Excessive water consumption may be due to either im- 
proper water regulating valve adjustment or a dirty 
condenser. 

Too much or too little air usually is not associated with 
self-contained units, but it can be a problem where a 
cooling coil is added to a warm air furnace and where 
the furnace blower is not adjusted to provide the 350 to 
450 cfm per ton normally required. 

Too little capacity can be a problem of adjustment rath- 
er than design when the refrigerating system is not 
functioning properly: a) because a valve is partly closed, 
or b) due to improper refrigerant charge. 

Lack of fresh air is most peculiar to commercial systems, 
both large and small. Although adequate provision may 
have been made in design for fresh air, it does not nec- 
essarily follow that anyone has properly adjusted the 
dampers so the desired amount of outside air is brought 
into the system at the proper place. 

Uneven cooling from room to room can be corrected by 
proper adjustment, often simply by setting branch 
dampers —— assuming, of course, that the duct design 
is correct. 

Drafts can be corrected by adjusting dampers or regis- 
ter deflection, assuming registers and diffusers are cor- 
rectly selected. 

Inhibited" operation due to improperly adjusted con- 
trols can be corrected, of course, only by resetting as 
required. Certainly, no cooling system can do more than 
its controls allow it to do. 


down due to improper maintenance. 
When a part fails, the system usually 
will not function at all. The service- 
man is called, and the trouble usually 
is corrected immediately. When the 
system is not adjusted properly, how- 
ever, the owner may be inclined to 
live with it—unhappily—believing 
that nothing can be done. (See list of 
typical symptoms of improper adjust- 
ment above. ) 

Moving up the line of importance 
to the dealer-contractor, let’s consider 


the installation and design phases of 


56 


an air conditioning job. Much as he 
may hope that all service calls or com- 
plaints will be matters either of main- 
tenance or of adjustment, if he is hon- 
est with himself, the dealer-contractor 
will encounter some complaints which 
arise from installation and design de- 
ficiencies. 


Installation, Design Related 
Installation and design are closely 
related. Theoretically, the designer of 


an air conditioning system could take 


enough time to plan and specify every 
part of the system down to the loca- 
tion and size of the last screw. If he 
supplied constant supervision to see 
that his ideas were carried out to the 
letter, it would be practically impos- 
sible for any installation faults to 
develop. All responsibility for error 
would fall on his shoulders. 

In practice, we find generally that 
the designer is responsible for the 
load calculation, for the selection of 
equipment, for the design of the duct 
and distribution systems, for piping 
and electrical layouts and for control 
schemes. The installer translates the 
design into equipment and adjust- 
ments. He is usually given the pre- 
rogative to make minor changes to 
meet field conditions, but he should 
be well enough acquainted with de- 
sign problems to recognize the limits 
of the changes he may make without 
consulting the designer. He should 
also be alert enough to call to the de- 
signer’s attention any field problems 
he encounters which may not have 
heen anticipated in the design. 


Leave Space, Access 


To illustrate what an_ installer 
should not do. consider some actual 
cases. In one, return air ductwork 
was fastened to the front panel of a 
self-contained unit. If the installer 
had been familiar with his equipment 
or had even taken the trouble to look 
inside, he would have seen that he 
was making it impossible to service 
certain components without removing 
a section of duct. The point is that 
the installer must remember two bas- 
ic needs of the serviceman: space 


and access. 


Carelessness Brings Trouble 


In another case, the installer, fail- 
ing to observe the manufacturer’s in- 
structions in installing a unit, acci- 
dentally concealed an air bypass 
which, by reducing the flow of air 
through the cooling coil, substantially 
reduced the unit’s capacity. The con- 
dition was corrected only after much 
customer irritation and considerable 
expense to the dealer-contractor in 
searching for the cause. The moral 
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here is that it is entirely the install- 
er’s responsibility to see that all com- 
ponents are put together as directed. 

In a third case, a cooling tower, lo- 
cated exactly as required by the de- 


sign layout, drew loud complaints 


from the owner of adjacent property 


because of a blast of air from the 
tower into his back yard. A check 
showed that the installer had neg- 
lected to rotate the tower fan section 
90 deg to direct discharge air up- 
ward, as specified in a note on the in- 
stallation drawing. 


Keep It Neat 


In addition, the installer has the 
problem of creating a neat-appearing 
job. Ill-fitting or poorly-hung duct- 
work stands as a permanent exhibit 
of the kind of slovenly work his firm 
does. So does an awkward pipe or 
wiring job. Sloppy workmanship 
should not be tolerated, for it may be 
compounded in the owner’s mind if 
minor operating difficulties arise. If 
what he can see doesn’t please him, 
why should he be inclined to accept 
what he cannot see? Many times an 
installer can suggest improvements 
to the original design from the stand- 
point of appearance. If he can do so 
without jeopardizing design require- 
ments, he should certainly make his 
suggestions known. 


Poor Design Nullifies Skill 


Whereas the usefulness of a well- 
designed air conditioning system can 
be diminished through poor installa- 
tion, poor adjustment or poor main- 
tenance, the most skillful application 
of these three phases can’t correct 
the faults that arise from poor design. 
For this reason, we must list design 
as the most important responsibility 
which a dealer-contractor assumes. It 
starts with the cooling load calcula- 
tion where there is, perhaps, a tend- 
ency toward oversimplification in the 
use of short form methods. The main 
trouble with them is that they may 
blind the user to unusual situations 
for which no factor or blank space is 
provided. Tempered with experience, 
however, these methods can be and 
are being used successfully. 
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THIS SPECIAL SERIES 


. « « on subjects of interest to 
residential air conditioning 
dealer-contractors is based 
on the author’s wide experi- 
ence and on constant analy- 
sis of the field by American 
Artisan’s editors. 


IT ALL BEGAN 


... with a complete rundown 
on fundamentals in 20 arti- 
cles beginning in August, 
1952 American Artisan, de- 
scribing basic operation of 
air conditioning equipment. 


SPECIFIC PROBLEMS 


. . treated in the next phase 
of the series covered mainte- 
nance, service, installation 
and management. 


NOW 
PRACTICAL APPLICATIONS 


+ « « to solve common prob- 
lems which have been expe- 
rienced by the author and by 
dealer-contractors are cov- 
ered in the current selection 
of case histories, procedure 
outlines and specific ex- 
amples. 


When the load is_ established, 
equipment can be selected. This in- 
volves a most important decision, for 
upon the choice rests the balance of 
the design. If the equipment size is 
not correct, neither will be the duct 
and distribution system, the wiring 
or the piping. 


Don’t Undersize to Compete 


Since he is selling as well as de- 
signing, the dealer-contractor may 
have a tendency to undersize in order 
to be competitive in price. Deficien- 
cies in equipment size are not always 


easy to prove to a builder who is 


shopping for price. In one case a cer- 
tain builder was offered 2 ton units 
for a group of houses by one air con- 
ditioning firm and 3 ton units by an- 
other. Both firms insisted they had 
the right unit for the load, which fell 
Taking a 


cheaper - 


between the two sizes. 
chance on the smaller 
installations, the builder 


lated himself after he 


congratu- 
got through 
the first relatively cool summer with 
very little trouble. The next summer, 
however, which was much more se- 
vere, with some periods of several 
days where design conditions were 
exceeded, he had a great many com- 
plaints and rued his decision. too 


late to do anything about it. 


Observe Application Data 


Equipment selection is usually fol- 
lowed by designing the distribution 
system. This. of course, in ludes spot- 
ting the supply and return openings 
in the various rooms to be served, 
and selecting the most suitable regis- 
ters, diffusers and grilles to distribute 
air from the points chosen. This job 
is worthy of a good percentage of the 
designer's time; for drafts, uneven 
temperatures and noise will be no- 
ticed by room occupants immedately 
and will bring complaints. The de- 
signer should use reliable products 
which are cataloged with engineering 
data covering application informa- 
tion on throw, drop, spread and noise 
level. Good performance will be as- 
sured if the manufacturer's specifica 
tions are observed and any short cuts 
are carefully weighed. 


‘Rules’ Are Available 


The design of the duct, piping. 
electrical and control systems must 
not be treated with any less care by 
the designer than he devotes to the 
other phases of his work. Lack of at- 
tention to any one of these details can 
lead to trouble. However, the rules 
for good prat tice in design and st lec . 
tion of these components of an ait 
conditioning system have been wide- 
ly distributed and are generally well 
understood. For this reason. poo! 
design and selection of these parts 


are readily spotted. 





Fishing Party Boosts 


Air Conditioning Sales 


Chances are when a Carolinas dealer- 
contractor posts this sign on his door 
during the slow season he isn’t goof- 
ing off —he’s being rewarded by his 
wholesaler for selling lots of air con- 


ditioning systems 


fHeE cry. “LeT’s GO FISHING” has an unusual effect on 
some dealer-contractors in North Carolina. This invita- 
tion starts them searching through their lists for summer 
air conditioning prospects who might become spring cus- 
tomers. 

Motivation behind this spring sales drive is a chance 
to win an invitation to the annual Gulf Stream fishing 
party sponsored by General Equipment Co., Raleigh, N. C. 
wholesaler. “Let's go fishing” is the theme of the sales 
promotion program. 


Bulletins Build Interest 


The sales contest is under the direction of Ben F. Car- 
ter, vice president and general manager of the firm, who 
keeps participants keyed high by periodically sending 
out “flash bulletins” during February, March and April 
when the contest is open. 


Qualify with 50 Points 


To qualify for the trip, a dealer-contractor or his sales- 
man must earn 50 points selling and installing major 
equipment. A furnace sale brings two points; a residen- 
tial cooling unit, three; a heat pump or year ‘round in- 


stallation, five; and a commercial summer air condition- 
er, eight. 

To help contestants build up their scores, General 
Equipment Co. sends out weekly bulletins containing help- 
ful suggestions for locating prospects and pointers on 
how to get the order. 


Suggest Stressing Cooling 


These message: are mimeographed on decorative paper 
purchased from a specialist in sales promotion stationery. 
One of the bulletins, headlined “This ain’t no fish story,” 
features a drawing of a fisherman towing a long string 
of monstrous fish with a skiff. Copy points out that by 
concentrating on selling residential and commercial air 
conditioners a dealer-contractor can build his score ra- 
pidly and explains where good prospects for these two 
products may be found. 

Another bulletin shows several men playing poker. One 
of the players has a hand with four aces and a king, and 
the caption reads: “I’ve got a winning hand because I 
looked for summer air conditioning prospects among 
owners of window air conditioners.” 

A third bulletin promotes equipment that General 
Equipment Co. wishes to push during a certain period. 
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-ATCH 


A DAY’S ¢€ 


by General Equipment Co., Raleigh, N. C. wholesaler for customers who sell quota of heating-air conditioning equipment 


This bulletin lists the equipment and outlines applications 


which suggest leads. 


Encourage Idea Exchange 


Fifty points wins a trip for a dealer-contractor or one 
of his sales staff. A second man qualifies at 100 points: 
and so on. (The contest is limited to sales personnel to 
encourage them to mingle with each other and exchange 
ideas and points of view on locating prospects.) Dealer- 
contractors may also enter the names of consulting engi- 
neers and architects who have specified large orders of 
air conditioning equipment. But the dealer-contractor 


must earn 50 points for each guest he brings. 


Expenses Average $50 


Dealer-contractors throughout the Carolinas area look 


forward to this trip each year. Some travel 200 miles 
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-contractors attending the annual Gulf Stream fishing party given 


to reach the embarkation point at Morehead City. Once 
they reach the hotel selected as the meeting place in 
Morehead City. their expenses. which usually average 
about $50 per man. are handled by General Equipment 
Co. The wholesaler pays for an evening meal the day be- 
fore the fishing trip. hotel bills. lunches, refreshments. 
tackle and chartering of the boats. 

The boats go out 30 to 40 miles into the Atlantic ocean 
to locate the best fishing grounds. Usually about 60 people 
make the trip. seven or eight in each fishing boat so that 


everyone has plenty of room. 


Event Boosts Cooling Sales 
- 


This popular event is the subject of conversation 
throughout the year whenever dealer-contractors meet. It 
has also significantly boosted sales during the traditional- 
ly slow season for both the wholesaler and his dealer 


contractor customers. 








Year "Round Zone Control Solves 


Tri-Level Design, Exposure Problems 


Handed the job of heating and air conditioning 


a large residence buffeted by Lake Michigan 


winds, this dealer-contractor chose a seven zone 


system served by two year ’round units and tem- 


perature-controlled by five thermostats and seven 


dampers 


SLOTTED BASEBOARD returns were used to handle large volumes of 
cold air admitted by oversized picture windows 











SUPPLY DUCTS located in crawl space are insulated for summer air 
conditioning service 


ON EVERY JOB, the heating dealer- 
contractor must weigh all the con- 
stantly changing outside weather 
conditions and specify an air distri- 
bution system that will handle each 
condition as it occurs. This is an 
everyday problem, which is often 
further complicated by the injection 
of unusual factors. Take, for exam- 
ple, the challenge presented to Ro- 
berts Heating and Air Conditioning, 
Inc., Skokie, Ill., when the firm was 
handed blueprints for a_ tri-level, 
ranch style house located on a bluff 
overlooking Lake Michigan and ex- 
posed to winds off of the lake. 

The architect had specified a two- 
story wing over a crawl space (bed- 
room area), a second two-story wing 
at the opposite end of the building 
(maid’s quarters, located over a two- 
car garage) and a one-story center 
section (part of which is located over 
a basement recreation room and the 
remainder set on a concrete slab). 

The plans showed large picture 
windows in all walls facing the lake. 
Year “round air conditioning was 
specified for all living areas. 


Zone Control Is The Answer 


Zone control was the solution to 
the problem. Five thermostats, seven 
damper motors (two thermostats 
were connected to two dampers 
each), two furnaces and two water 
cooled summer air conditioning units 
were selected. One combination heat- 
ing-cooling unit handles five zones 
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DAMPER ACTUATOR is checked with blueprint speci- 
fications to verify adjustment for allocation of air volume 


for zone control 


itd aad 
ADJUSTMENT OF THERMOSTAT for summer-winter 
operation is explained by W. A. Roberts to housewife 


as final step in the installation 





and a second year ‘round unit serves 
the remaining two zones. 


One Unit Handles 5 Zones 


The latter two zones include: 1) 
the four bedrooms at the south end of 
the building and 2) the maid’s quar- 
ters and laundry room at the north 
end. The area served by the second 
heating-cooling unit was broken into 
five small zones because of the large 
areas of exposed glass in the picture 
windows facing the lake. 


Damper Regulates Outdoor Air 


The air distribution system finally 
selected to handle all the variables 
encountered throughout the year is 
a high inside-wall supply system and 
a continuous baseboard return air 
crille along the outside walls. An 
outside air intake provides makeup 
and combustion air. The 36 X 12 in. 
outside air intake has louvers and 
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copper bird screen. A motor-operated 
damper regulates the air supply as 
outside air temperatures change. The 
volume of air admitted during the 
winter decreases as the temperature 
drops, but the opening never closes 
completely. In the summer the motor 
holds the louvers open until the out- 
side temperature reaches 80 F, then 
gradually reduces the opening until 


a minimum of outside air is supplied. 


Night Setback Used in Winter 


Thermostats were installed in the 
recreation room on the lower level. 
bedroom area at the south end, living 
room, enclosed patio and the maid’s 
quarters at the north end. The 
bedroom area has an auxiliary ther- 
mostat system for winter operation. 
This system was connected to a clock 
relay switch that cuts the regular 
thermostat out of the circuit from 
LL p.m. to 6:30 a.m. This provides 
a night setback system that responds 


to the setting on the second thermo- 
stat, providing for less heat in the 
bedrooms during the night. Tempera- 
tures in the rest of the house are kept 
at the individual settings of the ther- 
mostats for each zone. 

The automatic clock relay system 
requires no manual adjustment at 
any time, day or night. 


Use Packaged Damper Units 


The zone damper assemblies were 
purchased as a packaged system in- 
cluding thermostat, damper actuator, 
mounting plate, damper and linkage. 
The company selected damper loca 
tions that would be easily accessible 


for installation and future servicing. 


Cut into Ducts Carefully 


The damper assemblies were  in- 


stalled by locating the mounting plate 


at a point where the damper actuator 


could be mounted downstream. The 





exact center of the duct was deter- 
mined with a hand square, and the 
duct was center punched. A hole was 
drilled in the duct to accommodate 
the damper shaft. The same proce- 
dure was followed for locating the 
exit hole for the shaft on the opposite 
side of the duct. 

The shaft was inserted in the holes 
and the mounting plate was placed 
over the protruding end of the shaft. 
The holes for 


were marked and punched for sheet 


the mounting plate 


metal screws. 


Assembly Checked Out by Hand 


The mounting plate was removed 
and a cardboard template inserted to 
enable the sheet metal man to form 
a slot for inserting the damper blade, 
which was trimmed 1% in. shorter 
than the duct width. The damper 
blade and shaft were fitted together 
and installed in the duct with the 
shaft extending through the opening 
in the back side of the duct. The 
mounting plate was slipped over the 
damper shaft and fastened into place 
with sheet metal screws. The assem- 
bly was tried by hand to be sure it 


turned freely in its various positions. 


Actuator Is Downstream 


Next, the damper actuator was 
placed on the mounting plate down- 
stream from the protruding shaft and 
damper assembly. Crank arms and 
linkage were attached and the assem- 
bly was ready for wiring by the elec- 


trician. 


Panel Centralizes Connections 


In an installation of this size where 
many electrical parts are intercon- 
nected, W. A. Roberts has found that 
a panel board is desirable. He locates 
it near the heating-cooling equipment 
and brings all wires to the panel for 
connecting. The company insists that 
the electrician make an orderly wir- 
ing arrangement. The low voltage 
wires are formed into a cable and 
tied with waxed cord. This require- 
ment has a twofold purpose: it pro- 
duces a neat job (indicating good 


workmanship), and it makes the wir- 





ALL CONTROLS for year ‘round 
system are grouped at one central 
point to facilitate wiring and check- 
ing of circuits during service calls 








ing rigid, reducing the possibility of 
broken wires at a later date. 


Each System Checked 


After the electrician has completed 
the wiring, each system is checked 
out. All thermostats are set several 
degrees below the room temperature, 
to open the switching contacts. 
(When power is applied, all equip- 


should 


The first step of the balancing opera- 


ment remain inoperative. ) 
tion is turning the damper actuator 
arm clockwise. When the low switch 
closes in the damper actuator, the 
fuel burner circuit becomes energized 
and should start the combustion proc- 
ess. When the actuator arm is re- 
leased it should return to its original 
position and in so doing, stop the 
fuel burner. Each actuator is similar- 
ly checked before proceeding to the 
second step in the testing procedure. 

The second step is a systematic 
check of each thermostat. When the 
thermostat is set for a temperature 
above room temperature the damper 
actuator should become energized 
and start to move the damper blade 
position. This indicates that the cir- 
cuits are wired correctly and will re- 
spond to the thermostat. 


Crawl Space Ducts Insulated 


The trunk duct conducting air to 
the two-story bedroom area enters 
the crawl space and branches out to 
supply each bedroom, bath and hall- 
way on each floor. The ducts were 
run to their specific locations through 


stud spaces in the partitions. All 
crawl space ducts carrying the supply 
air were covered with 1 in. blanket 
insulation because these ducts are 
used for summer air conditioning as 
well as for heating. 

One uncommon factor encountered 
on this job was a concrete floor be- 
tween the crawl space and the rooms 
above. Sleeves had to be carefully 
placed for ducts to pass through the 
floor in the right places. All duct 
hangers and supports were attached 
under the floor by means of a powder 
actuated, hand 


operated fastening 


gun. 


Unit Heater Used in Garage 


The two car garage under the 
maid’s quarters in the north wing is 
not heated by the central heating sys- 
tem. A 


25.000 Btu gas-fired unit heater was 


thermostatically controlled 


hung from the ceiling of the garage 
to provide suitable temperatures for 
winter car storage. The return air 
duct from the maid’s bedroom passes 
through the garage. This duct is cov- 
ered with insulation to aid in main- 
taining return air temperatures dur- 
ing both winter and summer. 
Methodical solution of each prob- 
lem accomplished three purposes: 1) 
it added a pleased customer to the 
company’s list, 2) it acquainted the 
architect with the design problems 
involved in modern architecture (and 
impressed him with the firm’s abil- 
ity) and 3) it serves as a pattern for 


design procedures in similar jobs in 
the future. 


AmerRIcAN ArtiIsAN, May 1959 








HUGH REID'S SHEET METAL PATTERN 


Use This Method to Lay Out 
A Two-Way Offset Transition 


. . . first developing a plan view 


drawing as a visual aid to follow in layout and forming 


IN DEVELOPING PATTERNS for most 
transition fittings, it is not neces- 
sary to draw any view of the prob- 
lem; the rise and fall distances of 
all four sides can usually be solved 
by simple arithmetic. 

For example, take the front pat- 
tern of a two way offset transition 
as shown in Fig. 3. From the end 
view (Fig. 6) half of the given 15¢ 
in. depth (13/16 


added to the given 


in.) would be 
3% in. offset be- 
tween opening centers, for a total of 
1 3/16 in. From this figure, half the 
given 58 in. top dimension (5/16 
in.) must be subtracted. Thus, the 
fall distance is 1 3/16 minus 5/16. 
or 7% in. This length is transferred 
as distance C on the simplified plan 
(Fig. 7). Measure 


on the two legs of a right angle the 


view drawing 
given 17% in. transition height (Fig. 
6) and the calculated 7% in. dimen- 
sion. The hypotenuse line AC (Fig. 
8) is the developed length for the 
front pattern (Fig. 3). 


Method Same for Any Pattern 


All other patterns can be devel- 
oped by a similar method of calcu- 
lation. 

Layout time for an average fitting 
of this type should not exceed one 
and one-half hours. 

To reduce the chance of error in 
figuring, the plan view (Fig. 7) is 
drawn here with all rise and fall 
lengths clearly identified. 
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Here’s a new and accurate ap- 
proach to the development of 
sheet metal patterns that will cut 
costly layout time. The method 
applied to this month’s fitting can 
be used as a guide to develop re- 
lated patterns and solve other 
problems encountered at the lay- 
out bench 





Can you develop this pattern in 1'/2 hours? 








The plan view method is recom- 
mended until a thorough familiarity 
with the development of this type 
established, 


will provide better visual 


fitting is because the 
drawings 
aid in the layout and forming of the 
patterns. 

Given the front and end view of a 


offset 


following is a step-by-step analysis 


rectangular transition. the 
of the pattern problem and its solu- 
tion: 


Plan View, Fig. 7— 


a) Draw the horizontal and ver- 
tical center lines CL. Above and be- 
low the horizontal center line, meas- 
ure one half of the given 5¢ in. duct 
width (5/16 in.) as shown on Fig. 
6. Draw lines parallel to the vertical 
center through these points. 
Mark the intersection of the hori- 


line 


zontal and vertical lines K, L, M 


and N. 


b) From the horizontal cente1 
line, measure upward the given %g 
in. offset, as shown on Fig. 6, and 
draw a second horizontal line. Mark 
this line CL’. At the point where 
the vertical center line and line CL 
intersect, half the 
(13/16 in.) 


above and below line CL’ and draw 


measure civen 


152 in. side length 
lines parallel to the horizontal cen- 
ter line. 

c) From the vertical center line. 
measure to the left the given 1 in. 
dimension (Fig. 5) and draw a sec- 


line. Mark this 


From line CL” measure 


ond vertical center 
line CL”, 
to the right and left half the given 
7. in. width (7/16 in.) as shown 
on Fig. 5. Draw lines parallel to line 


cL. 
Identify the 


intersection points 
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NOTE: THESE PATTERN dimensions 
should be multiplied by the predeter- 
mined ratio figure to produce the actual 


size of the fitting needed. 


bets, 





EN 
~ 











sis f 
































6 End yview 


8 True length lines 


u 
T 











bl ne 


f : “< inal 90 78 
i ——— Fe \ \ I 
| i 


7 Plan view Gimplified method) ‘a “ | pk 








AmertcAN Artisan, May 1959 





ed 
— 
= 
belt 
Ce 
hd 
he 
Ande 
ce 
bated 
c 
—_ 
— 
—_ 
ae 
ce 
oS 
bet 
= 
wad 
<= 
~ 
adhe 
ened 
as 
a 
= 
<= 
4) 
at 
Ww 
<< 
a. 
inbet 
Ww 
bail 
ps 
— 
— 
— 
© 
ce 
< 
_— 
— 


AMERICAN 


of the horizontal and vertical lines 
as F, G, H and J. 

d) Draw the lines FN, GM, HK 
and JL. Label the distance from line 
LM to line JG with the letter B. 
Identify the distance between ver- 
tical lines FH and NK with the let- 
ter D. Label the distance from line 
HJ to line KL as E, and the distance 
from line FG to line NM as C, 


Short End Pattern, Fig. 1— 


a) Draw a vertical work line and 
establish the point P at the lower 
extremity. 

b) Draw a right angle (Fig. 8). 
Transfer the length of the transition 
section, which is given on the end 
view (Fig. 6) as 17% in., to the ver- 
tical leg of the right angle. Transfer 
fall distance D from Fig. 7 to the 
horizontal leg. The hypotenuse line 
AD is the developed length. 

c) From point P, transfer lengths 
1, in., developed line AD, and an- 
other 1g in., upward on the work 
line and mark the points, P, Q, R 
and S as shown. Through the points 
draw lines perpendicular to and ex- 
tending on both sides of the work 
line. From work line AD measure 
to the right the given %¢ in. offset 
as shown Fig. 6, and draw a second 
center line marked CL to extend be- 
low the perpendicular lines drawn 
through points P and Q. Mark the 
points | and 2, respectively. 
d) From Fig. 7, transfer the 
13/16 in. measurement to the right 
and left of points 1 and 2, and mark 
the points X and Y on line Pl and 
points V and W on line Q2. Trans- 
fer the 5/16 in. measurement from 
Fig. 7 to the right and left of points 
R and S. Mark the points T and | 
on the horizontal line through point 
R. and points Z and O on the hori- 
zontal line through point S. 

e) Draw lines ZT, TV, VX. OU. 
UW, and WY. 


Long End Pattern, Fig. 2— 


a) Draw a vertical work line and 
establish point 3 at the base. 

b) On the right angle (Fig. 8) 
measure the given 17% in. length of 
the transition section on the vertical 
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leg and fall distance B on the hori- 
zontal leg. The hypotenuse line AB 
is the developed line. 

c) Working from point 3 (Fig.2) 
measure line lengths 1 in., devel- 
oped length AB and 1 in. on the 
vertical work line. Mark the points 
4, 5 and 6 as shown. Through points 
3, 4, 5 and 6 draw lines perpendicu- 
lar to and extending on both sides 
of the work line. From the work 
line, measure to the right the given 
3¢ in. offset shown on Fig. 6 and 
draw a vertical center line parallel 
to the work line and cutting the 
horizontal lines through points 3 
and 4. Mark the vertical center line 
CL. Identify the points as 15 and 
16. 

d) From Fig. 6, transfer half the 
15g in. side length (13/16 in.) to 
the right and left of points 15 and 
16. Mark the points 7 and 8 on the 
horizontal line through point 16 
and 9 and 10 on the horizontal line 
through point 15. Transfer half the 
given °% in. side length (5/16 in.) 
to the right and left of points 5 and 
6, and mark the points 11 and 12 
on the horizontal line through point 
5. and 13 and 14 on the horizontal 
line through point 6. 

e) Draw lines 13-11, 
14-12, 12-10 and 10-8. 


11-9, 9-7, 


Front Pattern, Fig. 3— 


a) Draw a horizontal work line. 
Establish point 17 at the base of 
this line. On the right angle (Fig. 
8) transfer the given rise distance 
C from Fig. 7 to the horizontal leg. 
and the given 17% in. to the vertical 
leg. The hypotenuse line AC is the 
developed length. 

b) Working from point 17, meas- 
ure to the left 14 in., length AC and 
1g in. Identify the points as 18, 19 
and 20 as shown. Through these 
points draw lines perpendicular to 
and extending on both sides of the 
work line. From the work line meas- 
ure downward the given 1 in. offset 
distance and draw a line parallel to 
the horizontal work line and cutting 
across the parallel lines drawn 
through points 18 and 17. Mark this 
line CL. Locate point 21 at the in- 


tersection between line CL and the 


vertical line drawn through point 
18. Locate point 22 where line CL 
intersects the vertical line drawn 
through point 17. 

c) From Fig. 5 transfer the given 
13g in. distance above and below 
points 21 and 22 on the vertical 
lines, and label these points on line 
17-22 as 23 and 27. Label the points 
on line 18-21 as 24 and 28. Trans- 
fer the 7/16 in. 
the parallel lines above and below 
points 19 and 20. Label the inter- 


section points 25 and 29 on the line 


measurements to 


through point 19. Locate points 26 
and 30 on the line through point 
20. 

d) Draw the lines 26-25, 25-24. 
24-23, 30-29, 29-28 and 28-27. 


Back Pattern, Fig. 4— 


a) Draw a vertical work line and 
establish point 31 at its base. On 
the right angle (Fig. 8) transfer 
rise distance E from Fig. 7 to the 
horizontal leg, and the given 17% in. 
transition length on the vertical leg. 
The hypotenuse line AE is the de- 
veloped line. 

b) Working from point 31, trans- 
fer upward 1g in., developed line 
AE and 14 in. Mark the points 32, 
33 and 34 as shown. Through the 
points, draw lines perpendicular to 
and extending on both sides of the 
work line. From the work line meas- 
ure to the left the given 1 in. offset 
length and draw a line parallel to 
the work line. Mark this line CL. 
Where line CL cuts the horizontal 
lines drawn through points 31 and 
32. locate points 35 and 36 as 
shown. 

c) From Fig. 5, transfer 18¢ in. 
to both sides of points 35 and 36. 
Label the points 37 and 41 on line 
31-36, 38 and 42 on 


line 32-35. Transfer the given 7/16 


and points 


in. length from Fig. 5 to both sides 
of points 33 and 34. Locate points 
39 and 43 on the line through point 
33 and points 40 and 44 on the line 
through point 34. 

d) Draw lines 44-43, 43-42, 
11, 40-39, 39-38 and 38-37. 

Add 


joints, and mark the patterns 


allowances for seams 


fabrication. 





Contractor Gears for a Big Future 


BEST WAY TO HANDLE WORK for a new contract is discussed by Harold Heyse (center) with 
his two foremen, Maurice Simpson (left) and Earl Strutton 


— 
” 


4 


7 
by 
SX 


KEEPING THE WORK FLOWING through the shop is 
bility of Donald W. Heyse and his secretary, Alice Coffey 


the responsi- 


“You VE GOT TO DO more than just 
keep up with what’s happening 
around you. You've got to visualize 
what the future will bring and be 
ready for it if you want to be part of 
it.” This is the philosophy of Harold 
Heyse, Heyse Sheet Metal and Roof- 
ing Co., Inc., Colorado Springs, Colo. 
This formula for success was passed 
to Mr. Heyse by his father, Wheaton 
S. Heyse. who learned it from his 
father, Rudolph Heyse, founder of 
Heyse Sheet Metal Co. 


Firm Grows with Market 


Rudolph Heyse established the 
business in 1888 when Colorado 
Springs had a population of 1000, 
and watched the firm keep pace with 


the city’s growth in population and 


AMERICAN ArTisAN, May 1959 





By Keeping Pace in Expanding Market 


By constantly identifying his sheet metal business 


with the area it serves, this contractor will remain in 


the driver’s seat when his local market takes on 


1888 HOME OF THE HEYSE SHOP is scene of the 


the anticipated boom proportions 


a 


1914 convention of the Colorado Sheet 


Metal Workers. Umbrellas displayed by delegates of local 107 were fabricated from bright 
sheet tin especially for the occasion 


industry. Colorado Springs now has a 
72.000 within its cor- 


The original company 


population of 
porate limits. 
started out with a wooden cornice 
brake and a few hand tools which 
were common to the trade at that 
time. Today the company occupies a 
12.500 sq ft 


built two years ago, has 


building which was 

35 sheet 
metal mechanics, an office force of 
and a _ sheet 


seven, metal shop 


equipped to handle 10 ga stainless 
steel. The new building was designed 
not only to handle the current $600.- 
000 annual volume of sheet metal 
work, but also to absorb considerably 
more business; because according to 
all indications, Colorado Springs has 
entered a new era of military and 
civilian business activity which points 


toward a boom in the economy of 
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the city which is well known in the 
West as a resort area. 


Federal Projects Boost Market 


The Air Force academy occupied 
its permanent home during the sum- 
mer of 1958 and the defense center 
of the 


cated for several years in Colorado 


nation, which has been lo- 


Springs, is slated for considerable 
expansion of its facilities. These two 
government agencies have aroused 
the interest of several manufactuers 
who have moved into the area to 
supply the needs of these installations 
and the 


Harold Heyse is chairman of the 


people who service them. 


local convention committee of the 
Sheet Metal and Air Conditioning 
National 


Contractors’ Association 


which this year is holding its con- 


vention at the Broadmoor hotel in 
Colorado Springs. This is only one 
of the many extracurricular activities 
which naturally fall into the domain 
of a sheet metal contractor whose 
belief in keeping up with what’s hap- 
pening and planning for the future 
places him in a position of leader- 


ship in the industry. 


Gears Shop for Versatility 


Mr. Heyse’s plan for the 


included equipping his shop with 


future 


enough power tools to fabricate any 
sheet metal product likely to be re- 
quired by local industry or govern- 
ment. He has developed applications 
for some of these tools which make 


them more versatile even than the 





SHOP FACILITIES AND WORK REFLECT 


FRICTION SAW purchased for cutting heavy gage ma- 
terials was redesigned to make carriage adaptable to 
many other uses such as cutting miter on gravel stop 


- 
SPECIAL WORK for the teen-age set builds pres- 


tige with future customers. Here special grille for 
hot rod is cut into engine hood 


ss. apa 
FRESH AIR LOUVER for commercial air conditioning 
system is inspected by Harold Heyse (left) and his 


father, Wheaton S. Heyse (right). Ray Adamscheck (cen- 
ter) fabricated the assembly 


FIRM’S EMPHASIS ON VERSATILITY 


ONE REASON the firm gets big jobs is its known abil- 
ity to handle them with appropriate equipment. Here 
power brake is prepared for 10 ga stainless steel 


BS 
ELL SHAPED STAINLESS STEEL sink for restaurant 
kitchen is fitted with channel iron bracing by journeyman 
trained in skills of specialty work 


COPPER HOOD for barbecue stand is riveted by 
J. E. Finch (right) as Harold S. Thurston, who 
made the cost estimate, stands by for final check 
before releasing the job to the customer 
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manufacturers originally intended. 
One is an electric motor-driven fric- 
tion saw originally purchased to cut 
heavy gage metal. To eliminate some 
of its 


Heyse and his staff redesigned the 


recognized limitations, Mr. 
rigid slide base to provide swivel 
action. This tool now cuts not only 
square corners but also miters on 


oddly shaped sheet metal products. 


Staff Trained for Variety 


Another phase of Mr. Heyse’s plan 
is keeping Colorado Springs busi- 
nesses informed of his firm’s ability 
to fabricate different types of prod- 
ucts so they will think of it first when 
they need anything which can be 
made of sheet metal. Jobs recorded 
in the company’s books range from 
feeding racks for the city zoo to 
stainless steel tables and sinks for 
commercial institutions and copper 
barbecue hoods for residences. The 
versatility of craftmanship this varie- 
ty of work calls for is developed in 
an apprentice training program con- 
ducted by Journeyman J. A. Finch, 
who has been with the company over 
35 years and is also the instructor in 
the local 


gram. His vast experience qualifies 


apprentice training  pro- 
him to demonstrate the very best 
methods of fabricating many of the 
products 


which pass through the 


Heyse shop. 


Cultivates Future Customers 


In planning for the future, Mr. 
Heyse has not overlooked his future 
customers. He works closely with 
high school groups in planning spe- 


cial projects which require sheet met- 


al work and offers them the compa- 


ny’s facilities. This willingness to aid 
young people in constructive activi- 
ties has produced friendships which 
already have brought work to the 
shop. One such job recently in the 
shop was forming louvers in an en- 
gine hood for a teen ager’s hot rod. 

The good will 


early stages of customer development 


cenerated in the 


produces important lifelong friend- 
ships which help the business con- 
tinue to grow and prosper with the 
community. 
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STAINLESS STEEL HAY RACK for local zoo is inspected by Wheaton S. 
Heyse (right) and J. E. Finch who designed it 


Mr. Heyse participates actively in 
the city’s social and civic organiza- 
tions. He is an elected member of 
the city council, an active member of 
the chamber of commerce, a noble 
in the Ancient Arabic Order of the 
Nobles of the Mystic Shrine and a 
member of many other local associa- 
tions and clubs. These contacts, he 
feels, make people think of his firm 


when they need sheet metal work. 


Annual Party Makes Friends 


Sales promotion includes not only 
making contacts in his social and civ- 
ic activities but also giving a party 
every April for all architects and 
engineers in the area. (Architects and 
engineers are his best sources of new 
customers.) The guest list for this 
contains about 75 


annual party 


names. A popular—and much dis- 
cussed—feature of the party is an 
unusual steak dinner, at which each 
guest is given a steak and a charcoal 
broiler and told to “cook his own.” 
The steak dinner is long remembered 
by guests and has proved to be an 
excellent public relations stunt. 


Points To Impressive Jobs 


Mr. Heyse can take prospects to 
most of the larger buildings in the 


Colorado area and show them sheet 
metal work which was fabricated and 
installed by Heyse Sheet Metal and 
Roofing. Its latest big job was the 


recently-completed $8 million, 12 
story Glockner-Penrose hospital, for 
which all ventilating and sheet metal 
work was done by the company. The 
municipal recreation building, in- 
cluding the gym and swimming pool, 
contains extensive samples of Heyse 
sheet metal work, as do several jun- 
ior high and high schools. The new 
First Methodist church contains 92.- 
000 lb of ductwork installed by the 


company. 


Do Commercial AC jobs Too 


Central air conditioning installa- 
tions which require 15 ton or smaller 
units are also made by the Heyse 
firm. In the J. 
for example, 100 tons of packaged 


C. Penney Co. store 


air conditioning units were installed, 
and 50 tons of packaged units were 
put in the Kress Co. store by the 
Heyse firm. 

By keeping up with the times and 
planning for the future, the company 
has made itself virtually indispensable 
to its market area. This foresight 
shows up in the remarkable growth 
the company has enjoyed in its 71- 


year existence. 





FITTINGS AND PARTS should be cate- 
gorized, stored according to type and size 
with often-used parts in most accessible 
spots. Upper-level bins double storage 
space without increasing floor area 


Streamline Your Storage Facilities 


. . . and you may be surprised at how much 


you can trim your overhead costs, waste motion, costly 


A RECENT SURVEY of a small contractor's operation in 
North Carolina showed that although the firm’s volume of 
business had gone up in recent years. profits had all but 
disappeared. 

Thirteen years ago the company was a one-man man- 
agement operation with 10 employees who all knew the 
owner personally. When supplies needed for completion of 
a job were not on hand in the storeroom, employees went 
to a local wholesaler and purchased what they considered 
necessary. Any excesses were used on future jobs. This. 


the employees felt, “saved the boss time and energy.” 


Old Methods Cause Trouble 


But after the Korean War, the building boom enlarged 
the operations of the company. In order to handle the ex- 
panding work load, the owner hired additional mechanics 
and helpers, some with only minimum qualifications. He 
continued to operate as in the past with the result that the 
profit picture changed. What once had been a placid busi- 
ness turned into a nightmare of headaches and troubles. 
The owner had to reach into his personal funds (the prof- 
its of previous years) to meet payrolls. Seldom was there 
enough money to take advantage of discounts on bills, and 
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guesswork and tied-up capital 


the business had to borrow constantly against its accounts 
re¢ eivable. 

An investigation into the reason for this situation indi- 
cated the lack of control over storage. Employees continued 
to purchase from the local supply house and after finish- 
ing a job piled whatever was left in a corner of the shop. 
When pressed for time they did not dig out the supplies 
they needed for the next job, but made another purchase 
from the supply house. Thus, the pile of left-over supplies 
grew and parts gradually became damaged beyond use, 
until the loss from this situation very nearly accounted for 
the profit the business should have realized but didn’t. 

Many factors add to unnecessary storage expense. For 
example, if the person making the purchase fails to get a 
part to a shop mechanic at the time it is needed, the 
project must be stored semi-finished, and must be handled 
again. This makes the part more costly than it would have 
been if it had been finished at the first handling. 


Overcome Three Problems 


Three main factors must be overcome in improving 
storage operations: 1) disorganized physical layout, 2) 
uneven distribution of the work load in the shop and 3) 


AMERICAN ARTISAN, May 1959 



































SMALL PARTS such as registers and grilles should be 
stocked according to size and coded for identity. Inven- 


tory is easily checked against bin capacities 


inadequate measurement of the work performed. Im- 
proving efficiency in one or all of these areas will increase 
the overall business profit. 

A sood place to start is a study of the present layout and 
methods of operation. 

A floor plan showing the number of storage areas avail- 
able is a must in planning the facilities. The drawing 
should show the type of facilities available within each 
storage area. and indicate how they are currently being 
used. Since a storage area is a place where parts. equip- 
ment and tools are not only put away. but also taken 
out, the area must be laid out so each unit or group of 
units can be stored in a permanently assigned location. 
Items which are needed frequently. of course, should be 
placed in the most accessible locations. Facilities should 
be so arranged that there is only one place to look for 
each item. Related units, wherever possible. should be 


stored accordingly. 


Check Seven Points 


Following are seven steps which will assure the practi- 
cality of such an arrangement. 


1) List all the items kept in each storage area. 
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2) Classify them according to frequency of use or by 
relationship of items. 

3) Assign each item a number or letter designating its 
category and then a unit number to identify it within 
the class. 

1) Determine from past records and experience how 
much space is needed for each group of items. (This may 
vary with the season, the work load, etc.). 

5) Draw a diagram of the storage area showing the 
locations of all items, according to number. 

6) List all items both by code number and alpha- 
betically to insure easy reference. 

7) Make certain that all employees thoroughly under- 
stand and follow this plan. 


Wasted Effort and Material Cost Money 


Effort and material waste can be further reduced by 
keeping aisles clear, providing good lighting, marking 
each part clearly, protecting materials from damage, ete. 
The equipment used to transport the stored goods might 
be either a simple dolly or complicated mechanical equip- 
ment costing hundreds of dollars, depending on the shop's 
adaptability to mechanical handling. availability of capi- 
tal. amount of time and money saved and the effects on 
personnel involved. An analytical approach will assure 
efficient layout and good working habits. 

Fluctuations in the work load should be studied. In 
most shops, the volume ranges daily and weekly from 
too much to too little. In many cases, it is not feasible to 
schedule work evenly; too many uncontrollable factors 
such as weather, holidays, illness and nature of the work 
enter the picture. 


Keep Inventory Records Correct 


A record of the amount of material added to or with- 
drawn from storage and the daily inventory level prevents 
overstocking or understocking of parts. Such a record 
can be maintained on 5 & 8 in. ruled cards attached to 
parts bins. Entries identify each part stocked, the number 
on hand on a certain date, the number of parts added or 
withdrawn, and the initials of the person who puts them 
in or takes them out. Periodic inventories to check the 
actual supply against the amount shown on the card will 
correct irregularities before they interfere with the needs 
of the installers. 

Continuous evaluation of records and objec tive person- 
al observations will soon establish a yardstick for measur- 
ine the amount of material which should be maintained 
in storage. This yardstick will make it possible to: 

1) Determine the minimum work force. 

2) Judge the effectiveness of “labor saving” devices. 

}) Predict. as the business grows, the point at which 
storage facilities will have to be enlarged. 

1) Plan better for seasonal business and adjustments 
in manpower, and maintain a direct relationship between 
work volume and material on hand. 


5) Coordinate storage operations with work progress. 





WINDOW FRAME developed by staff for local 
manufacturer of movable steel walls is displayed 
by Armando Falso. This product is one of many 
production items turned out by the sheet metal 
specialty department 


“Iv pays A sheet metal contractor to study the needs of 
his marketing area,” says Armando Falso, Falso Heating 
and Sheet Metal Co., Syracuse, N. Y. “Five years ago the 
bulk of our work was heating and air conditioning. To- 
day, while we still do a substantial amount of this type 
of work, it contributes only about 15 percent of our over- 
all revenue, be« ause we have also developed the produc- 
tion capac ity of our sheet metal shop to meet the known 
needs of manufacturing plants in our market area.” 

The first step in upgrading the sheet metal shop's out- 
put was fabrication of experimental equipment for cus- 
tomers. This permitted Falso to show these large com- 
panies the type of work that can be turned out by skilled 
sheet metal workers. 

Experimental work assignments soon led to orders for 
developing pilot models of certain products needed for 
manufacturers’ assembly lines in small quantities for 
short runs. These orders came as the result of the sales- 
men’s ability to show that small orders could be handled 
by the sheet metal contractor at less cost to the manufac- 
turer than he could make them for in his own plant. 

This same sales approach paid off in additional orders 
when manufacturers were convinced that the sheet metal 
contractor could handle factory overflow work to reduce 
tie-ups in produc tion, stock and overtime. 

Once Falso Heating and Sheet Metal had demonstrated 
its reliability for sound advice, manufacturers began to 
bring their problems to the firm. Recently the company 
landed an unsolicited job when a large manufacturer 
complained of inadequate assembly parts storage facili- 
ties. Assembly workers, it seemed, were wasting time 
selecting tiny spare parts they needed from a number of 
trays scattered over a large counter. 


Working Model Lands Job 


The Falso engineering staff worked out a pilot model 
of a “ferris wheel” parts bin which could be rotated to 
line up parts trays horizontally in front of the workers, as 
required. 


After demonstrating the pilot model, the sheet metal 


contractor sat down with the plant manager and showed 








Contractor Specializes 


him how the wheel could be produced inexpensively 
for about one-fourth as much as it would cost the manu- 
facturer to make them in his own shop. 


Saving Appeals to Prospects 


By putting the presentation on this dollars and cents 
basis, Falso has succeeded in obtaining orders for many 
different items, such as filter frames for industrial appli- 
cations, air conditioner cabinets. special filing cabinets, 
time card racks, kitchen hoods. concrete forms. and cabi- 
nets for electronic equipment, all of which are currently 
produced. 

When a manufacturer of mobile metal walls sought an 
economical method of inserting window frames in walls, 
the Falso staff designed several window frame models and 
showed the manufacturer how each could be produced in 
Falso’s sheet metal shop at a lower cost per unit than the 
manufacturer could fabricate it. 

A manufacturer of luncheonette milk can coolers asked 
the firm to devise a method of applying the cooling ca- 
pacity of the cabinet to lowering temperatures in pie and 
pastry displays. Falso engineers came up with a semi-cir- 
cular display door instead of the conventional thick, in- 
sulated door, and brought in a standing order for all the 


pie display doors the manufacturer requires. 
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Thorough survey of its market’s needs and 
streamlining of office procedures brought 
this sheet metal business a healthy profit 


doing 85 percent specialty work 


in Specialties 


The sheet metal shop has grown along with the increase 
in business volume. The company now uses about 75,000 
lb of cold rolled steel each year as well as substantial 
quantities of stainless steel and aluminum sheet. The com- 
pany occupies a 16,000 sq ft one story building with a 
fully enclosed loading dock which accommodates two 
trucks. Transportation facilities include three 114 ton 
trucks, a station wagon and a fork lift truck for interior 
materials handling. Shop equipment includes two power 
shears, one of which has a capacity of 12 ft, 14 in.; a 12 
ft capacity press brake and one smaller model brake; 
eight punch presses, including a 150 ton twin crank unit; 
lock forming units; drill presses; and two slip rollers. 
Welding jobs are handled by a 30 kva spot welder with 
automatic controls; a 30 amp heliare welder, four arc 
welders, and five smaller welders. Approximately 2000 


sq ft of floor space is available for bench assembly work. 


Office Staff Works Efficiently 


Successful job lot work dictates careful checking of in- 
dividual costs. both for current billing and for future ; 
OFFICE MANAGER posts employees’ time card in- 
formation on white copy on work order form. After 
cardboard sheet is received from shop foreman, analy- 


reference in estimating bids for similar work. To solve 
the problem of cost accounting and to avoid high office 
overhead costs. Mr. Falso has worked out a system for sis is made to determine if anticipated profit has been 
handling the cost accounting along with other office made by firm 
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EMPLOYEE FINISHES PILOT MODEL of assembly- 
line product for local manufacturer. Falso salesmen 
have been very successful in convincing area manu- 
facturers that it would be cheaper to let the sheet 
metal contractor produce their small run jobs 


PIE DISPLAY case door was produced for manu- 


facturer of milk cooling cabinets 
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duties with an office manager and two full time girl 
bookkeepers. 


Employ Dual Record System 


The streamlined cost accounting operation is based on 
a dual record system. The top sheet is heavy white bond 
paper; the second sheet is manila cardboard. Fronts of 
the two forms are identical and have the same identifica- 
tion number. 

When a work order is received, the office manager fills 
in the basic data: date, name and address of the account, 
delivery date promised, description of work to be done. 
etc. The cardboard copy follows the job through the shop. 


Record Time Totals 


Each employee has a time card on which he records 
the time he spends on each job. At the end of each day. 
the foreman collects the time cards and forwards them to 
the office manager who transfers each man’s time totals 
to the back of his job record copy. 


Job Summary Data Complete 


On his cardboard copy the shop foreman lists all mate- 
rials used on each job. When the job is completed, the 
office manager has all the data he needs to prepare job 
summary tabulations at the bottom of the office copy. 
Shipping cost figures, invoices and other records are at- 
tached to both copies and are permanently filed. 


Losses Are Conspicuous 


“We've saved a lot of time and money by adopting the 
work order forms we now use,” says Mr. Falso. “When 
the final analysis on a job shows for some reason we 
haven't achieved a fair profit, the office manager brings 
it to my attention. I call a meeting with the foreman and 
the salesman, and we hash out the reasons why. Next time, 
the salesman will come up with a more exact estimate. If 
our profit is larger than we expected we also meet to de- 


cide how much to charge on future estimates. 


Adjust for Losses or Excesses 


“After completing a job. we sometimes write our ac- 
counts that the next job of similar nature will cost more 
or less, depending upon the outcome of our cost account- 
ing follow-through on each order. We have even made re- 
funds when we thought we had charged too much. Need- 
less to say, our accounts appreciate this operating phi- 
losophy. We think it is just good business. 

“We feel we've come a long way in producing special- 
ties during the past five years. Our employees have be- 
come more skilled in this type of work and we've been 
able to keep our paper work at a minimum. This progress 
enables us to do the work at lower costs for our customers. 
and relieve them of some of their production problems.” 
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“PEOPLE ARE INTERESTED in bene- 
fits, not nuts and bolts,” observes author 
Ben Brozek (left) who uses American 
Artisan’s Standards for Rating Heating 
Systems to illustrate performance char- 
acteristics of a quality heating system 


Dealer-Contractor Tells How 





depicting comfort which can be obtained by following his proposals for 
complete heating system 


Here’s a first person account of how a sales-trained 


dealer-contractor writes more orders than ever be- 


fore by following a tried and true five-step presenta- 


tion plan to build prospects’ buying urge and avoid 


price haggling 


AMERICAN ARTISAN, May 1959 


By Ben Brozek 


Brozek Heating and Sheet Metal 
Milwaukee, Wis. 


[VE ATTENDED MANY conventions, 
both state and national, and usually 
we hear speakers say. “We must do 
a better job of selling.” They say the 
manufacturer and the wholesale: 
must educate the dealer-contractor to 
sell on quality only. That’s a fine 
idea, but many of the sales courses 
I’ve attended have been based too 
much on theory, rather than on fact. 
Most dealer-contractors dont know 
the basic rules of selling. We (and 
our employees who sell) need basic 
information. We need to learn how 
to create a buying urge in the pros- 
pect. 


Uncover Buying Motive 


This creation of a desire to buy is 
the most important step in any kind 
of selling. I want to know as do 
most dealer-contractors how to un- 
cover my prospect's buying motive. 
Now I tell him how he would use, 
enjoy and benefit from the product | 
sell. I do this because I now realize 
there are five basic steps to closing a 
sale. All the steps are not necessary 


for every sale. but [ use as many 
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1} DEALER-CONTRACTOR Ben Brozek takes prospect 
to visit a recently completed installation to demonstrate 
how discharging air to cover large glass areas prevents 


cold spots in room 


of them as I need, to develop the 
urge to buy. I use these steps, in this 


ordet 4 


1) Get Prospect’s Attention 


When I go out to talk to my pros- 
pect, | go prepared. I have his full 
name, pronounce it correctly. I’m on 
time, smile often and easily, and am 
very enthusiastic. I also find an op- 
portunity to 


compliment him on 


something — anything, as long as it’s 


genuine. 


« = 


4-STEP DEMONSTRATION DEVELOPS PROSPECT'S 


> > » 2 THEN HE POINTS OUT QUALITY features of ® > > > 
duct system, such as flexible connections, branch dampers, 
graduated trunk lines, good flue venting, etc. before tak- 


ing the prospect back to the office, where 


2) Arouse His Interest 


[ arouse my prospect’s interest by 
telling how the furnace or air condi- 
tioning unit I recommend and the 
service I offer will benefit or serve 
him and his family better than other 
products or services available. 


3) Convince Him 


| give my prospect enough facts 
(but no more than he needs) about 
the produc t. to show him how he will 




















PROMINENT WINDOW SIGNS 


offer 


quality equipment and services. 


Attractive showroom, located on busy six-corner intersection, displays heat- 


tare 


ing and summer air conditioning products to passers-by on each thorough- 


benefit and to convince him he is 
wise to buy from my company. This 
is the point where some members of 
our industry often fall down. We 
state one fact after another without 
stopping to explain the benefits con- 
nected with this meaningless statisti- 
dealer- 
contractors tell their prospects, “The 


cal information. Too many 
furnace has a heavy gage heat ex- 
changer,” and leave it at that. I’ve 
found out that adding, “This means 
the furnace will give you years and 
years of trouble free service” can be 


the difference between losing and 


THE AUTHOR has recently com- 
pleted a 12 week sales course 
offered by a national organiza- 
tion with training facilities in 
major metropolitan areas. The 
36 hour sales course was held 
one evening each week for 12 
weeks. 

Of the first 15 calls he made 
during early March, 10 resulted 
in sales. Previous records re- 
vealed that only three or four 
sales could have been expected. 
Each of the 10 sales also brought 
$60 to $130 more than similar 
jobs he sold before attending 
the sales course. 
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DESIRE TO PURCHASE 


> 


»3 IN THE SHOWROOM he demonstrates equipment >» > > 


features and explains how 


they 


free operation for many years. Finally, 


making the sale. | show the prospect 
my testimonial letters and photos of 
similar jobs, explain what the guar- 
offer 


invite 


antees of the product mean, 


names of my 
call relterences, | 
show him the National Warm Air As- 


sociation manuals and briefly describe 


customers and 


him to them for 


how they are used to design the very 
finest installations. 

| frequently ask my _ prospect, 
“Have | made it clear?” Once I feel 
he is convinced. and note that he is 
answering my questions affirmative- 
lv. | begin to inject trial closes such 
as “Isn't this the unit you would like 
home ?” 


in vour into my 


presenta- 
tion. | try to get the prospect to say 


yes as often as possible. 


4) Build Desire to Buy 


The fourth step creates the desire 
to buy the job you've recommended. 
If you've done a good job in the three 
previous steps. the prospect will by 


now be relaxed and more receptive 


to your suggestion that the product 


and your company are the combina- 


tion he wants. 
I remind my prospect at this point 


that he needs the benefits my product 


will give him, and attempt to get 
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have been designed to 
provide accurate control, safety. economy 





+ iff) 


and _ trouble- 


dvi.) Hk 


— 
> 4 HE OUTLINES RESPONSIBILITIES of the owner, 


points out periodic 


service requirements of the equip- 


ment, comparing its performance with that of an auto- 


mobile which must have periodic checkups 


him to agree on this point. | try to 
paint a word picture of the job. In 
the present tense and using the heat- 
the 
point, | verbally portray him enjoy- 


ing or cooling unit as central 


ing the comforts of his new installa- 
tion. In heating presentations for ex- 
ample, | depict his family enjoying 
real comfort on cold. wintry days he- 
cause the temperature from floor to 
ceiling in his home will vary only a 
few degrees. | picture him proudly 
taking friends and neighbors to the 
basement to show them the first class 
find this 
the most effective method of 


system he bought. | word 
picture 
creating a desire to buy. because it 
is the most graphic way of relating 
the benefits to him personally. About 
this time I usually notice a change in 
his reactions which indicates a de- 
crease in his resistance to buying 
now. He is smiling. nodding his head 
in approval. Finally. he asks about 
costs and financing. 


ask for the order. 


This is when | 


5) Close the Sale 


Closing the sale is a formality if 
the prospect has agreed to make the 
purchase. But this step does not mark 


the end of the relationship between 


the prospect and the company 


instead. its the beginning. | care- 
fully acquaint my new customer with 
all the details 


chase. | discuss sf heduling the work. 


involved in’ his) pur- 
his periodic inspection, cleaning and 
oiling, payment schedules and other 
details which can be referred to in 
the future if necessary. 

| have been using these sales rules 
but | that 
there are many other points to selling 
and | them. | 
know I'm not going to sell everyone 


I contact. but 


very successfully know 


am anxious to learn 
I want to keep my 
sales percentage as high as [ can pos- 
sibly make it. 


No Profit, No Sale 


When I interview price buyers or 
interested 
2 


won lt 


those builders who are 


only in “How cheap can I get 


“Well, I 


make any money on this job; so Pm 


my first thought. is. 
better off not going after it anyway.” 
| feel a good salesman doesn't need 
the lowest price tag in town. 

We in the industry recognize that 
sales come before installations. Great- 
er educational effort in this direction, 
consequently, can only produce bet- 
and satisfied 


ter installations more 


customers, 





How High Velocity, Dual Duct System 
Was Installed in New England School 


First installation of its kind in the state has central 


duct system in below-grade trench where air is tempered 


and distributed to floor panels and to perimeter 


grilles which blanket large glass areas in modern school 


WitH SCHOOL POPULATIONS climbing heating systems are contributing to 


and local tax rates increasing accord- the solution of this problem in many 
ingly, the need for inexpensive, yet cases, 


architecturally pleasing and complete- The East School in 


Hingham. Mass. (a few miles south 


Elementary 
lv functional schools has become vital. 


High velocity. dual duet warm air of Boston) is the first school in the 


FLOOR PANELS were installed on concrete sub-slab. The finished slab is 


poured directly over these forms 


state to utilize this type of heating. 
which was specified when the school 
committee demanded a high quality 
facility at a moderate cost. 
Completed early in 1958. the 
school reflects the progressive ap- 
proach to design by the architect. 
Hugh Stubbins and 


the engineer. Fred S. Dubin Associ- 


Associates and 


ates. 


Comfort Costs Less 


The 40,000 sq ft school consists 
of two single story buildings con- 
nected by a closed corridor. The first 
building contains 18 classrooms and 
a play room; the second houses a 
cafeteria, two kindergarten classrooms 
and teachers’ headquarters. The out- 
side walls are plate glass from floor 
to ceiling. The building is comfort 
conditioned with an advanced de 
sign heating system, yet the total cost 
is substantially less than that for 
neighboring schools comparable in 


size and facilities. 
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CLASSROOM WING contains plate 
glass walls with exits from each class- 
room directly outside 


OUTSIDE CORRIDORS are supplied 
through floor-mounted diffusers. Outlet 
air velocities must be maintained above 
200 fpm to offset downdraft along glass 
surfaces. Measured velocities average 400 
fpm 


By Donald A. McKay 


Charles P. Blouin, Inc. 


The dual duct high velocity heat- 
ing system. which met all of the ob- 
jectives without any sacrifice of qual- 
ity. was one of the major factors in 


cutting costs. 


Contractor Plays Leading Role 


The duct system was designed by 
Charles P. Blouin, Inc., Cambridge. 
Mass. sheet 


was awarded the heating contract as 


metal contractor, which 


a subcontractor, rather than as a 


“sub-subcontractor.” (This fact is sig- 
nificant because the sheet metal firm 
too often is assigned the latter role 
in this type of work.) Because of the 
extensive ductwork in the system, the 
sheet metal contractor had the largest 
single work responsibility and needed 
the added authority of a subcontrac- 
tor. This arrangement also helped 
cut the overall cost of the school by 
eliminating the markups on material 
and equipment normally made when 
entered 


“sub-subcontractor” bids are 


ina complete bid. 


Ducts Laid in Trench 


Spiral wound ducts were laid on 
concrete blocks in a 5 ft deep trench 
below the level of the foundation slab. 
directly under the main corridor of 
the building. 

The trench was made by extending 
the concrete footings which support 
the corridor walls and filling the bot- 
tom of the trench with concrete. 


The trench doubled as an excellent 
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channel in which to place electrical 


and plumbing lines, again saving 
costs, 

Air is filtered and heated by a di- 
rect fired heavy duty furnace and is 
humidified before it is forced by an 


airfoil type fan into a central air dis- 


tribution system at high velocity. Mix- 


ing boxes with sound attenuators. 
which are set in sleeves inside the 
trench wall, blend air from the hot 
and cold supply ducts as needed to 
maintain the discharge air tempera- 


ture called for by the thermostats. 


Employ Perimeter Distribution 


Low velocity runouts carry this 
blended air from the mixing boxes 
to the outside wall where it is dis- 
tributed from perimeter floor grilles. 
Return grilles. located in each class- 
room, are connected by short ducts 
to the 


main return air duct. A central ex- 


trench, which serves as_ the 


haust fan with automatic dampers 
conforms with the demands of the 
local ventilation code for positive eX- 
haust. 

For kindergarten rooms. where 
children frequently play on the floors. 
air passages through the concrete 
floor were made by installing metal 
panels. which are commercially avail- 
able, in the slab to maintain a com- 
fortable floor 


suring a constant flow of air to the 


temperature while as- 


peripheral floor grilles. (At least: six 
other schools in the greater Boston 


area have adopted this system after 





noting its performance at Hingham. ) 
The 


worked closely with the shop foreman 


Blouin project supervisor 


in scheduling duct fabrication to 
meet job site requirements. This close 
liaison helped the firm meet all the 


general contractor's schedules, 


Summary of Advantages 


Advantages of a dual duct high 
velocity warm air heating system 
over a wet heat system include: 

1) Lower cost. 

2) Individual and accurate room 
temperature control. 

3) Quick compensation for rapid 
changes in load. 

4) Availability of natural cooling 
by introducing 100 percent outside 
air. 

5) No danger of freeze-ups. 

6) Economy of adding mechanical 
cooling. 

7) Convenient, efficient and eco- 
nomical system maintenance. 

8) Favorable kw input compared 
to forced hot water unit ventilator 
systems. 

9) Long life expectancy. 

10) Extensive architectural 
dom. 

11) Simplicity of duct layout and 
construction afforded by using a 
trench. 

12) Quiet operation. 

13) Positive humidification. 

14) Airborne germ control. 


free- 





Coordination 


among = subcontrac- 


tors was stressed. Allowances were 
made in erection s« hedules and at 
rangements were worked out with 
other trades to avoid assigning work- 
men to areas where conflict in opera- 


tions might retard individual output. 


Ducts Are Airtight 


Ducts had to be absolutely airtight 
because of the high pressures. Since 
air is forced through the system at 
4 in. wg pressure and 2000 to 
LOOO fpm velocities a high pite hed 
noise could result from improper in- 
stallation. The sheet metal contracior 
used a paint-on plastic adhesive and 
sheet metal screws to prevent) duct 
joints from leaking. As a result. the 
school boasts an exceptionally quiet 
air distribution system—proving that 
eflicient sound attenuation and tieht 
joint connections can make a_ high 
velocity system as quiet as any other 


type of air distribution arrangement. 


Duct Heat Loss Reduced 


Location of the ducts adds consid- 
erably to the efficiency of the system. 
Much of the heat loss in most build 
ings occurs within 10 ft of the build- 
ings perimeters. Since the ducts for 
this high velocity system are installed 
under the corridor which runs down 
the center of the building, 


the duct heat loss is avoided. In ad- 


much of 


dition, the warm air duets are cov 
ered with Lin. (14 lb density) glass 
fiber insulation, 

Placing the heating system below 
grade level offers many opportunities 
for economies and for freedom of 


design by the architect. 


Glass Walls Favor Warm Air 


The floor-to-ceiling plate glass out 
side walls in the East Elementary 
school, for example, are not only at 
tractive but also less expensive than 
many other types of wall construc 
tion, and cause no loss of heating 


system efliciency. This design would 


have been impossible with other lypes 


of heating. 
Since nearly all the air distribu 


tion system is under the slab. the 





visible at left 


CENTRAL CONTROL PANEL is in heater room. Edge of heater casing is 





fuser 





PERIMETER SUPPLY REGISTERS prevent window 


ing snow storms. Author Donald 





“sweating” even dur- 


A. McKay checks discharge angle of dif- 





general contractor could proceed with- 
out interference from the heating con- 
tractor once the slab was finished. 
This situation also contributed to 
more rapid and economical comple- 
tion of the project, 


The single large outside air intake 
louver for the dual duct system also 
reduced wall construction costs by 
eliminating the multiple louver ar- 
rangement required for wet heat sys- 


tems, 
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TRENCH BENEATH CORRIDOR contains insulated hot air duct and cold air 
duct with flexible connectors to blender boxes. Utility lines can be seen along 
wall 


TEACHERS’ CLOSET has return air grille at its base. A short sheet metal 


elbow connects the grille boot to the concrete trench which serves as the 
return duct 








Simplicity is the main feature of At the end of the school day (about 


the high velocity system. The central 3:00 p.m.) the system automatically 


control panel is in the equipment switches to night thermostat control. 


room and for all practical purposes This night thermostat is mounted in 


functions automatically. the playroom which is the most fre- 


Kach classroom has a thermostat. quently used room. At 8 am. the 
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system returns to individual room 
control, allowing teachers to select 
the temperature desired in their 


rooms, 


Fast Pickup Is Major Factor 


High velocity systems respond 
quickly to heating requirements. 
Since most school buildings are 
unused during as much as two-thirds 
of each day, room temperatures can 
be kept low when rooms aren't in 
use, and built up quickly when needed. 
This rapid pickup is useful, too, when 
afternoon or evening meetings are 
held and higher temperatures are 
needed. (The control system contains 
a manual override control that can be 
used to bypass the night thermostat. ) 

Of particular importance in heat- 
ing schools is the advantage of fast 
compensation for rapid load changes 
which occur when large numbers of 
students rush into and out of rooms. 
and for radiant heat gains when 
bright sunshine enters the rooms. 
With high velocity warm air. unlike 
wet heat systems. there is practically 
no residual heat to cause temperature 
overrides. The high velocity system 
can alternate rapidly from maximum 


heating to maximum cooling. 


Add-On Cooling Inexpensive 


Natural cooling can be provided 
for classrooms by introducing 100 
percent outside air. 

Mechanical cooling can be added 
inexpensively, (At the East) Hlemen- 
tarv school, the cost of installing com- 
plete mechanical cooling would bye 
less than $200 per ton, compared to 
as high as $600 per ton for a wet 
heat system. This consideration would 
he particularly important if schools 
were to be used the year around as 
has been suggested by some leading 


educators. ) 


Advantages Add Up 


In winter climates as severe as 
that of New England. there is) no 
danger of freeze-ups at the fresh air 
intake and tempering chamber 

The life expectancy of the high 


velocity forced warm air system. ts 





as long as that of any wet 
heat system. 

Still another advantage is the fact 
that no form of wet heat can provide 
positive humidification as economi- 
cally or efliciently as can a central 


forced warm air system. 


Germ Control Economical 


Airborne germs can be controlled 
economically with a central warm ait 
system by adding germ killing vapors 
to the heated air or by employing 
germicidal lamps. 

(A case in point is the experience 
mn Philadelphia reported by the 
American Journal of Hygiene. In the 
1940-11 winter epide mic of measles. 
the minimum attack rate among “sus- 
ceptibles” in the upper grades of Ger- 
mantown and Swarthmore = schools 
was 51.8 percent. In certain lower 
erades of the same schools, where 
the incidence among younger children 
Was exper ted to be higher. germicidal 
energy was used in the warm au 
system and the maximum attack rate 


reported was only 15.7 percent.) 


Total Kw Input Is Low 


The answer to a minor criticism 
of the high velocity system. that a 
relatively high horsepower motor ts 
required to drive the fan, is that in 
a carefully designed system the total 
kw input compares favorably with 
that of unit ventilator systems em- 
ploying forced hot water even though 
the total horsepower rating may be 
higher. This is due to the relative 
ine th reney ol fractional horsepower 
motors used in unit ventilator sys- 


lems 


Job Hlustrates Point 


Modifications in dual duct high 


velocity systems have further in- 


creased their efliciency. Even so. new 
installation techniques, design and 
improvements are being sought. The 
Kast Elementary school job discloses 
considerable data which will be use- 
ful in future efforts to prove to school 
boards that better heating systems 
can offset climbing school construc- 


tion costs, 














TWO-MAN TEAM installs individual furnace in each of 96 apartments. 


Ventilated closets 3 ft square accommodate each furnace 
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96 Warm Air Heating Systems Satisfy 


Apartment Dwellers’ Diverse Demands 








BED ROOM 


TYPICAL TWO-BEDROOM apartment has 


five supply air registers and three return air 





SEVEN-BUILDING PROJECT 
contains 96 apartments, each of 
which has its own warm air heat- 
ing system 

















BED ROOM 














openings. Dropped ceiling in hallway pro- 
vides space for main trunk line 


LIVING ROOM 





KITCHEN 












































| 





























This dealer-contractor sold the idea of a complete 
warm air heating system for each apartment in a 
seven building project by stressing individual con- 
trol, economy. maintenance-free operation and 


renter satisfaction 
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“HEATING REQUIREMENTS of apart 
ment dwellers vary as individuals 
vary.” observes Howard W. Swan. 
developer of Kansas City’s Roanoke 
Park Garden project. “So we let the 
tenant pick his own climate. | have 
learned. as an apartment house 
builder, that a thermostat: connected 


to a single heating unit serving each 





“Individual furnaces make renting easier because the builder 


can offer the tenant the heating 


apartment is the best arrangement. 

“With this type of system, the ten- 
ant is in complete control of his 
winter comfort. If he wants the apart- 
ment hot, he simply raises the setting 
on the thermostat. and he lowers it 
when he prefers a lower temperature. 
He is not subjected to the schedules 
of a central heating system = which 


serves several families.” 


Project Contains 96 Apartments 


The seven building 


tains YO 


project con- 
apartments, plus living 
quarters for three maintenance men. 
The buildings are grouped in a 
horseshoe arrangement covering 414 
acres, 

“Under this arrangement.” Mr. 
Swan says. “tenants aren't likely to 


leave their windows open. because 
they pay their own heating bills. In 
centrally heated buildings. we found 
tenants tried to maintain the desired 
indoor temperatures by opening and 
closing windows.” 

One big advantage of the indi- 
vidual furnace system in apartment 
buildings is that only one family is 
inconvenienced by malfunction of a 


heating unit. 


Little Space Lost 


Comparatively little of the rentable 
space in an apartment building is lost 
because each heating unit is installed 
in a 3 ft square closet which opens 
onto a hallway and appears as a reg- 
ular clothes or linen closet door from 
the outside. 

“What's more.” Mr. Swan is quick 
to add, “the small area sacrificed in 
each apartment is regained in the 
basement where the central heating 


plant would otherwise be located.” 


Design Is Similar 


Quality Kansas 


Sam Rapschutz. is 


Furnace C.o.. 
Citv. owned by 
installing the 75.000) Btuh eas-fired 


furnaces in the 96 apartments, Heat 


loss variation among apartments is 
slight due to the similarity of lay- 
outs. The differences that do occur 
are easily compensated by adjusting 


the heat input to the equipment. 


Builder Likes Arrangement 


“Individual furnaces make renting 
easier because the builder can offer 
the tenant the heating arrangement 
most desired.” was one of the points 
Mr. Rapschutz stressed in his origi- 
nal proposal to the builder. 

*Anothet 


landlord doesn’t have to figure the 


thing.” he added. “the 


proportionate cost of heating each 


apartment in his rental charge. 
Beside simplifying his bookkeeping. 
it enables him to quote more at- 


tractive rents. and he can 


assure 
prospective tenants that this arrange- 
ment costs less to operate than 
central wet heat systems. 

“One of the strongest features of 
the individual furnace system in the 
eyes of the builder.” he notes, “is 
that there are no major maintenance 


problems.” 


Schedule Jobs Closely 


work 


two journeymen on the job full time: 


Installation schedules keep 
shop time is scheduled to keep duct 
work flowing steadily three or fou 
jobs ahead. 

\ complete furnace and = duct 
system is installed in 12 to 16 man- 
hours. depending on the size and lay- 
out of the apartment. 

The seven Roanoke Park buildings 
are two and three story. structures. 
Apartments are three different sizes: 
52 have one bedroom: 40 have two 
bedrooms; and four are studio apart- 
ments. 


Use 95-175 Lb of Ductwork 


The one-bedroom apartments have 
warm air supply outlets in the bed- 
room, living room. bath and kitchen: 


and return grilles in’ the bedroom 


arrangement most desired” 


About 100 |b of 


galvanized steel ductwork is used in 


and living room. 


the heating system for each one-bed- 
room apartment. 

The two-bedroom units have warm 
air registers in each bedroom. 
kitchen, bath and living room: and 
return openings in each bedroom and 
the living room. This larger system 
consumes 175 lb of galvanized duct 


work per apartment. 


Single Return for Studios 


Each studio apartment has three 
supply outlets and one return ait 
opening. Supply registers are in the 
living room, bath and kitchen, and 
the return grille is in the living room. 
This arrangement requires about 95 
lb of galvanized ductwork per apart- 
ment, 

The thermostat is located in’ the 
living room of each apartment for 
most accurate control and = conven 


Ductwork Is Concealed 


Ductwork is installed between 
stud spaces in the partitions. above 
the corridor ceiling and near the ceil- 
ings of closets. Ducts are roughed 
in completely before the plasterers 
begin work. 

Furnaces are set in their small 
ventilating closets with all accessories 
facing the door for easy adjustment 


and servicing. 


Fuel Bills $45 to $50 


According to Mr. Rapschutz, the 
average gas cost per apartment heat- 
ing unit should be between $15 and 
$50 annually in Kansas City where 
furnaces are usually used from early 
October until late April. 

The editors acknowledge the co- 
William B. Sheehan. 


American-Standard Air Condition- 


operation of 
ing Div.. in providing information 
and photographs used in’ preparing 
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Combination Year ‘Round Air 
Conditioner: Complete Water 
Cooled Circuit combined with 
Gas or Oil Heating in same 
compact cabinet — 2, 3, or 
5 Ton Cooling — can also be 
Air Cooled! 





WATER COOLED 


Water Cooled Add-On Sum- 
mer Air Conditioner: Can be 
installed either with or with- 
out furnace — 3 or 5 Tons — 
Accessory Discharge Plenum- 
Grille available for 3 
Ton sizel 








With COOLING ... as with 
HEATING .. . with LUXAIRE 
you do NOT choose between 
Excellence and a LOW Price 
. . . for LUXAIRE gives you 
BOTH! See your LUXAIRE 
today ! 


Cooling Units 


| | | Jobber, 


sea ene | 


2,3 or 5 H. P. Air Cooled Con- Plenum Type Cooling Coil: Advanced 





denser-Compressor Unit: Rugged 
construction! Peak Performancel 
Uncomplicated! Easily installed! 
Trouble-freel 

Listed by Underwriters’ for 
unsheltered outdoor installation! 


circular design! Additional cooling sur- 
faces in less spacel Better condensate 
drainage! Easier installation! Unex- 
celled performancel 

3 Sizes — for 2, 3 or 5 H. P. Con- 
denser Unitl 

















16 Gauge Zinc Coated steel Inexpensive Accessory Plenum pro- 
cabinet! vides easy, slide-in installation — pro- 
Top discharge! Also available vides for future addition of coil when 
with accessory Plenum Top and Plenum is installed for heating only! 
Grille for horizontal discharge, 
where desired! 
Counterflow Cooling Coil: Specially one tae Se — 
designed for downflow application! AIR ‘Round Air Ce nit aa Baa, 
Unique condensate collectors for bet- il preoctieiP wikia 6 ‘ae ne 
ter drainage! Easy installation! po Mon Can be eataind @ 
2 Sizes — for 3 or 5 H. P. Con- COOLED : ti a : 
denser Uniti same ime as heating — or 
. . ee in the futurel 
Accessory Cabinet provides slide-in 3 Sizes — for 2, 30r SHP 
installation — provides for future Contents Gan a oo 
addition of coil when cabinet is in- - se 
stalled with furnace only! 
Air Handling Blower-Coil Unit: 
. , ‘ Blower and Cooling Coil in same 
Duct Type Cooling Coil: For horizon- 4 compact cabinett 
tal-flow installation. Equipped with 1 ties ster Ser BR 0 Con 
flanges for duct connection! Fully in- Genene Wont aa 
sulated, enameled Cabinet! Built-in Accessory Intake and Discharge 
Condensate tea 3 5H.P.C Plenum-Grilles provide air intake 
3 Sizes Se ee ee saat and discharge direct to rooml 
denser Unitl 
LUXAIRE FURNACES ...PLUS LUXAIRE COOLING... THE oo YEAR ‘ROUND AIR CONDITIONING COMBINATION! 
Counterflow ~~ 
Winter Air UR Bosement, ante ee 
~ | Conditioning 7 Air Condi- Conditioning 
Units - Gas tioning Units Units — Gas Gas Fired 
Fired and Oil — Gas or Oil Fired and ate | ad - Unit Heaters | , 
Fired — shown Fired — shown Oil Fired — Gas Fired and Oil = 5 Sizes 
with Plenum with Plenum shown with Fired — shown with Gas Fired 
Cooling Coil Cooling Coil Counterflow Horizontal Flow Conversion 
Cooling Coil Cooling Coil Burners 
THE C. A. OLSEN MANUFACTURING COMPANY « « evvria, onto 
@ 
HEATING & AIR CONDITIONING UNITS 
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Now! 


HONEYWELL LAUNCHES 
HOTTEST ALL-INDUSTRY 


PROMOTION IN YEARS 


Honeywell’s new national 2-furnace 2-zone heating 
promotion multiplies your sales, helps you beat the 
price squeeze and get the jump on competition! 


In your quality homes, you’ll sell two furnaces in- 
stead of one. Instead of selling a conventional hot 
water system, you'll sell a quality installation of 
two or more zones! Honeywell’s 2-furnace, 2-zone 
promotion has the comfort appeal that will trigger 
buyers. 

The 2-zone idea makes both prospective home 
buyers and builders comfort-conscious. It calls at- 
tention to the heating problems created by modern 
home design. For example, the heating require- 
ments are different in finished basements, rooms 
over unheated areas, rooms with large picture 
windows, split-levels, spread-out floor plans and 
different living-sleeping areas. In fact, one out of 
five new houses has a heating problem which either 


86 


2-furnace or 2-zone planning will solve! 

Here is your chance to sidestep the competitive 
price squeeze by selling highly profitable quality 
installations.* Honeywell is backing you 100° 
with powerful national consumer and builder ad- 
vertising. Get your free promotion kit and tie-in 
for your share of plus-business. See your wholesaler, 
your local Honeywell office or write Honeywell, 
Department AA-5-71, Minneapolis 8, Minnesota. 


* Recommend the types of zoning that best suit your 
builders’ or home-owners’ needs. Instead of 2 furnaces, 
it may be more practical to install 2 zones from one 
furnace. Also with either wet heat or warm air, larger 
homes may be best heated with more than 2 zones. 
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BIG COLORFUL ADS LIKE fete Rang 
May issues of BETTER eaode cai 
HOUSE BEAUTIFUL and is 

will pep up your heating sales 





2 new ways to get better 


heat, more comfort for your money! 


2 zones in your new home 


Eisenia 
do hd, . 





WARM AIR PROSPECTS HOT WATER PROSPECTS 
are being shown how com- 


are bein 
fort-zoning eliminates heat- 

ing problems. You sell 2 

urnaces instead of 1! 


ouse comfort. You sel] 
fine quality 2-zone installations, 


, MR. DEALERI 
WE’RE TELLING YOUR PROSPECTS TO SEE YOU 


Tie-in and get this complete 
promotion kit free! 


rs « Ad mats « Hang Honeywell 
Paitin cards e Banners e A com- d A) That ma 


plete merchandising kit for your builders 


1YonY 
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Toreh Testifies 


THE PUBLIC often uses odd criteria 
for selecting the products it buys. 
Often an unusual appeal causes peo- 
ple to favor certain products or firms 
with which they will do business. 
A dealer-contractor whose reputa- 
tion for solving complicated problems 
and building intricate devices brings 
prestige to his company usually en- 


joys increased sales volumes. 


Demand Gas ‘Torch’ 


One case history of such a reputa- 


tion bringing in an order began when 





Tell Others About Your 


Successful Ideas 
by writing to: 
Editor, American Artisan, 
6 N. Michigan Ave., 
Chicago 2, Illinois. 











Liberty National Life Insurance Co. 
of Birmingham, Ala. decided to erect 
atop their home office building a 
1/5 scale replica of the famous Statue 
Island in 
New York harbor. To give signifi- 
cance to the “Torch of Liberty,” the 
company elected to provide a gas 
burner in the torch. The job of de- 


of Liberty on Governors’ 


signing, fabricating, and _ installing 


the burner was assigned Dennis 


Idea Exchange 


for 


Dealers, Contractors 


Monroe, 


Heating and Air Conditioning Co.. 


president, Birmingham 
because of his reputation for han- 
dling highly specialized work. 

The insurance company specified 
that the burner produce a_ yellow 
light, rather than the typical blue 
flame normally obtained from gas 
burners. This required special care 
in designing the burner to dissipate 
the soot created by burning the gas 
this way. 


Select Stainless Steel 


Because the burner, once installed, 


would be inaccessible, a material 
which would be little changed by 
weather conditions and atmospheric 
elements was required for its con- 
struction. Sheet stainless steel was 
selected. 

Installation of the burner in the 
outstretched hand of Miss Liberty 
was difficult since all connections had 
to be extended upward through a 3 
in. pipe in the arm. Installed through 
this opening were a | in. main burn- 
er gas supply line, a 1% in. pilot 
supply line, a 34 in. pilot air supply 
line. a 1 in. guide sleeve for tempera- 
ture detection, and two ignition 
wires, 

The pilot, which burns all the time. 
consumes approximately 12 cu ft of 
gas per hr. A small blower provides 
combustion air. Gas and air are pre- 


mixed close to the pilot tip so no 


to Dealer-Contractor’s Skill 


TORCH OF LIBERTY’ burns brightly 
atop building because of dealer-contrac- 
tor’s know-how and willingness to tackle 
an unusual job 


pre-mixed gas is ever within the arm. 

Heat from the pilot is regulated by 
a temperature-sensitive bulb which 
When 


micro- 


operates two microswitches. 


the temperature rises, the 
switch operating the electric ignition 
system closes, energizing a 10,000 
secondary 


voltage transformer 


through a time relay. Should the pilot 


fail to 


through the second microswitch no- 


ignite. an indicator light 
tifies the building engineer. 

Maximum gas consumption of the 
main burner is 350 cu ft per hr. A 
photoelectric cell automatically turns 
the burner on at dusk and off at 
dawn. 
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TODAY’S ONLY PERIMETER 

DIFFUSER THAT’S ADJUSTABLE TO 
RIGHT AIR PATTERN FOR HEATING.. 
RIGHT AIR PATTERN FOR COOLING 


FOR WINTER HEATING 





FOR SUMMER COOLING 


MODEL P-125 

@ ONLY BASEBOARD DIFFUSER MADE THAT MEETS 
NEEDS OF MODERN AIR CONDITIONING SYTEMS 
Let’s not kid ourselves (or our customers)! Cheap, 
one-air-pattern diffusers simply CAN’T DO THE 
JOB. it takes a fully adjustable diffuser like the 
Titus Model P-125 to obtain maximum performance 
from both heating & cooling systems. 


@ ELIMINATES CUSTOMER COMPLAINTS— 
COSTLY CALL-BACKS 


Because these new Titus diffusers adjust to handle 
air correctly for both heating and cooling — cus- 
tomers get maximum comfort from their air condi- 
tioning systems. THIS MEANS HAPPY, SATISFIED 
CUSTOMERS, MORE MONEY IN YOUR POCKETS. 


@ DISTINCTIVE SWEPT-LINE STYLING 


Today’s “best-looking” baseboard diffusers — yet are TITUS MFG. CORP., WATERLOO, IOWA 
ruggedly built to take rough, tough, floor level [] Rush new free illustrated Titus Perimeter 
abuse. Beautiful Neutra-tone finish harmonizes Diffuser Catalog. 

with any interior. CD Send name of jobber nearest me. 





® FAST, EASY INSTALLATION SAVES MONEY 


New type base quickly, easily attached to boot. Face name 
comes off so diffuser easily fastened to wall. 


@ CHOICE OF 2 MODELS 
Model P-125 with heating and cooling adjustment ADDRESS 
veature and ECONOMY Model P-75 with damper 
adjustment only. Both have large, 32 sq. in. of 
free area. 24 inches in length. 





COMPANY 








CITY 
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YOU AND THE LAW 


When You Guarantee Satisfaction... 


... you may be guaranteeing yourself trouble, 


depending on courts’ interpretations of who is to be sat- 


isfied, and whether the complaint is reasonable 


THE coNnTRACT for the sale of an ait 
conditioning unit provided that the 
equipment was “fully guaranteed to 
be satisfactory.” When the customer 
failed to pay as he agreed, the dealer- 
contractor brought suit. The customer 
defended that the unit was not satis- 
factory and the dealer-contractor had 
not performed his contract. 

Too often, a dealer-contractor’s 
guarantee that equipment will be 
satisfactory is a guarantee of trouble. 
In its decision of a suit brought long 
ago by a pure haser, based on the 
agreement of the seller that the equip- 
ment was “warranted satisfactory in 


every respect,” the court said: 


‘Satisfactory to Whom?’ 


“The controlling question is what 
meaning and effect are to be given to 
the words ‘warranted satisfactory in 
every respect.’ Satisfactory to whom? 
Certainly not to the maker only. Was 
it to be satisfactory to the person for 
whom it was made and by whom it 
was to be used? 

“The proposition was made to in- 
duce the buyer to purchase a machine 
not generally in use. The fair infer- 
ence is that he desired to procure one 
that would be satisfactory to himself. 
. . . He, therefore, was the person to 
decide and to declare whether it was 
satisfactory. He did not agree to ac- 
cept what might be satisfactory to 
others but what was satisfactory to 
himself.” 


If Buyer’s Wants Govern... 


Courts usually apply this rule, that 
a guarantee of satisfaction refers to 


satisfaction of the buyer, to instances 
in which the taste or individual wants 
of the buyer are the governing fea- 
ture in the transaction. One court 
said of this feature: 

“When the agreement is to make 
and to furnish an article to the satis- 
faction of the person for whom it is 
to be made, numerous authorities de- 
clare it is not a compliance with the 
contract that he ought to have been 
satisfied.” 


Apply Different Interpretation 


The air conditioning unit, which 
had been “specially manufactured,” 
was no more stock merchandise than 
would be a tailored suit of clothes. 
painted portrait or set of false teeth. 
On the other hand, an entirely differ- 
ent interpretation would be applied to 
a guarantee of satisfaction in the sale 
and installation of the usual type of 
air conditioning equipment. 

In his defense against the dealer- 
contractor's suit to recover the pur- 
chase price of the air conditioning 
system, the buyer contended that he 
had not been satisfied. In affirming 
a judgment against the purchaser, an 
appellate court said, “The contract 
related to merchandise to be used 
purely for business purposes and as- 
sumed that it would be satisfactory if 
after a proper trial it ought to be, and 
that the purchaser would thereupon 
accept and pay for it. 


Reason Must Apply 


“It was not intended to be left to 
the whim or caprice or even alto- 


gether to the good faith of the buyer 
to say whether the merchandise was 
satisfactory. Under the circumstances 
the term ‘satisfactory’ must be held 
to mean ‘satisfactory to a reasonable 
man. ” 

A court in one of the southern 
states said: 

“An agreement between seller and 
purchaser that the goods or services 
will be satisfactory to the purchaser 
has a well defined legal significance 
and is not void of uncertainty. It 
means in respect to machinery or 
equipment that the purchaser, after 
a fair test, is satisfied with the me- 
chanical utility or operative fitness 
for the purpose intended. This must 
be an opinion based upon good faith 
and for a better reason than a mere 
desire to avoid liability.” 


Court Considers Intent 


Applying these findings (that ex- 
cept in instances involving the taste 
or personal preference of a buyer, a 
guarantee of satisfaction is simply a 
guarantee that equipment will work 
as would be expected by a reasonable 
man) to the dealer-contractor’s suit, 
the court said: 

“It appears that the seller in the 
sales contract here fully warranted 
the air conditioning machine to be 
satisfactory. Satisfactory in this con- 
nection can have no other meaning 
than that the air conditioning ma- 
chine is satisfactory for the purpose 
intended by the manufacturer.” 


{Note: While this discussion applies to actual 
cases, it should be remembered that lege 
vary in different states} 
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TEMP-TROL 


An Absolutely Quiet Control 





Now, for the first time a truly silent automatic gas control. The new 
Thermac Delux “TEMP-TROL” ...a dream come true in the gas industry 
... combines in one unit the regulator, safety and automatic main gas 
control valve with or without 100% pilot shutoff. 

Absolutely quiet in operation because there is no action to create noise. 
Utilizes a revolutionary new principle of operation for the diaphragm type 
automatic gas control valve. A low voltage (25 Volt, Low Temperature) 
Stainless Steel Rod and Tube Thermo Element does the work. Accelerated 
cycle tests simulating many years of service prove the control 

dependable and trouble-free. 

Now, you can offer the warm air trade this outstanding improvement in 
controls -a strong appliance selling feature, the TEMP-TROL by Thermac. 
Appliance manufacturers are urged to phone or write now for test samples. 


Patent Pending 


HERMA AN “25 years’ experience building gas controls” 
Certified — P . 
by A.G.A Distributed in Canada by Ontor, Limited. 


COMPANY 
14296 EAST SIXTH STREET ® CORONA, CALIFORNIA © REdwood 7-3511 
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Premier. ee the galvanized 


sheet that reflects the quality of your work 


permanently because the zinc coating 
is on for keeps! 














Whatever the job .. . no matter how tough . . . PREMIER 
Galvanized Sheets offer two very important advantages: 


1. PREMIER Sheets take every crimp, every lock seam, every 
draw, every twist, bead, fold and roll without flaking, chipping, 
cracking or peeling! You’!l be amazed at how easily they form, 
how sparkling bright, good looking and strong the finished 
jobs are! 


2. Long after the job is in place PREMIER Galvanized Steel will 
reflect the permanence and quality of a good job well done .. . 
the kind of work that builds good will . . . and repeat orders. 


Galvanized by the most modern continuous process PREMIER 
Galvanized Sheets have the tightest zinc coating ever. Call today 
for steel you need! 


CHICAGO (72 HEmlock 4-5800 
MILWAUKEE (72/ Hilltop 4-3092 


y Yo". General Office and Plant: 
4 2 GREAT WESTERN 2300 W. 58th St., Chicago 36, HE 4-5800 
: Se Te toe ee ieee TAMVES Ul PRINCIPAL MIDWESTERN CITES 


ESTABLISHED 1918 
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CRESTOLOY END CUTTING NIPPERS 


Each and every ‘°° *?*7 


CRESTOLOY PLIER is 


individually tested! 


CRESTOLOY HEAVY DIAGONAL 
CUTTING PLIERS 
No. 542, 7” size only. 


CRESTOLOY LINEMENS’ SIDE 
CUTTING PLIERS 
No.1950, 8”. Also in 6” and 7” sizes. 


CRESTOLOY LONG NOSE SIDE 
CUTTING PLIERS 
No. 654, 6”. Also in 7” size. 


This Plier. \ ) oe 
is made of 
RESTOLOY , 


STEEL CRESTOLOY DIAGONAL CUTTING 
“00% PLIERS 
ths foctorily, 


No. 942,6”". Also in 4" and 5” sizes. 


When you choose a CRESTOLOY , Saco 
PLIER you know you are getting top (CRESCENT Tools = ao! CRESCENT and CRESTOLOY 
value and proven -rformance. After Tt oe P TOOLS are sold by hardware 
: P we ; ; ee . dealers and industrial distribu- 
rigorous factory testing for ease of cut- ‘ 


tors everywhere. Look for the 
ting, hardness of blades and strength, bright yellow Crescent Display 


each tool that passes these tests is tagged fi | A ears iineosinennocndes 
with the certifying tag reproduced ‘] of quality hand tools. 

above. CRESTOLOY PLIERS are 

available in more than a score of pat- 
terns including the five popular types 
illustrated. 





CRESTOLOY PLIERS are CRESCENT TOOLS — 
“Your Fingers of Steel” Give Wings lo Worth mm. 
Sign of ‘Mhe rtisan 
Symbol of Otccllence 


Crescent is our trade-mark, registered in the United Stotes and oebroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere ond made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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WHAT THE ASSOCIATIONS ARE DOING 





‘By 


OUTGOING PRESIDENT Charles S. Flynn, congratulates 
1959 president John DeHaan of Kalamazoo. Other officers 
elected are A. W. Keats, Detroit, vice president; Earle Oole, 
Grand Rapids, treasurer; and N. J. Biddle, Detroit, execu- 
tive secretary. Directors are: W. B. Calverley, Hazel Park; 
Lewis Andrus, Kalamazoo; H. J. Labedie, Royal Oak; 
Charles Scharto, Flint; Joseph Sloan, Lansing; Norman 
Nakkula, Royal Oak; Leonard Schaafsma, Grand Rapids; 
and C. R. Martelle, Benton Harbor 





OUT-OF-STATE dealer-contractors described their methods 
of locating and selling modernization prospects. Convention 
co-chairman Glen Rynbrand (left) welcomes Walter Marth, 
Milwaukee, and Don McCloskey, Indianapolis 


Very 


Modernization Can Be, Profitable 


Ir YOU KEEP TRACK of results ob- 
tained from sales promotional activ- 
ities, adjust your operation as varia 
tions take place and push hard to 
give the customer the most for the 
money he spends, your moderniza- 
tion business will grow at a healthy 
and profitable rate, Donald S. Me- 
Closkey, Midwest Heating and Serv 
ice Co.. Indianapolis dealer-contrac- 
tor, told members of the Michigan 
Heating and Sheet Metal Association 
at their 48th annual convention held 
in Detroit. 

Mr. McCloskey was a member of a 
three man out-of-state panel which re 
viewed the profit potential of mod- 
ernization. Other panel members 
were Walter Marth, G. F. Marth and 
Son, Milwaukee  dealer-contractor, 
and Clyde M. Barnes, editor, Amer- 
ican Artisan, 

The experiences described by 


Messrs. Marth and Me loskey. both 


“WHAT DEALER-CONTRACTORS Shoul 


. . . if dealer-contractors will follow 
through on each operation. 


Michigan association delegates informed 


a Se ORE a 


d Expect from Suppliers” was discussed 


of whom specialize in the moderniza- 
tion field. hammered home the nec- 
essity for following up on homeown- 


(Continued on page 101) 


by speaker Dee Cramer, Dee Cramer Heating and Air Conditioning, Inc., Flint 
(left). “Costs of Doing Business” were covered by Homer Brundage, Brundage 
Co. “How to Operate a Profitable Service Department” was outlined by Harold 
Bowie, Gas Burner Service and Distributing Co., Detroit. The association's finan- 
cial standing was reported by treasurer Earle Oole, Oole Heating, Grand Rapids 
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=a EI X.’s sensational 


"Shboat Sy, PROGRAM 


GUARANTEES more Sales and more Profits! a 
HERE IS THE FASTEST GUN ————— | 
TO GET PROSPECTS INTO YOUR STORE 


AN EXPLOSIVE 
NEWSPAPER SIZE 
4-COLOR, 4-PAGE BROADSIDE... 


Beat competition to the draw— 
with broadsides guaranteed to produce sales. 


Factory handles all addressing and mailing! 
A powerful sales 


program to “kill’’ your 
competition! 


SILENT 
WATCHMAN 


Phone or wire your nearest distributor NOW and start “burying” your competition with HEIL's ‘Sure Fire’’ FABULOUS FIVE! 


DISTRIBUTOR LIST 
CONNECTICUT 1OWA MORLEY BROTHERS . S PLUMBING & BODWELL FURNITURE CO, 
MERCURY FUEL SERV OWA HEATING SALES 125 North Washington St EATING SUPPLY CO. 2327 North 7th Street 
5 P Street 2 West 6th Street aginow 1 Horrisburq 
Waterbury Waterloo MISSOURI | TENNESSEE 
FLORIDA KENTUCKY ST. LOUIS PLUMBING & TALLMAN COMPANY, INC, 
FLARAPCO, INCORPOR D MASTER SUPPLY COMPANY HEATING COMPANY - Shelby Avenue 
P.O. Box 426, Airport 8 Route 5, Box 474A 1701 Choutea AN Nashville 
Miami 48 visville St. Louis 293 r St VIRGINIA 
FLARAPCO, INCORPORATED MAINE EFFERSON CITY oledo T. H. GOUGH COMPANY 
Platt Street at Florida Av ROBINSON & KENNY STORAGE COMPANY @ U MA Highway 58 
T pa Center Street 411 Bolivar Street E Rinaaold 
FLARAPCO, INCORPORA Brewer Jefferson City 3 c WwW, WASHINGTON 
2320 Liberty Street MASSACHUSETTS MONTANA Cant HEATING ASSURANCE, INC, 
Jacksonville TCHBURG PLUMBING CO. MODERN PLUMBING w. ¢ OWNE 24 East August Avenue 
GEORGIA 64 Main Street UILDIN E Seckone 
RAY DISTR JTIN F hburg gfie 
P.O AND PIPE & FITTINGS CO WINSTEL COMPANY P.O. Box 1440 
04 Portland Street M 3460 Spring Grove Avenue 330 South Columbia 
oston NEW JERSEY Cincinnati 25 Wenotchee 
E E PE & SUPPLY RARITAN EY OREGON TACOMA HEATING SUPPLY CO, 
SUPPLY C FRANCIS HEATING SALES 4 South Tacoma Way 
de Street Route 22 at Mounta ° & SERVICE Tacoma 
- vil 14001 Southeast Mclough- PUGET SOUND HEATING SUPPLY 
N SUPPLY CO, lin Blvd 3809 Broadway 
son Street : ET Milwaukee 22 Everett 
PENNSYLVANIA WISCONSIN 
H. MILLER HARDWARE ACE SKELGAS SERVICE 
COMPANY, INC 


Fra t LY CORP, 204 Washington Street 
MICHIGAN ct Street 
DYGERT s’ 


Avenue 


SCHROEDER DISTRIBUTING CO, 


Street 


Mottapen 
WEBB SUPPLY COMPANY 
Fronklin Street f Nelson Ace 


Huntingdon E River 
RIBUTING CO, Watert W. B. BUILDING SUPPLIES AUER STEEL & FURNACE SUPPLY CO. 
ner of tonia & Fulton C 100 South Abington Rood 3258 W. Fond du Lac A 
srand Rapids Clarks Green Milwoukee 10 
Massena 
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NOW! 
PRICES 


You Can 


QUOTE 


2, 3 or 5 H.P. Air Cooled Condensing 
Unit has top ratings for outstanding 
performance. Underwriters’ Listed for 
outdoor installation, with construction 
of 16-gauge zinc Coated Steel. Upward 
Air Discharge, which can be converted 
to horizontal discharge with Accessory 
Plenum-Grille, where desirable. 


AIR COOLED UNITS 


Plenum Type Evaporator Coil has unique round or oval 
design that affords increased cooling area in reduced space, 
with more efficient drainage. Compact size provides easier 
installation above furnace. Sizes, matched to 2, 3 or 5 H.P. 
Condensing Unit, provide exceptional performance. 

Inexpensive Accessory Plenum provides slide-in installa- 
tion, or for future addition of the coil. 


Counterflow Evaporator Coil, which 
has ingenious moisture collectors for 
effective condensate removal, is easily 
installed under counterflow furnace . . . 
peak performance with 2 or 3 H. P. 
Condensing Unit. 

Accessory Enameled Casing provides 
slide-in installation, or for future addi- 
tion of the coil. 





Duct Type Evaporator 
Coil is a compact unit 
that is housed in its own 
insulated, enameled cas- 
ing having flanged Duct 


Connections. Sizes are 
available for 2, 3 or 5 H.P. 
Condensing Unit. 


WITH 


CONFIDENCE! 


Evaporator Coil for 
Combination Year 
"Round Unit fits in- 
to space provided 
within furnace cas- 
ing. Sizes for 2,3 or 
5 H. P. Condensing 
Unit are available. 


 Blower-Coil Unit com. 

bines Blower and Evapo- 

rator into a compact, adaptable Air Handling 

Unit. Sizes are available for 3 or 5 H. P. Con 
densing Unit. 

Accessory Plenum-Grilles are available for 

either intake or discharge of air directly to room. 


MONCRIEF 


ADVANCED AIR CON DITIONING 


For a rewarding 
experience, see 
your Moncrief 


Wholesaler for 


new prices 








WATER 
COOLED 








_ 
3 or 5 Ton Water Cooled 








The Year Round Air Con- 
ditioning Unit is an unex- 
celled combination of 2, 
3 or 5 Tons of Cooling 
with Gas or Oil Heating 
in a single, compact unit. 
The Water Cooled Circuit 
slides completely within 
the furnace casing. When 
Air Cooled, only the Evap- 
orator Coil is installed. 


Add-On Unit provides 
high capacity cooling 
when installed in combi- 
nation with Furnace, or 
as separate Summer Air 
Conditioner. 

An Accessory Plenum- 
Grille for air discharge 
directly into the room is 
now available for the 3 
Ton Unit. 





and catalogs. 
You'll learn that 
premium cooling 
does not cost 
too much — if 

it is Moncrief! 


PREMIUM Year ‘Round Air Conditioning is MONCRIEF HEATING . . . plus MONCRIEF COOLING! 


Gas or Oil 
Fired Basement 
Type Winter 
Air Condi- 


| Gas Fired and 
Oil Fired KE. 
Counterflow — , 
Units... ) Gas Unit 
tioners ... | Counterflow Gas Fired and Oil Fired Heaters 
Plenum Type Evaporator Horizontal Furnaces 5 Sizes 
Evaporator Coil . . Duct Type | 


Gas Fired and 
Oil Fired Winter 
Air Conditioners 

. » Plenum Type 
Evaporator Coil 





Coil Evaporator Coil 


FURNACE 


PIPE 


Gas Conversion 
urners 


AND FITTINGS 
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How complete is a complete register line? 
The New Char-Gale Catalog Tells You! 

















¢ RESIDENTIAL 


HEATING & COOLING 


SECTION 


It would take a whole catalog to tell you of 

the truly complete line of registers now be- 

ing produced by Char-Gale. From a sound 
foundation of Conventional Registers for 

home heating and cooling, to the finest in 

Perimeter Registers, and the ultimate in 
Commercial Registers of extruded alumi- 

num, nothing has been spared to give 
Char-Gale Jobbers, Distributors and Deal- 

ers exactly what they need for every type 

eA TRE of installation. It’s all covered in grand 
= style in the brand new Char-Gale Register 
Catalog, including descriptions, illustra- 

tions, ENGINEERING DATA and prices. 








Ask your jobber or distributor for your copy. 


COMMERCIAL 


HEATING & COOLING Geas- Gale MANUFACTURING COMPANY 


my eile) ANOKA, MINNESOTA 
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Here are the biggest 112 square inches in air conditioning... 
the revolutionary panel that gives new mastery of indoor climate! 


NEW CARRIER CLIMATE CENTER 


There’s something masterful about flipping switches 
and turning knobs. And then feeling and seeing how 
your air conditioning responds. That’s part of the 
mastery a homeowner can now enjoy with the revolu- 
tionary Carrier Climate Center. 

But on this 8 x 14 inch satin aluminum wall panel 
(which mounts between studs), he also sees what the 
weather is outside—and what it will be tomorrow. 
Here he sees how his Carrier air conditioning system 
is operating. These things, too, make up the new 
mastery he has in a Carrier Weathermaker* home. 

Now he can custom-tailor indoor climate to the 
preferences of his family. He can also operate his sys- 
tem more economically. For example, in winter a 
timer can be preset to lower the indoor temperature 
automatically during sleeping hours. There’s also a 
signal light} to show when filters should be replaced. 


BETTER AIR CONDITIONING FOR EVERYBODY 


US. Pat. Off Optional 


A Carrier Weathermaker home now becomes a 
new experience in comfort, health and cleanliness. 
And to make it a new experience in economy, Carrier 
also offers the 63D Universal Weathermaker. It’s a 
complete central cooling system, but supplied in one 
compact package that’s ready to operate as soon as 
it’s connected to electricity and air ducts. In homes 
with wet heat, special prefabricated ducts can be 
installed in a jiffy. 


The Universal Weather- 
maker can be installed 
indoors or outdoors in 
dozens of different ways. 


Phone your Carrier distributor today for details about these 
products... plus the triple advantages of a Carrier franchise. 


MORE PROOF OF 


EVERYWHERE 


Carrier 
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light makes it right 


Plumbing and heating contractors agree that lightweight-materials that are 
easy to carry, stack and install cut costs by allowing more job installations 
per day, per man. 


That's why UL listed amerivent double-wall gas vent is gaining new and satisfied 
~ users every day. With AMERIVENT's lightweight yet sturdy construction you need only 
minimum support on lateral runs... your men can install hundreds of feet per day without 
tiring...and the versatility of AMERIVENT’s complete line of fittings and accessories 
insures simplicity of any installation. 


> P > . a ie 
o When you add in aMERIVENT's exclusive sNAP-LOCK joint, it’s easy to see why 
AMERIVENT is America’s fastest installing double-wall gas vent for water heaters, boilers, 
; >. furnaces and space or wall heaters. Throughout the U.S. and Canada your local 
* . : 


AMERIVENT, wholesaler stands ready to 


/ 


supply your individual requirements. 


America’s finest double-wall gas vent for residential and commercial use. 


A Division of American Metal Products Company, Inc. 
LOS ANGELES e MEMPHIS 





JOB DESIGNED 


TO ‘STAY ON THE LINE? 


The ability of a Heat Pump Compressor to ‘stay on 
the line’ under extreme operating conditions is of 
prime importance. Tecumseh satisfies this require- 
ment with a combination of careful design and 
thorough field testing that assure the best operating 
characteristics available today for this popular appli- 
cation. The combination of high capacity, high 
BTU per watt, and the ability to ‘stay on the line’ 
provide the customer with a truly job-designed com- 
pressor to meet the specific conditions imposed on 
heat pump applications. This compressor operation 
provides a marketing advantage since it will allow 


i : 


MODEL B21U18 


your system to deliver adequate heating or cooling 
at the lowest possible operating cost. Further, it will 
continue to operate under the difficult or adverse 
conditions of extreme ambients or low voltage. 
Tecumseh Heat Pump Compressors feature built-in 
suction and discharge mufflers, direct suction cool- 
ing to control motor heat, provisions to eliminate 
slugging, and are better protected than any on the 
market. And, of course these compressors are all 
hermetically sealed in oil for a tamper-proof service 
life. Write for further information on job-designed 
Tecumseh Heat Pumps...we’re sure it will profit you. 


The Leader Serving Leaders in the Air Conditioning and Refrigeration Industries 


TECUMSEH PRODUCTS COMPANY 


MARION, OHIO TECUMSEH, MICHIGAN 


EXPORT DEPT: P. ©. Box 2280, 24530 Michigan Ave., W. Dearborn, Michigan 
CANADA: Tecumseh Products of Canada Limited, 1667 Dundas St., London, Ontario. 


TECUMSEH 
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WITH THE ASSOCIATIONS 





Michigan Convention — (ominued jrom rage 9 


ers after a job has been completed 
and keeping them on the list as long 
term customers. Mr. Marth discussed 
the importance of showing prospects 
what constitutes a good heating sys- 
tem and explaining to them how they 
can be sure to get these advantages. 
He said that American Artisan’s 
Standards for Rating Heating Sys- 
tems card, which classifies heating 
systems as Good, Fair and Poor in- 
stallations, is the best sales tool he 
has ever used to explain to a pros- 
pect how he should go about purchas- 
ing a heating system and how to 
select the right dealer-contractor to 
install it. He advises all of his pros- 
pects that price alone is a poor yard- 
stick to use in making a_ purchase. 
Mr. McCloskey reported that his 
company checks all media used to 
promote sales. Over the past three 
years, his company has found that 
30 percent of its leads come from 
newspaper ads; 37 percent from cus- 
tomer recommendations; 18 percent 
from telephone canvassing; and 15 
percent from all other sources. 
American Arti- 
san’s Heating Check-List and Sum- 
Check-List 


have proven invaluable as sales pres- 


He reported that 


mer Air Conditioning 


entation pieces, as they enable a 


company salesman to survey exist- 


ing equipment with the interested 
assistance of the homeowner. 

Panelists concurred in the opinion 
that there are many advantages to 
be gained from specializing in mod- 
ernization work. These include the 
following: 

1) Less price competition: pros- 
pects seldom go farther than the first 
firm that calls on them. 

2) Price is tailored to the job: 
special problems are figured in each 
estimate and there is less chance for 
error. 

3) Bid 


individuals can be sold more easily 


shopping is minimized: 
than builders on quality and value 
instead of price. 

4) Fewer jobs bring more money: 


less capital is tied up in equipment. 
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RECORDS AND JOB COSTS at the 
dealer-contractor level are discussed by 


convention co-chairman Al Keats and 


speaker Walter Reekinger, Dearborn 


5) Collections are faster: accounts 
receivable are cleared more quickly 
in modernization work. 

6) Cash turnover is quicker: deal- 
er-contractors can take advantage of 
suppliers’ volume and time discounts. 

7) W ork 
production can be more easily con- 
trolled. 


8) Employees are 


schedule is smoother: 


more stable: 
full-time work attracts better work- 
ers, Minimizes training time for new 
help. 

9) Promotion can be regulated: 
merchandising can he adjusted to 


overcome seasonal variations. 


Kalamazoo Holds 
Service Meeting 


KaLtamMazoo. Micu. Good servie- 
ing was the topic under discussion at 
the April meeting of the Kalamazoo 
Heating & Air Conditioning Associa- 
tion. Speaker of the evening was J. 
R. Holmin, service manager of the 
Sundstrand Hydraulic Division. Mr. 
Holmin presented current informa- 
tion on Sundstrand fuel pumps, il- 
lustrating his talk with 
models and slides. 


cutaway 
A question and an- 


swe! period followed his presentation. 


(Continued from page 94) 


Rochester Group 
Develops Warm 
Air Heating Code 


Rocuester, N. Y. The Registered 
Air Conditioning, Ventilating & Heat- 
ing Contractors Association Inc. has 
recently developed a Warm Air Heat- 
ing Compliance Code for Minimum 
Requirements. The code outlines min 
imum requirements for the protection 
of the community and of the ultimate 
purchaser or user of oil, gas or coal 
fired heating equipment. It discusses 
minimum design requirements, sizing 
of equipment, installation, perform- 
ance tests, permits required, and vio- 
lations. 

Officers recently elected by the as- 
Richard 


Charles 


sociation are: president, 


O'Grady; vice presidents, 
Calandra and George Hicks: treas- 
urer, Nicholas Meli; recording secre- 
tary, Lawrence Antzak; correspond- 
ing secretary, Robert Taylor; and 


sergeant-at-arms, Dom Gabrielli. 


5 Canadian Cities 
Offer Double Seal 


Heating Systems 


TORONTO Double Seal heating in- 
stallations are now being sold in To 
ronto, London, Kingston, Kitchener 
and Ottawa, according to the Nation- 
al Warm Air Heating and Air Con- 
ditioning Association of Canada. The 
association says that since making the 
program available to all heating deal 
er-contractors and manufacturers. it 
has received numerous inquiries on 
how to participate, 

Indoor ( omfort sf hools have been 
held thus far in Kitchener, Sarnia. 
Winnipeg. 


katoon. The 1959 program calls for 


Regina, Ottawa and Sas- 


a total of 22 schools which are undet 
the direction of P. E. 


nical director 


Coulter, tech- 
of the association, and 
R. M. Fitzsimmons, assistant techni 
cal director. 


(More association news on page 104) 





New! ... from American-Standard Air Conditioning Division 


Here's a top-quality, name-brand 
condensing unit-at an unbeatable price! 




















Here’s the “hottest” cooling combination on the market: the all-new 
AC-B Condensing Unit and one of these advanced-design evaporators! 


There’s an American-Standard evapo- 
rator for every installation—big home, 
small home, any size home (and for 


3-, 4- and 5-hp installations. All units 
have the added feature of an expansion 
valve with a thermally aged diaphragm 


small commercial jobs, too). Four 


for longer, more reliable service. Be 


models —RC-V, RC-H, RC-C and sure you see the new “specification” 


RC-B—for every furnace and duct- sheets 
work design, and in capacities for 2-, your distributor now! 


and the new low prices — at 





ACP—unmatched for price and value! 


It’s been called “the most underpriced air 
conditioning unit on the market!’’ But don’t 
let the price fool you—the ACP is a finely 
engineered quality unit. Just compare these 
features with any other package unit: twin 
compressors give continuous air circulation 
and positive humidity control, with either full- 
or half-capacity cooling automatically con- 
trolled by a thermostat; exclusive heat ex- 
changer cuts refrigerant temperature by an 
extra 20 degrees; powerful condenser fan gives 
unmatched cooling. And the ACP is protected 
by a Five-Year Warranty! 





BASEMENT 








Here it is—the finest 
condensing unit on the market! 


It’s the all-new AC-B Condensing Unit 
in 2-, 3-, 4- and 5-hp sizes. If you haven’t 
seen the “‘spec’”’ sheets on this equip- 
ment, be sure to contact your American- 
Standard Air Conditioning Division 
distributor today. And be ready for a 
surprise when you see the prices! For 
example, the suggested dealer price for 
the AC-2B, a 2-hp unit, is only $361.84. 
And this value is typical of the whole 
American Standard line! 


NEW AC-B HAS IMPROVED DESIGN 
THROUGHOUT! 


To start with, the AC-B is one of the 
most compact, easy-to-handle units 
made. This fact, plus these really ad- 
vanced design features, gives you a 
solid sales advantage: 


e Controls are sensibly located so you can 
reach them easily. 


Suction and liquid line valves in front 
for simplified servicing. 

High-voltage line current is supplied 
directly to condensing unit. 

Relay control panel has improved- 
design delay-sequence feature. 


Entire electrical system approved by 
Underwriters’ Laboratories for outdoor 
operation. 


4- and 5-hp units have two condenser 
fans and motors for maximum cooling 
efficiency. 


Add to the new AC-B any of the 
American-Standard evaporators, and 
you have the finest cooling system made. 


Amuncan - Standard and Standard® are trademarks of 
American Radiator & Standard Sanitary Corporation 


American-Standard 


AIR CONDITIONING DIVISION 
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PF-2002 Filter 
PF-200 Element 


Reduce 
your 
inventory 
problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 


In addition to supplying most requests from 
a minimum stock of four sizes, you can give 


| 
| 


your customers the five outstanding benefits 
of PurOlator Micronic filtration—no matter 
what filter is installed on their job. 


1. Water and acid resistant element. 


2. Uniform density filtering to .0005”. 





3. No channeling or ‘‘soft'’ spots. 


4. Will not shrink, distort, stretch, flake 
or deteriorate. 








5. A guaranteed filtering capacity of over 
100 gallons per hour U.L. approved. 


























p~ -MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 
This hand id h , instantly, the filt 
Seabees, Nh arabia Maa ig lash ecitds Piece Dept. B5-514, Purolator Products Co., Inc. 
refills which may be used, interchangeably, in all Rah N 
leading filter units. Se Sa ey 


Please send me copies of your Oil Burner Filter 


Pe U FR O LA TO rF Element Cross-Reference Chart. 


Name 


PRODUCTS, INC. Address 
“FIRST IN THE FIELD OF FILTERING” 


Rahway, New Jersey and Toronto, Ontario, Canada 
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WITH THE ASSOCIATIONS 


(Continued from page 101) 








TWO METHODS that dealer-contractors can use in 
selling warm air electric heating were described by Don 
Winegardner, Majestic Co., and Herbert Hoover, Ger- 
win Industries. Forced air electric furnace manual (left) 
is explained by Howard Mickles and Don Winegardner 
(right). Demonstration was provided by Harold J. Le- to Kenneth Rosenboom, Elmer Brown and Frank Mehr- 
Beck and L. E. McDermott, Joseph T. Ryerson & Son, ings. Electric heating element for use in a forced air base- 
lane board distribution system is explained by Herbert 
Hoover to Victor Rockel at right 


DEMONSTRATION of welding rigid plastic materials 


is made for benefit of dealer-contractor Harold E. Miller 


Plastics Solve Many Corrosion Problems 


APPLICATIONS for rigid, unplasticized 
polyvinyl chloride (known as pve) 
are rapidly increasing because of its 
ability to stand up under corrosion 
Harold J. Le- 


Ryerson and Son. 


producing conditions. 
Beck, Joseph T. 
Inc.. in his address to the Sheet 
Metal, Air Conditioning and Roof 


ing Contractors Association of Illinois 


COSTS of doing business at the contract 
ing level were outlined by W. L. Dulle 
(center) Souther [Iron Co., St. Louis. 
Dealer-contractors John Rubo Cleft) and 
Ralph Puterbaugh continue discussion 
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. . . encountered in production processes 
required by heavy industry. Dealer-contractors 
at Illinois convention are told how to fabricate 


at Springfield, named several applica- 
tions where pve has been successfully 
used. These include fume ducts, labo- 
ratory sinks, pickling tanks, funnels. 
photographic developing pans, splash 
guards, motor and chain guards. ma- 
terials conveying systems, and others. 

Advantages of pve listed by Mr. 


LeBeck are as follows: it is economi- 


APPRENTICESHIP training program is 
guided by (1 to r) Rollin L. Tippet, Jim 
Reuter and Harold Gallaspie, who are 
examining prize-winning fitting entered 
in annual apprenticeship contest 


polyvinyl chloride sheets 


cal, non-magnetic, non-sparking, 
lightweight; has low flow resistance ; 
doesn’t impart odors or taste to ma- 
terials being handled; does not sup- 
port combustion; minimizes sweat- 
ing; and resists weathering. 

One of the limiting factors in its 
use is a maximum temperature of 
160 F for most applications. Only 
under certain conditions can temper- 
80 F be handled. 


Pvc sheets can be fabricated with 


atures as high as 


tools used in most sheet metal shops. 
The only special tools needed are pve 
welding guns, a compressed air sys- 
tem and an arrangement for heating 
the plastic sheets. In fabricating, Mr. 
LeBeck said. it is important to avoid 
overstressing sections to force them 
into position. He advised against at- 
tempting to reform poorly fitting sec- 
tions by the application of heat to 
achieve a perfect fit because thermal 
(Continued on page 109) 
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A COMPLETE LINE OF AUTOMATIC CONTROLS FOR DOMESTIC HEATING 


RELIABILITY. Outstanding service through 
the years proves one big fact: the 
General Controls line can handle the 
job. So service-free you can install 
it and forget it! For pressure controls, 
temperature controls, thermostats, 
combination immersion contro/s, motor 
valves and relays...you can count on 
Hydronic controls by General Controls. 





APPLICATION: Hydronics 


EFFICIENCY. General Controls gives you 
fast, accurate control just the way you 
planned it and designed it. When the 
General Controls thermostat calls for 
heat...relays slip into place...valves 
open...the fan control turns on the 
fan at the exact right moment. Everything 
happens with the smooth, quick precision 
you expect from General Controls. 





APPLICATION: Warm Air 


SAFETY...is of first importance in the 
manufacture of all General Controls. 
When your system requires flame 
detectors, oi/ burner primary controls, 


fat 


combustion safety relays, oi! burner 
valves...know you can depend on the 
precision, the quality, the safety of 


Oil Heat contrc/s by General Controls. 





APPLICATION: Oil Heating 


SELECTION. You name the gas system... 
General Controls has the automatic 
control...or control system... 
for the job. It’s the complete line 
of automatic valves, regulator: 
thermostats.../ine voltage, 


tage, mi/llivo/tage 





vies geese ee 
sean CONTROLS 


y located plants. 


Field service by specialists 


out of 42 factory branch offices. A : stomatic ( 
Send for mplete Heating ° Glendale, Calif. * Skokie, Ill. © Guelph, Ontario, Canada 
Controls Catalog today. Six Plants—42 factory branch offices serving the United States and Canada 


trols 
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You Need Both to 
D0 THE JOB RICHT 
Geneca€ 


FILTERS and HUMIDIFIERS Model 1A-25A Nesaany oot 


General 1A-25A 
Bi ONE SELLS THE OTHER! Fuel Oil 


Millions of homeowners rely on a General Fuel Oil Filter Filter = 
for economy and protection against burner failure. Their 
satisfaction and freedom from worry has attached to the 
name GENERAL a mark of quality, synonymous with 
“trouble-free.” These same owners are your best pros- 
pects for a trouble-free, low-cost General Humidifier. 
When you sell or service a General Filter ‘‘do the job 
right’ — recommend a General Humidifier — service both 
with a single call! 


Hi-density Wool Felt Cartridge; 
lifetime construction. 


FAST, PROFITABLE INSTALLATIONS! 


No complicated assembling or fitting — both General 
Humidifiers and General Filters install with minimum time 
and labor. Template for cutting humidifier opening in 


plenum simplifies your job . . . makes every installation 


profitable! ; ys : : Model “800” 
en | GENERAL 
NO SERVICE CALL-BACKS! Mk Moisture - Matic 


Here again, you protect your profit. The ‘800 Humidifier : 4 featuring float- 
is trouble-free (no float, no tricky pan leveling). Special mA S less Auto-Valve and 
‘Porous Weave” plates resist clogging. General Filters “Porous Weave” 
have proved their dependability —on over 3 million Evaporating Plates. 
installations! 


HERE ARE THE FACIS 


SURE, YEARLY REPLACEMENTS! cnet Sate 9 8 PT 


GEMERA 


. ‘ rr ” aty featuets 
Once each heating season install a set of ‘Porous Weave THIS 


AU ON AND STE 

Evaporating Plates (tray holds up to 15) in every humidi- CHART kai 
CORROSION PROOFED 
fier you service, and a genuine General Filter Replace- CAN MSIOE AND OUTSIOE 
ment Cartridge in every filter. You make a handsome OPEN SS 


mLET AND OUTLET 
extra profit—and your customers are fully protected! 


CHORE OF mueET 
YOUR Sa. 
CENTER BOLT 
EYES Al 


OVER 300 LBS 
NON SWELLING 


A GENERAL PRODUCT FOR EVERY HEATING NEED wena oasners 


DEPTH TY 
WOOL FELT ELEMENT 
PATENTED LINT 

MOV a! 
ONDENSATION AND 
MONSTURE PEMOVAL 


ARGE SUMP AREA 
TRAPS WATER SCALE 
TOTAL MEY PearuRES 





On TERS OFFER MORE 
MORE BURNER PROTECTION mort Cust 


2A-700A 24-300 2A-17A Model 90 Clean Right Compares Generals with other leading 
Filter for Filter for Filter for Water Trap for Soot Remover makes of filters. Only General Filters 
Large Homes Depth Filtration Heavy Fuel Oils side or bottom removes up 12" have all 10 features which influence 
outlet tank layer in 2-5 sales. Write for handy pocket-size 


minutes! reproduction. 
Member of The Humidifier Association 


GENERAL FILTERS, INC. 


43800 GRAND RIVER AVENUE ee NOVI, MICHIGAN 
Canadian General Filters Ltd., 39 Crockford Blvd., Scarborough, Ontario 
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Good Housekeepin 


: 2D “ 
45 apwcoriste 1 


Compare before you invest. Get all the details 
on the things you can't see, the things that make 
up the ‘‘HISTORY'' of the MOR-SUN name. 
Today's units do much more than just look modern 
and heat well. Our modern plant and equipment 
produces more efficiently, reduces production costs, 
uses automatic methods that produce parts which 
assure closer tolerances and kitten-quiet operat- 
ing units! 

The MOR-SUN streamlined organization gets 
things done faster with less conversation and 
paper work, a savings passed on to you. A well 
integrated publicity and promotional program 
directed at the dealer level helps to build sales 
faster in your local area. There's more to the 
MOR-SUN line than just a shiny casing. 

Check on it today! 


MOR SSUN 


HEATING AND AIR CONDITIONING 
MORRISON STEEL PRODUCTS INC. 
BUFFALO 7, NEW YORK 


vy 
. 
ww 


If there’s room for a 
pencil point, there’s room 
for improvement in your 
air distribution system ! 





Only Witutamson Seq/-T ite’ duct, pipe & fittings 
offer you all these profit-making advantages... 


no heat leakage, no ‘‘dirt’’ 


efficient distribution ever 


complaints . . . most @ parts numbered to save time in design, ordering, load- 
ing, warehousing, inventory... less shop time, more 


patent applied for and copyrighted . . . exclusive to field time. 


Williamson Seal-Tite dealers. 


parts cartoned . . . saves warehouse space, reduces 


neatest appearance on the market. . . space-saving, losses due to dirt, damage and distortion. 


tailor-made look. 


every fitting a perfect fit...saves up to 8 hrs. per job. 


streamlined design ... reduces air friction to new low 
. increases efficiency to a new high! 


*TM, Pat. Pending 


THE WILLIAMSON COMPANY «+ 3310-P5 MADISON ROAD «+ CINCINNATI 9, OHIO 


Send me further information on: ( Williamson Seal-Tite Duct, Pipe and Fittings z 


1) Williamson Gas, Oil and Coal Furnaces [ Williamson AlRefrigeration Cooling Units 


NAME FIRM 


ADDRESS 


CITY ZONE © STATE 
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Illinois Convention ae (Continued from page 104) 


s 


OFFICERS FOR 1959 are: Seated (1 to r): A. H. Schroeder, Champaign, treasurer ; 


Jay E. Harms, Peoria, secretary 


; Tom Novak, Chicago, chairman of the board of 


directors; Martin P. Lauerman, Galesburg, president; and Herbert Drews, Dan- 
ville, vice president. Standing: Directors George Sturm, Macomb; E. A. Schmidt, 
Springfield; Edward Godlewski, Rockford; John Rubo, Batavia; Frank Mehrings, 
Peoria; Wm. Schroeder, Champaign; and Lee Wagener, Peoria. Not shown are 
Directors Lou Reining, Chicago; Rollin Tippet, Waukegan; Robert W. Taylor, 


Decatur; and Carl Barry, Bloomington 


stresses will be retained in the heated 
area of the sheet after cooling and 
will reduce resistance to fracture at 
the point where the stress occurs. 
Accuracy and care in laying out parts 
is highly recommended. 

Hot air welding of pve sheets over 
3/32 in. thick provides a homogene- 
ous bond distinctly different in char- 
acter from that of metal welding. Pve 
weld strength equals 85 percent of 
the tensile strength of the base mate- 
rial. 

Sheets are prepared for welding by 
beveling the meeting edges at be- 
tween 60 and 80 deg with a sander 
or jointer. All grease and dirt must 
be removed from both the weld sur- 
face and welding rod as foreign ma- 
terials cause a weak joint. A space of 
1/64 in. must be left between the 
beveled edges of the parts to be 
welded, for the filler rod. The barrel 
of the welding gun contains an elec- 
tric resistance heater that heats the 
air to about 600 F. The air is dis- 
charged at about 20 lb pressure and 
softens both the edges of the sheet 
material and the welding rod to form 
a homogeneous joint. 


AMERICAN ArTISAN, May 1959 


j 

PREVIEW of silver shield program is 
given Peter Jungles (left), Fox Valley 
association director, by Richard von 
Munkwitz, public relations department of 
National Warm Air Heating and Air 
Conditioning Association 


When the rod is moved faster than 
it flows into the joint, elongation of 
the rod occurs, causing a poor weld. 
It requires practice to learn the best 
rates to use in welding with plastics. 
The 14 in. rod permits a rate of 
about 4 in. per minute. As a rule, 
the welded surface should equal or 
exceed the thickness of the sheet be- 
ing welded. 


(More association news on page 112) 


(Continued from page 104) 


Ohio Association 
Holds Warm Air 
Heating Seminar 


Co_umsus — “What is the main fac- 
tor affecting profit-making in the 
heating and air conditioning business 
today?” This was the first question 
brought up at the recent warm air 
heating and air conditioning seminar 
held by the Ohio Sheet Metal Con- 
tractors’ Association in Columbus. 

The panel placed the blame for low 
profit margins on dealer-contractors 
who sell low quality jobs instead of 
promoting good quality installations 
at a price that assures a fair profit. 

Other questions considered by the 
panel during the meeting were: 

1) How can we control the opera- 
tions of inexperienced newcomers? 

2) Are wholesalers helping or hurt- 
ing large city dealer-contractors? Are 
some of them in the retail business, 
selling through so-called “captive” 
dealer-contractors ? 

3) Are we going backwards by 
manufacturing cheaper equipment? 

The panel answered these questions 
as follows: 

“1) This is a business dealing with 
highly explosive fuels that could 
jeopardize the safety of the customers. 
Therefore, stringent licensing ordi- 
nances are needed in cities, counties 
and fringe areas around cities. The 
possibility of requiring performance 
bonds along with licenses should also 
be considered. 

“2) The wholesaling function is 
heartily endorsed. However, this panel 
believes that dealer-contractors should 
not patronize wholesalers who put 
dealer-contractors in business in com- 
petition with other dealers and then 
keep them in business financially. 

“3) Definitely yes. And it is up 
to the dealer-contractor to see to it 
that manufacturers concentrate on 
the production of quality equipment. 
If dealer-contractors will promote the 
sale of better equipment with better 
features, that is the type of equipment 
that manufacturers will produce.” 
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SYMBOLS OF 
WANTEDNESS 


THIS is the book 


for reaching the KEY factors in 


CENTRAL RESIDENTIAL AIR CONDITIONING 
WARM AIR HEATING 


SHEET METAL CONTRACTING 
Check . . 


. and you’ll see! 75 to 80% of the total business in Central 
Residential Air Conditioning, Warm Air Heating, and Sheet Metal 
Contracting is done by 20 to 25% of the dealers and contractors. These 
are the KEY dealer-contractors—the concentration of buying power 
reached so effectively, so provably only in AMERICAN ARTISAN. 
Get the facts on this KEY book, its 100% paid circulation, and the 
big market it opens up for you. Write us today. 


AMERICAN ARTISAN 


KEENEY PUBLISHING CO. AIR CONDITIONING HEADQUARTERS 


6 N. Michigan, Chicago 
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Competitively Priced... Completely NEW in engineering —design 


(Waterbury | 


The WATERMAN-WATERBURY CO. 


MINNEAPOLIS 13, MINNESOTA 
‘“‘World-famous for Perfect Comfort” 
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‘‘Cushioned Heat’’—Single point sus- 
pension on heat exchanger for more efficient, 
hush-quiet operation. 


‘‘Home Appliance” color and styling. 
Shipped completely assembled. 


yh 8 models—Hi-Boy and Lo-Boy 
80, 000, 115,000, 150,000 BTU; Downflo 80,000, 
115,000 BTU; for all types of Gas. 


Get all the facts on the sensational new 
“Three G”’ line from your Waterbury distributor. 
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Mercer County Officials Visit Kalamazoo, 
Get Details of Silver Shield Program 


KALAMAZOO. MicH. How the Kal- 


amazoo Indoor Comfort 


Bureau is 
progressing, its major problems and 
the benefits it brings to groups of lo 
cal dealer-contractors were recently 
studied by representatives of the Mer- 
cer County (Pa.) Warm Air Heating 


and Air 


Representing the Mercer association 


Conditioning Association. 
were Bernard Lawrence, Greenville, 
Pa., chairman of the board of direc- 
Ed Zipay, Sharon, Pa.. 


president of the Mercer County asso- 


tors, and 


ciation. 
Members of the Kalamazoo group. 
Glen W. Harold 


Guernsey, acted as hosts and con- 


Rynbrand and 


ducted the visitors on a tour of both 
completed and in-progress jobs where 
inspection details were outlined. Af- 
ter completing the tour, the visitors 
attended a bi-monthly meeting and 


interviewed other members of the 
bureau. 

Details of the Silver Shield System 
were reviewed and continuing sales 
promotion plans discussed for the 
benefit of the visitors. It was decided 
that the present plan of publishing a 
1/3 page weekly ad in the Saturday 
home section be continued for the 
next six months and that three daily 
radio spot announcements be contin- 
ued, 

Procedures used in the recent 10 
week School 


Indoor ( ‘omfort 


were 
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MERCER County 
(Pa.) association rep- 
resentatives inter- 
view officers of the 
Kalamazoo Indoor 
Comfort Bureau to 
obtain information 
on problems encoun- 
tered in launching a 
local Silver Shield 
program. From left 
are: Lewis Andrus, 
Bernard Lawrence, 
Ed Zipay and Har- 


old Guernsey 


outlined and communications received 
from the 28 students expressing their 
wholehearted endorsement of the in- 
formation presented were read. 
Mercer County association repre- 
sentatives received unbiased opinions 
on specific problems they believe may 
have to be solved before it will be 
possible to start a Silver Shield pro- 
gram in the locality served by the 


association. 


Reciprocal Licensing 


Popular in Detroit Area 
The Detroit Warm Air 


Association 


DETROIT 
Heating reports — that 
there are now 79 communities par- 
ticipating in the reciprocal heating 
licensing agreement. Participants in 
the reciprocal refrigeration licensing 
agreement include Detroit, Highland 
Park, 
Farmington Township. Expected to 
join soon are Allen Park. Royal Oak. 
Redford 


Dearborn. Farmington and 


Roseville, Livonia and 
Township. 

The association has notified its 
members that the recommended re- 
frigeration systems code has been re- 
vised to include the following pro- 
visions: 

1) A permit will be required for 
a unit of any rating which is so in- 
stalled as to project over public side- 
walks or thoroughfares. This ruling 


hail ote Vath 
Use Photographs 
To Up Sales — 
Rochester Speaker 


Rocuester, N. Y. Speaker at a 
recent meeting of the Master Sheet 
Metal, Furnace and Roofers Associa- 
tion was Gerald Hahn of the Hahn 
Photo Center. Mr. Hahn pointed out 
that photography is an excellent mer- 
chandising tool, can be a valuable 
aid to dealer-contractors in promot- 
ing the sale of heating and air con- 
ditioning equipment. 


1000 New Members for 
OHI Distribution Division 


New York City — Three new chap- 
ters were recently admitted to the 
Distribution Div. of Oil Heat Insti- 
tute of America. They are: Fuel Mer- 
chants Association of New Jersey, the 
New York State Fuel Merchants As- 
sociation, and the Tri-County Petro- 
leum Association (upstate New 
York). Pat Caputo, chairman of the 
division’s committee, 
said the new chapters will add about 


membership 


a thousand members to the division. 
1959.” he 
Division 


“By September 
“the Distribution should 
number 4600 to 5000 members. 


stated. 





applies whether the unit is for resi- 
dential, commercial or industrial ap- 
plication. 

2) It is the responsibility of the 
installer to insure that sections 8.3 
and 15.10 of the code are complied 
with at the time an installation is 
“Clear 


space adequate for inspection and 


made. Section 8.3 reads: 
servicing of condensing units or com- 
pressor shall be provided.” Section 
15.10 states: “All refrigerating sys- 
tems shall be maintained by the user 
in a clean condition, free from ac- 
cumulations of oily dirt, waste, and 
other debris, and shall be kept read- 
ily accessible at all times.” 


(More association news on page 116) 
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Where to Look for Profitable Stainless Jobs 


In the vast majority of the thousands of church building 
programs undertaken each year, at least one and often 
several sets of kitchen facilities are planned. This is your 
opportunity for stainless steel sink and counter-top business 
in your community. 

It’s attractive business, too. For one thing, these kitchens 
will have hard usage, so the durability of Armco Stainless 
Steel plus its ease of cleaning appeals to the builders. Im- 
portant to you, most of these jobs have to be custom-fabri- 
cated to meet special requirements, 


Other Job Opportunities 
Cooking facilities in schools, nurses’ homes. offices, exec- 
utive dining rooms, fire stations, police stations, and many 
others, too, can profit by the special advantages of sinks 
and counter tops made of Armco Stainless Steel. 

So can you! Each stainless installation you do will help 
sell additional jobs. Chances are that you won’t need any 
new equipment to get in on this business, either. Further- 


more, high quality Armco Stainless Steel is readily available 
from your nearby Armco Distributor. 

For fabricating assistance or a copy of the new catalog. 
“Armco Stainless Steel—Sheets, Strip, Plates,” contact your 
Armco Distributor or fill in the coupon and mail it to us. 


New steels are 
born at 
Armco 


) 
J 


ARMCO STEEL CORPORATION 
1319 Curtis St., Middletown, Ohio 


Send me the name of the Armco Distributor 
nearest me. 


Your catalog, ‘‘Armco Stainless Steel — Sheet 
Strip, Plates.’’ We fabricate 


Name 
Company 


Street 


ee ee ee ee ee ee 


ARMCO STEEL 





Armco Division * Sheffield Division * The National Supply Company * Armco Drainage & Metal Products, 
Inc. « The Armco International Corporation * Union Wire Rope Corporation * Southwest Steel Products 
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3M Brand Adhesives and Sealers 
answer these insulation needs... 


HIGH HEAT RESISTANCE. Rugged Adhesive EC-1128 
holds tight despite temperatures as high as +300° F. 
And it resists moisture so that steam can’t loosen the 
bond! Even when temperatures drop to —20° F, it 
still holds insulation to the duct. What’s more, 
EC-1128 provides instant grip... yet plenty of open 
time to let you position the insulation without rush- 
ing. With EC-1128 you can also bond lapped foil-to- 


foil seams to keep insulation dry for top performance. 


FLEXIBILITY. Resilient Sealer EC-800 stays rubbery, 
flexes with duct expansion and contraction. It’s ideal 
for high velocity systems! Sets up firmly at duct 
joints; won’t flow out of seams under pressure. Apply 
EC-800 with brush, flow gun or putty knife. Once 
dry, EC-800 forms a tight seal that actually adds 


structural strength to duct work. 


SEE WHAT 3M ADHESIVES CAN DO FOR YoU. Contact your 3M 
Field Engineer. Or, for more information and free 
literature telling how time-tested 3M Brand Adhesives 
and Sealers can help to solve virtually all your insula- 
tion installation problems, write on your company 
letterhead to: A.C.&S. Division, 3M, Dept. YJ-59, 
900 Bush Avenue, St. Paul 6, Minnesota. 


ADHESIVES, COATINGS AND SEALERS DIVISION 
WMiinwesora (ffinine ann ]YJanuracturinGc comPANY 


«++ WHERE RESEARCH IS THE KEY TO TOMORROW 
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AND HAVE THE RIGHT EQUIPMENT, AT THE RIGHT PRICE, EVERY TIME! 


Now you can fill every need, solve any problem with Typhoon’s exclusive residential, commercial and industrial equipment! 
A full range of air cooled units from 2 tons to 20 tons, both packaged and as split systems. Water cooled units from 3 tons to 75 
tons. Remote air cooled condensing units to 20 tons, water cooled to 75 tons. Gas and oil fired furnaces in horizontal, vertical 
upflow and counterflow types. And now, Typhoon’s line of compact air-to-air heat pumps will open a new era in air conditioning 
for you. Each and every unit with built-in Power Reserve—a combination of superior components and oversize parts that insures 
dependable performance above rated capacity through all weather extremes. All copper condensers in water cooled units, largest 
coil surfaces and rugged 11 and 14 gauge metal cabinets. Find out how Typhoon quality and flexibility can add to your reputation 
for getting the job done better, faster, more economically—with more profit for you. 


Typhoon Air Conditioning Company, Division of Hupp Corporation 
505 Carroll Street, Brooklyn 15, New York 


(] Have a representative call me for an appointment. 


[) Please send full product literature. 
TYPHOON 


wsvIsIOR OF BEEP CORPoeaTION Name__— es 


Firm 


ee 
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Detroit Bureau Begins 
Heating Inspection Program 


DETROIT The Better Heating and 


Cooling Bureau of Detroit reports 
that investigations conducted under 
its field inspection program have dis- 
closed conditions detrimental not 
only to the heating industry, but also 
to the health, welfare and safety of 
the general public. The following is 
excerpted from a recent report by 
one of the bureau’s inspec tors: 

gas fired furnace has been in- 
stalled in a small inside room with 
access from an inside hall through 
two louvered doors. \ gas fired wa- 
ter heater has also been installed in 
this room and is connected to the 
same chimney flue. The warm air 


ducts have been installed in the attic 


Fresno Association Has 
Silver Shield Meeting 


Members of the 
Sheet Metal Contractors of Central 


California heard a report on the Sil- 


Fresno, Catir. 


ver Shield guaranteed warm air com- 
fort program at their recent monthly 
Fresno. A sound 
film, produced by the National Warm 
Air Heating and Air Conditioning 


Association, was presented by Dar 


meeting held in 


Knowles, executive manager of the 
Warm Air Heating Institute’ of 
Northern California. 


l, 


RICHARD E. BAIRD (left), president 
of Central California association, dis- 
cusses Silver Shield program with Rol- 
and R. Taylor, a director of National 
Warm Air Heating and Air Conditioning 
Association 
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space with stacks dropping to low 
wall or baseboard registers located 
on inside partitions. 

“The return air system consists of 
a 24 X 15 filter and filter housing 
not connected to a return air duct, 
but depending solely upon the return 
air from the building entering the 
furnace room through the louvered 
doors. 

“The furnace is rated at 100,000 
Btuh input with a blower capacity of 
840 cfm under a suction pressure of 
0.05. Since there is no ductwork con- 
nected to it, there would be no pres- 
sure exterior to the furnace and the 
blower undoubtedly would handle in 
excess of the rated capacity which 
could cause a negative pressure in 
the furnace room, resulting in a down 
draft and removal of flue gases or. 
in case of flame failure, raw gas from 
the unit. 

“This is a dangerous condition and 
must be corrected immediately. 

“The builder proposes to close the 
existing return air openings to the 
16 grille 
in the wall facing the family room. 
This would be a violation of FHA 
MPR 1004 6.4 which reads as 
follows: ‘Return air inlets shall be of 


furnace and install a 24 


sufficient number and so located that 
return air from any room will not 
pass across the normally occupied 
areas of another room in such a man- 
ner as to cause objectionable draft. 
The cfm capacity of warm air inlets 
ind ducts shall be not less than the 
designed cfm capacity of the supply 
system. Grilles for return air shall 
he sized so that the velocity of air 
through free areas will not exceed 
500 fpm.’” 

The bureau states that on its rec- 
ommendation the builder will be re- 
quired to have the heating system 
installed in accordance with the Gas 
and Oil Burner Safety Ordinance, 
and also in compliance with FHA 


minimum property requirements. 


(Continued from page 112) 


Toledo Association 
Names O'Connor 
President for ‘59 


ToLtepo, O. — Annual election of 
officers was held at a recent meeting 
of the Toledo Heating and Air Condi- 
tioning Contractors’ Association. Joe 
O’Connor was elected president; Ed 
Mullin, vice president; B. Walbold, 
secretary; and Al Gogolin, treasurer. 
Bud Witte was named trustee for two 
years; Jim Pugh, trustee for one 
year; and Bob Fry and Lee Faunce, 
alternates. The new president will 
base his 1959 program on the opin- 
ions of members as expressed in a 
recent survey made by the associa- 
tion. 


New Officers 


For Merchandisers 
BincHAMTON, N. Y. — The Mer- 


chandisers’ Association, the auxiliary 
to the New York State Sheet Metal 
Roofing and Air Conditioning Con- 
tractors’ Association, Inc., has elected 
officers for the coming year. They are: 
John J. Ryan, Follansbee Metals, 
Rochester, president; A. R. Wheeler, 
Whitehead Metal Products Co., Buf- 
falo, first vice president; Robert F. 
Powell, Brace-Mueller-Huntley, Inc.. 
Rochester, president ; 
Fred C. Baumbach, Climate Equip- 


second vice 


ment and Supply Co., Inc., Rochester. 
Albert Nelson Paden. 
Labco, Inc., Rochester, secretary; 
Paul W. Lane, John B. Davie Co., 


Rochester, sergeant-at-arms. 


treasurer; 


Directors for the term ending 1960 
are: Thomas E. O'Neal, Follansbee 
Metals, Rochester, and Linus D. 
Brown, Brace-Mueller-Huntley, Inc., 
Rochester. Elected for terms ending 
in 1961 are: A. R. Wheeler, White- 
head Metal Products Co., Buffalo, 
and Fred C. Climate 
Equipment and Supply Co., Inc., 
Rochester. Elected to 
1962 are: F. 


(Continued on page 120) 


Baumbach, 


until 


David 


serve 
A. Johnson, 
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SNIPS AND SHEARS 


Compound Leverage, Double Cutting, 
Straight, Combination, 
Extra Heavy and Bench Type 





HOLLOW PUNCHES 





RIVET SETS AND 
HEADERS 


BRACE AND WIRE BENDER 


~»% 


Bray 
f 
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Hand [eols 





that make it easier 
for sheet metalworkers 
to do a better job 





MALLETS AND HAMMERS 


BENCH PLATES AND STAKES 








t 
J i ce " i ——— 
| i od 
5: Riveting Setting 1 
Raising 5 ? : 
CIRCUMFERENCE RULES & STRAIGHT EDGE wai —- = ‘ 
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F (ACE RR he 


ROOFING FOLDER 


Cut it! Punch it! Bend it! Join it! 
Whatever the sheet metal job, there’s 
a Niagara Tool you can 
count on to do it easier and better. 
Like hundreds of thousands of satisfied sheet 
metalworkers, you, too, will like the heft, 
feel and ruggedness of these tools ... and X\ 
you're sure to find the right one in the size you need. 
The next time you need a tool, make it a Niagara. 
It'll help you turn out neat, clean, 
quality work ... faster and better. For ease in 
ordering, Niagara’s NEW Bulletin 78 is now available. 
It’s a hand tool guide for sheet metalworkers, 
not only illustrating and describing 
the long established line, but 


sd 


ee 


DOUBLE SEAMERS 


PIPE CRIMPER 


” a“ 


also introducing nine new shears and 
snips. Get this New Bulletin 78 
today by writing to: 


NIAGARA MACHINE & TOOL WORKS, BUFFALO II, N.Y. pa 
DISTRICT OFFICES 


Boston @ Buffalo @ Cleveland @ Detroit @ Indianapolis 
New York @ Philadelphia 


Distributors in principal U.S 





~y 


America's Most Complete Line of Presses, Shears, Press Brakes, Other Machines and Tools for Plate and Sheet Metal Work. 











“You've got to get 


on the trail fast these days’ 


DODGE REPORTS help you flush out 
live opportunities 


Successful contractors know that information and timing 
are vital to getting business in the competitive new building 
market. That’s why the smart contractor uses Dodge Reports 

to select the jobs he wants to go after ... jobs he knows 
will be profitable . . . and to find out exactly when and 
where to act. 

Dodge Reports are mailed to you daily. They tell who’s 
going to build what and where in your area... in the 
types of construction you're interested in. 


You know at a glance whether any given project is right 
for you. You know when bids (and re-bids) are wanted 
and you know with whom you're competing. You never 
miss an opportunity for lack of the facts. 

If you do business anywhere within the 37 eastern states, 
you should learn how Dodge Reports can improve your 
operation and your profit picture ... keep you ahead of 
competition. Get complete information on Dodge Reports... 


WRITE FOR FREE BOOK 


F. W. Dodge Corporation, Construction News Division, 
119 West 40th Street, New York 18, N. Y., Dept. AA5S9 
Send me the book “Dodge Reports 


in the general markets checked below. 


[-) House Construction [] General Building 


] Engineering Projects (Heavy Construction) 


Area 
Name 
Compony 
Address 


City _ 


How to Use Them Effectively” 
and let me see some typical Dodge Reports for my area. I am interested 


Dodge Reports 


For Timed Selling 
CoM elm @rovet-eattoisley eM beloltt ita 
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Easier Fabrication, 
Healthier Profits 
with J&L Stainless 


Because good housekeeping is essential to good 
merchandising, but a heavy drain on profits, modern retailers 
insist that showcases and store fronts be made of 

carefree stainless steel. 


costs, healthier profits for your customers. J&L stainless \ 
steel can mean healthier profits for you. . 


J&L’s new Louisville, (Ohio) plant produces quality 
The guage accuracy uniform finish uniform temper stainless steel to extremely close gauge tolerances, 
and consistent quality of J&L stainless steel mean easier 
fabrication, less wear on tools, more accurate shop 
work that reduces costly on-site labor. 


Stainless steel’s lasting beauty means lower maintenance e 


J&L leads the industry in melt shop standards for 
stainless steel, the point where quality starts—and 
healthier profits begin. 


Wh Plants and Service Centers: 


Los Angeles * Kenilworth (N. J.) « Youngstown « Louisville (Ohio) © Indianapolis + Detroit SHEET > STRIP > BAR + WIRE 


Jones & Laughlin Steel Corporation + STAINLESS and STRIP DIVISION e+ Box 4606, Detroit 34 
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ARI Holds Progress Meeting 
On Certification Program 


REPORTS GIVEN AT RECENT PROGRESS MEETING indicate that Unitary Cer- 
tification Program is receiving enthusiastic acceptance. Standing (1 to r) are: M. B. 


Watts, Frick Co.; 
American-Standard Industrial Div 
Corp.; R. L. Sherrill Jr., 
H. H. Ward, Frigidaire Div.., 
Frank | 
Seated (1 to r): T. L 
Heating & Air Conditioning Div., 
Rheem Mfg. Co., 


Div., Chrysler Corp.; 
Corp 


John A. Gilbreath, Typhoon Air Conditioning Co.; J. W. Hosler, 
; D. H. Crawford, York Corp.; D. E. 
Westinghouse Electric Corp.; T. H. 


Fox, York 
Ford, Fedders Corp.; 


General Motors Corp.; Sydney Anderson Jr., Airtemp 

Purcell, Carrier Corp.; and A. E. Meling, Carrier 
Harriman, American-Standard; Lee Wilcox, Janitrol 
Surface Combustion Corp.; Edward L. Davis, 
Frederick J. Reed, chief engineer, ARI; Miss Mary Jane Stewart, 


assistant director, ARI; Coit Lytton, chairman of Unitary Air-Conditioner Section; 


Geo. 5 


; Burl ¢ 
W. Wyckoff, Airtemp Div., Chrysler Corp 


Faust, General Electric Co 


Wasnincton, D. ¢ Members of 
Air-Conditioner Section 
Air-Conditioning and Refrig- 


Institute met 


the Unitary 
of the 
eration recently — in 
Washington to discuss the progress 
of the Unitary Certification Program 


[ nder 


the program, participating manufae- 


and to plan, future activities. 


turers agree to produce, test and rate 
air conditioning units in accordance 
with ARI standards. Participants also 
agree to “random” testing of thei 
certified produc ts by a laboratory un- 
der contract to the institute. A’ seal 
with the inscription, “This unit has 
been certified as complying with ARI 
Standard 210° is affixed to equip- 
ment meeting ARI requirements. 
According to Coit Lytton, chair- 
man of the Unitary Air-Conditioner 
Section, the program, which was de 
veloped by ARI in cooperation with 
the National Warm Air Heating and 
Air Conditioning Association, is a 


powerful sales tool for both dealer- 
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Jones Jr., managing director, ARI; 


A. F. Ward, Worthington Corp.; F. H. 
Brown, National-U.S. Radiator Corp.; and Paul 


contractors and distributors. “They 
have in this seal the guarantee of the 
integrity of an industry,” Mr. Lytton 
points out. “It will give them, in ad- 
dition to the good name of the man- 
ufacturer whose product they offer. 
the reputation of two national trade 
associations of manufacturers, backed 
up by the results of thorough tests by 
an independent testing laboratory of 


the equipment they sell.” 


Fan Performance 
Discussed at Boston 


Highlight of a_ recent 
meeting of the Sheet Metal and Air 


Conditioning Contractors Association 


SOSTON 


of New England was a demonstration 
Electric Corp.'s 
Sturtevant Div. showing the effect 


by Westinghouse 


of inlet and outlet connections on fan 
performance. Members agreed that 
the demonstration “cleared up a lot 


of mystery as to fan curves.” 


Merchandisers 
Elect Officers 


(Continued from page 116) 
Levow, Brooklyn, and Richard G. 
Jones, American Brass Co., Buffalo. 

Zone delegates are: John J. O’Don- 
nell, Inland Steel Products Co., Buf- 
falo; J. F. Whitmeyer, Revere Cop- 
per and Brass, Inc., Buffalo; Donald 
J. Maslyn, Littlecote Co., Rochester; 
Primo Ponti, Whitehead Metal Prod- 
ucts, Binghamton; O. E. Perry, Amer- 
ican Brass Co., Syracuse; B. N. Hun- 
tington. Revere Copper and Brass, 
Inc., Utica; Charles Hannon, White- 
head Metal Products, Albany; F. A. 


Johnson, David Levow. Westchester. 


Zahner New President 
Of Kansas City Group 


Kansas City, Mo. — The Sheet Metal 
& Air Conditioning Contractors As- 
sociation of Greater Kansas City has 
elected Leo Zahner to serve as presi- 
dent during 1959. Jim Dukelow was 
elected vice president; George Batt- 
mer, secretary; and Hap Johnson, 
treasurer. New directors are Bob 
Peterson (past president), Tom Daly 
and George Gieske. 


OHI of New Jersey 
Launches Statewide 


Promotion Program 
N. J. The Oil Heat 
Council of New Jersey has launched 


a three-pronged 


NEWARK, 
advertising cam- 
paign stressing the comfort, conven- 
ience, dependability and safety of 
fuel oil for heating. Three media are 
being used newspapers, posters. 
and radio. Funds for the campaign 
were raised by local dealers who are 
members of the Oil Heat Council of 
New Jersey, with matching funds be- 
ing supplied by the major oil com- 
panies. 


(Coming Events on page 124) 
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New 
Metal 
Gas Vent 
| By 

Van-Packer __. & 





| 
| 


Double-wall vent with inter- 
locking joints for easy assembly 


The best performance features of air insulated gas vent systems are in- 
corporated in the new Van-Packer system: (1) Unbroken air movement 


from draft hood tocap (2) Gas tight joint construction (3) Safety through 
low wall temperatures. 


The Van-Packer gas vent is strong too. The outer wall is durable 28 gauge 
galvanized steel. Inner wall is .016 inch aluminum. 


As far as assembly goes, you need nothing — no tools, just push-snap- 
twist. Joints are smooth, too. No sharp edges or corners to cut fingers Attractive Van-Packer cap is new 
or tear gloves. symbol of quality in metal gas vents. 


Van-Packer gas vent pipes and fittings meet all gas venting situations, 
building and code requirements. The round vent pipes are sized from 3 to 20 
inches in diameter and the oval pipes are in 4 and 5 inch sizes, UL listed 
for Type B and Type BW service. 


Only Van-Packer, world’s largest manufacturer of flues, offers you Metal 
or Masonry Gas Vents, All-Fuel Masonry Chimneys and Prefabricated 
Refractory Smoke Stacks. Write for Gas Vent Catalog WGS-34-11. 


VANIFRPAGIKER) 


Division of FIINTKOTE America’s Broadest Line of Building Products 


Van-Packer a. a 4 1232 McKinley Ave., Chicago Heights, Ill. » Skyline 4-4772 28 gauge galvanized steel outer wall 
and .016 inch aluminum inner wall. 
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“WE'VE USED WISS FOR THE PAST 30 YEARS 
—AND WE'LL USE THEM FOR THE NEXT 30!” 


—says Droste Heating & Sheet Metal Co., St. Louis, Missouri 


ALWAYS 


“Of this you can be sure,” says Lewis Droste. “As long as 
Wiss makes snips, Droste will use them. 

“Over the past thirty years since we first started in busi- 
ness we've put Wiss Snips to every conceivable test, and 
always they come through with flying colors. I know of no 
other snips that stay so sharp, last so long, and do so many 
jobs.” 

Mr. Droste echoes the sentiments of thousands of sheet 
metal craftsmen across the country. Based upon their re- 
ports, Wiss has developed a surprising fact: the cost of 
owning Wiss Snips averages less than 25¢ per year of use. 
So whether you seek economy or quality, you can’t miss 
with Wiss! Order from your industrial jobber or dealer. 


A CUT 


ABOVE 


Inlaid @ Metal-Master e Solid-Steel 


WISS INLAID BLADE SNIPS cut with lasting sharpness, tre- 
mendous power. High carbon crucible steel blades, welded to 
hot drop-forged frames. Complete range of sizes, 11/2” to 17”. 
Models: straight cutting, circular cutting, curved blades, and 
bulldog notching. 


WISS METAL-MASTER AVIATION SNIPS, with amazing com- 
pound action, cut with half the effort required by conventional 
snips! They are preferred by many for their compact size, and 
ability to make intricate cuts. Left, right and straight cutting 
models, only 10” long, cut 18 gauge metal. Bulldog combina- 
tion model, 98” long, cuts 16 gauge stainless steel! 

WISS SOLID STEEL SNIPS, made from a special grade of 
solid tool steel, are available in straight cutting, circular cutting 


and bulldog models from 7” to 16”. Priced slightly lower than 
inlaid snips. 


Made by Metal Craftsmen for use by Metal Craftsmen 


J. witiss &@€ SONS CO., NEWARK 7, N. J. 


World’s Largest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Shears, Metal Cutting Snips and Garden Shears 
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COMPETITION 


BEND IT, TWIST IT... it’s tough as nails! That handsome 


Epon® finish on Lima Registers is here to stay—actually pulled elec- 
trostatically into crevises, around corners, and baked on permanently. 
Even punishing treatment pictured shows no chipping or flaking! 
Never a rust problem. Another Lima Mark of Quality that pleases 
customers—pays off for you. Send for latest Lima catalog of 
Registers, Diffusers and Grilles. 


} 
INSTALL LIMA FOR HEATING & COOLING £4@4¥@ REGISTER CO., LIMA, OHIO 
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Distributors’ Meeting Features Talks 
On Administration, Sales and Marketing 


PITTSBURGH Highlight of the re- 
cent spring meeting of the National 
Association of Sheet Metal Distribu- 
tors was a management forum where 
members exchanged ideas relating to 
problems encountered in the fields of 
general administration, sales and 
marketing. Topics discussed included 
cost control and economies in opera- 
tion; inventory control methods; the 
handling of slow-moving items; ef- 
fective types of advertising and the 
importance of manufacturer-distribu- 


tor cooperative advertising; collec- 


tion problems; and house organs and 
internal communications. Also cov- 
ered were the selection, training and 
compensation of salesmen; _ sales 
meetings and the help that manufac- 
turers can give in making these more 
effective; sales control, emphasizing 
profitable products and territorial as- 
signments; and effective determina- 
tion of market potentials. 

Speakers included Hugo T. Wilder, 
manager of commercial product 
sales for Aluminum Co. of America. 


who described “Aluminum’s Place in 


the Building Industry ;” B. L. Bishop, 
manager of sales, sheets and strip, 
Bethlehem Steel Co.. who covered 
“The Steel Situation;” and A. B. 
Lewis, Jr., specialty products man- 
ager, Palmer-Donavin Mfg. Co., who 
discussed gross margins. 

Charles A. Ruch, 


ployee communications, W esting - 


manager, em- 


house Electric Corp., described how 
employers can communicate more ef- 
fectively with their employees by tell- 
ing them why certain things are done 
by the company and explaining the 
company’s various functions. 

“The Care and Handling of Buy- 
ers.” a film produced by Republic 
Steel Corp., was also shown. 





Coming Events 


May 


convention. Conrad Hilton Hotel, Chicago. 
C. S. Stackpole, managing director, 420 


Lexington Ave., New York 17. 


May 28-30 Sheet Metal and Air Condition- 
ing Contractors’ National Association, Inc.. 
annual convention. Broadmoor Hotel, Colo- 
rado Springs, Colo. J. D. Wilder, executive 


secretary, 170 Division St.. Elgin, Il. 


November 


Nov. 2-5 
tion Institute, 11th exposition. Atlantic City 
Auditorium, Atlantic City, N. J. George 5. 
Jones Jr., managing director, 1346 Connec- 


ticut Ave., N. W.. Washington 6. D. C. 


Air Conditioning and Refrigera- 
June 

June 2-5 Eastern Biennial Exposition of 
Oil Heat & Air Conditioning. Hotel Statler 
Hilton, Boston. Thomas G. Colter, exposi- 
tion chairman, Oil Heat Institute of New 
England, 839 Beacon St.. Boston. 

June 22-24 American Society of Heating. 
Refrigerating & Air Engi- 
neers, annual meeting. Lake Placid Club, 
Lake Placid, N. Y. A. V. Hutchinson, ex- 
ecutive secretary, 62 Worth St.. New York 


Nov. 30-Dec. 2 National Heating & Air- 
conditioning Wholesalers, Inc., annual con- 
vention. Chase-Plaza Hotel, St. Louis. Wil- 
bur R. Bull, managing director, 1200 W. 

Conditioning Fifth Ave.. Columbus, O. 


December 


Dec. 1-2 National Warm Air Heating and 
-2 Roofing, Sheet Metal, Heating Air Conditioning 


25-27 committee 
Air Conditioning Contractors’ 


meetings. Chase-Plaza Hotel, St. Louis, Mo. 
George Boeddener, managing director, 640 
Engineers Bldg., Cleveland 14. 


Association, 
Associa- 
tion of Alabama, annual convention. Battle 
House Hotel, Mobile, Ala. Ferris S. Ritchey 
Jr.. executive secretary, 405 Frank Nelson 


Bldg., Birmingham. Dec. 3-4 National Warm Air Heating and 


Air Conditioning Association, annual con- 
vention. Chase-Plaza Hotel, St. Louis, Mo. 
George Boeddener, managing director, 640 
Engineers Bldg., Cleveland 14. 


October 


American Gas Association, annual 
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Slammin’ Sam Snead 
fails to flake Inland TI-CO 


One of golf’s greatest players, Slammin’ Sam earned his 
name and fame with a driving power that has seldom 
been equalled. His swing is deceptively easy — yet it drives 
the ball with astounding force and speed. At Boca Raton, 
Sam drove ball after ball into an Inland TI-CO galvan- 
ized sheet. Each impact was terrific. Yet, though the 
TI-CO sheet was battered and dented, there was no trace 
of flaking of the zinc coating whatsoever! 

Any Sheet Metal Man who has used TI-CO on a job 


could have told Sam. . . “‘You just can’t flake TI-CO!”’ 
You can Pittsburgh lock-seam it, crimp it, hammer it, 
give it the most complicated forming in the book—and 
TI-CO won’t crack, peel or flake. That’s why so many 
Sheet Metal Men specify INLAND TI-CO galvanized 


sheet—every time! 


Ask your Steel Service Center for the TI-CO Brand .. . the 
galvanized sheet that’s tailor-made for sheet metal work. 


Sam couldn’t believe it either ’til he 
examined the TI-CO sheet for himself. 
Not a trace of flaking! 


INLAND STEEL COMPANY 


30 West Monroe Street * Chicago 3, Illinois 
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announcing... 


WELTY-WAY’'s 


new addition... 





PAT 
PENDING 


SPECIFICATIONS ... 
FOR TYPE ‘K"’ MACHINE 


Capacities: 24 ga., 26 ga., 28 

ga., 29 ga. and 30 ga. galvan- 

ized iron, aluminum, copper, 

stainless steel. 

Maximum Speed: 25 feet to 35 

feet per min. @ Height: 14 in. 

Drive: % hp single phase, 110- FOR TYPE ‘“‘K’’ GUTTERS 
120 V motor. @ Width: 15'/2 in. 

Weight: 825 Ibs. @ Length: 8 AVAILABLE IN DELUXE 


ft., including feed table. MODEL ONLY 


PAT 
PENDING 


SPECIFICATIONS FOR 
STANDARD AND DELUXE 
BOX TYPE MACHINES 


Capacities: 24 ga., 26 ga., 28 
ga., 29 go. and 30 ga. galvan- 
ized iron, aluminum, copper, 
stainless steel. Maximum Speed: 
Deluxe 25 feet to 35 feet per FOR BOX GUTTERS 
min., Standard 15 feet per min- 


ute — Height: Deluxe, 14 in., AVAILABLE IN DELUXE 


Standard 11'/,", including mo- OR STANDARD MODELS 
tor, 22”. 


Drive: %/ hp single phase, 110- 
120 V motor. — Width: 15'/2 


in. 
Weight: 700 ibs. — Length: 8 
ft., including feed table. 


and this is the WELTY-WAY collar attaching machine 
ATTACHES COLLARS TO BOOTS AND FITTINGS 


A time and money saving machine to help you reduce working time considerably. In 
only one hour one man operating the WELTY-WAY Collar Attaching Machine will 
attach from 200 to 300 collers without preforming to boots and fittings of various forms 
ranging from 4" to 8". No preliminary crimping or beading is required and it takes 
approximately 10 minutes to change dies from one size collar to another. 

This machine expands boot or fitting, grooves both collar and boot or fitting, and 


attaches collar to boot all in one operation. Production output on collar attachment is 
increased 300-400 per cent. 


WELTY-WAY 


Products, inc. 


714 FIRST AVE., N.W. CEDAR RAPIDS, IOWA 
Manufacturers of WELTY-WAY Collar Attaching and Gutter Machines 
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A TYPE °K" 


CONTINUOUS GUTTER 
MACHINE ... 


Now . .. to make your service 
more complete, Welty-Way has 
developed a continuous gutter 
machine for type ''K"' gutters. It's 
another Welty-Way first to help 
you modernize your shop and 
services and will enable you to 
make type ''K"' gutters, any length 
at a speed of 25 fpm in 24 ga. 
and 35 fpm in 26 ga. aluminum, 
copper, galvanized or stainless 
steel . . . As with the box gutter 
machine (at left) it's simple to 
operate, may be mounted on a 
'/> ton pickup truck or a two- 
wheel trailer. Either of these ma- 
chines will be an asset to your 
shop ... . will eliminate trips 
back .... will keep your men 
hanging gutters instead of wait- 
ing. 

Check the specifications of 
both types, and then write us for 
literature. 


PAT 
PENDING 
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MEET THE NEW Professtonal 


AN UTTERLY NEW FURNACE DESIGN WHICH GIVES YOU THE EDGE ON COMPETITION... 
BECAUSE IT GIVES YOU MORE TO SELL! 





You really have to see this furnace to get the full flavor 
of its quality design, construction and appearance. 
“Professional’”’ Furnaces are distinctively styled, un- 
believably compact for such large heating capacity. 
Leading designers have created clean-lined, handsome 
units in striking two-tone desert gold and platinum 
white, accented with copper hued handles of most un- 





Baffles 


These baffles, located at the 
top of each heat exchanger 
section, perform an impor- 
tant function in obtaining 
maximum fuel economy. 
They are scientifically 
shaped and positioned to 
direct flow of hot gases so 
that maximum heat is extract- 
ed before gases are allowed to 
leave the furnace. 








Upflow model 


Low speed, quiet blower] 
Large air moving capacity at 
slow speed and with amazing 
quietness! Extra capacity per- 


Extra large filters 
With a Stewart-Warner 
‘*Professional’’ Furnace, 


usual design. They ably meet the all-important essen- 
tial of quiet operation...in every detail these units are 
built to bring comfort with whisper quietness. And the 
multiple heat exchangers are guaranteed for 10 years! 


Three different models in an ample range of capacities 
permit installation in any type of home. 





Burners 


Never before a burner which 
gives such a uniform and 
stable flame for the entire length 
of the burner! Ports are scien- 
tifically arranged to produce 
the precisely correct mixture 
of air and gas for maximum 
economy. These highly effi- 
cient burners are also inher- 
ently quiet no puffing or 


Basement model popping. 


ett 
Ti Rtineenct 


ee ed 


Exclusive blower 
compartment safety lock 


Automatic Controls 
Stewart-Warner ‘‘Profes- 
sional’ controls are of the 


mits it to be used for cooling 
without an expensive change- 
over kit. The blower literally 
floats on soft, rubber mount- 
ings—no meta]-to-metal 
contacts. Adjustable blower 
pulley allows the warm air 
discharge to be adjusted to 
exact requirements. 


large filters thoroughly 
cleanse the air— remove dust 
and other impurities before 
it is delivered to the living 
areas. House work is meas- 
urably lightened and clean- 
ing and decorating bills 
reduced. 


highest quality assure de- 
pendable operation at all 
times. Just set the thermo- 
stat for the temperature pre- 
ferred and the ‘‘Professjonal”’ 
will keep it there regardless 
of outdoor weather changes. 
Always plenty of warmth, 
but no overheating waste. 


This precision fitted lock 
provides positive, rattle-free 
seating of the blower com- 
partment door prevents 
accidental exposure of the 
working parts assures 
peace of mind where‘ young 
children are in the home, yet 
provides easy accessibility 
for filter inspection. 


Send today for information on the Stewart-Warner "Professional’’ Furnace and Direct Factory Franchise 


Symbol of 
oe 


Excellence 


HEATING AND AIR CONDITIONING DIVISION 


Dept. A-59, Lebanon, Indiana 
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MEMO TO MEN 
WITH AN EYE 
ON THE FUTURE: 


WHERE THERE’S BUSINESS ACTION THERE’S A BUSINESSPAPER 


As anyone knows who’s ever tried to fix a faucet, hang 
a door, or change a tire—you're much better off with 
the proper tools at hand. 

Every astute businessman knows this. He wouldn’t con- 
sider for a minute attempting to do his job without having 
all his tools at his disposal. And his tools are comprised 
of information. Complete information. Sound informa- 
tion. Timely information. 

He makes it his business to absorb all that information— 
from the pages of the businesspaper that he subscribes to 
in his particular field. He reads it for profit, not for 
pleasure. He reads it carefully, searchingly...looking for 


One of a series of advertisements prepared by THE ASSOCIATED BUSINESS PUBLICATIONS 


facts, for new ideas and methods, for new products he 
can put to work. And—because he finds so much that’s 
useful in the advertising pages—he reads them with the 
same concentration he devotes to the editorial pages. 
Take a tip from the key men at every level in every trade 
and industry. Subscribe to your businesspaper. Read every 
issue. Carefully. Thoroughly. Searchingly. 


American Artisan 





sure signs of andoor comfort! 


— Mandard Registers & Grilles 


... for custom control of 
warm air heating 


SINGLE DAMPER FORCED AIR REGISTERS 


apeepppane 


HUH 

LEE 

LTE 
a ky 


ereerroru cs 


PERIMETER BASEBOARD DIFFUSERS 


oe Bai 


Also: return air grilles, baseboard and sidewall intakes, 
air cond. and ventilating returns, door grilles, floor 
registers, cold air faces, frames, ornamental metals. 


Install Standard Registers and Grilles on 
every job to save time and increase customer 
satisfaction. 


STANDARD STAMPING 


... first in engineering 
for indoor comfort! 
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... for uniform, year-around 
heating and cooling comfort 


CEILING AIR DIFFUSERS (flush and extended) 


CF-5 PERIMETER 
BASEBOARD REGISTERS 


Mail the coupon 
today for new 
! 

FREE catalog Standard Stamping & Perforating Ce. 

3137 W. 49th Place, Chicago 32, Illinois 

Gentlemen: Please send me your new catalog showing the 

complete line of Standard Stamping Registers and Grilles 

Name 

Company 


Address___ 


———————————— ol oe 





/ 





First with a full line of electric furnaces. 





helps you profit 


in the growing 


ELEGUTRIG 
FURNACE 
MARKET 


Yes, we're still going strong with gas and oil 
furnaces — BUT, to keep our dealers up to 
date with a growing trend in heating, we have 
entered the electric furnace field in a big way! 
In our new line, three capacities and two casing 
sizes in upflow and downflow models provide 
a broad selection of units to meet all installa- 
tion requirements. Staged heating — in four 
banks of elements — comes on only as needed, 
cutting power costs for the owner. Electric 


The 





Elect r 
ric 
WARM AIR HEATING MANUAL 
all-season comfort 


Prepared by 
Meanng on Winegerdner 
The Mejesic Compomy satioring Division 





The Electric 
Heating Story —How TO 
TELL IT and HOW TO SELL IT! 


JUST OFF THE PRESS! 


This big 16-page manual on Electric Warm Air Heating! Tells how 
to insulate the home — basement, crawl space, wails, ceiling, 
floors and attic. Gives tables for converting BTU's to electrical 
units and tells how to calculate heat loss. Other vital 
data — PLUS a big section on SELLING TIPS! Write 
for your Free Copy Today! 


furnaces are 100% efficient — no heat loss up 
the flue because there is no combustion and no 
flue is required. 


Our comprehensive manual on home insula- 
tion and electrical calculations is a MUST for 
dealers, installers and estimators. So write to- 
day and we'll send you the whole package: 
manual, catalog sheets on Majestic units and 
other important literature. 


Co., Inc. 394-C Erie St., Huntington, Indiana 
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THERE'S A KLEEN AIR MODEL 
TO FILL YOUR NEEDS FOR... 


INDUSTRIAL » COMMERCIAL +» RESIDENTIAL 
POWER CLEANING 


ONE-MAN OPERATION Start the motor, open the canopy, pull out the hose, it’s 
as simple as that! Kleen Air guarantees the FASTEST SET-UP TIME of any cleaner 

2 to 3 more jobs per day. Kleen Air is the only cleaner with the Blower Outlet on 
the rear of the truck, allowing you to work from either side, and eliminating backing 
into driveways. A 25 foot hose section is already attached to the Blower Outlet — with 
additional hose ready at your fingertips. 


ALL-WEATHER OPERATION Ihe Kleen Air Motor, Blower, and Hoses are totally 
enclosed — eliminating wear from weather. Kleen Air Power Cleaning may be used in a 


driving rain, sleet, or snow storm. There’s no rescheduling of disappointed customers 
with your Kleen Air ALL-WEATHER Power Cleaner ! 


YOUR “DOOR OPENER” TO NEW ACCOUNTS AND REPLACEMENT SALES 
The benefits of Kleen Air Power Cleaning are many: 1. Keeps your present customers. 
2. Creates new customers and replacement sales. 3. Creates productive labor for your idle 
men during ‘‘off-season’’. 4. Rounds out your service program. Your Kleen Air Power Cleaner 
is attractive and compact, and it is constantly advertising for you on the job, and on the 
street. The appearance of the Kleen Air unit will reflect credit on your company’s reputation. 


BE PREPARED, WRITE 
FOR DETAILS NOW! 
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KLEEN AIR POWER CLEAN- 


ING 


IS AS SIMPLE AS 
A-B-C! 





EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


Oil Furnaces 


“TRIMLINE,” “Stylist” and 
laire” oil-fired furnaces from 84.000 
to 134,000 Btuh, designed especially 


for built-in or flush-mounted installa- 


*“Regu- 


tion—Perfection Industries Div. of 


Hupp Corp., Dept. AA, 1135 Ivanhoe 
Rd., Cleveland 10. Units can be com- 
pletely serviced from the front. Inne1 
walls have heat-reflecting aluminum 
surfaces. Blower is rubber-mounted. 
Units are 56 in. high, 29 in. deep, 
21 to 27 in. wide. Some models have 


draft 


combustion 


built-in regulator, cushioned 


ceramic chamber and 


“Regulaire” control system which 
keeps blower vane open and blower 
running after burner is off until sys- 


tem cools. 


Aluminum Grilles 


“EAGLE” LINE of extruded aluminum 
air diffusing grilles in more than 30 
louver designs and 24 border designs 


Titus Mfg. Corp., Dept. AA, Box 


132 


810, Highway 20 West, Waterloo, la. 


Line includes aluminum 


extruded 
grilles and registers plus linear dif- 
fusers and outside air louvers and 
penthouses, including: 1) slim line 
srilles for ceiling applications, in one 
and two way deflection models; 2) 
linear grilles for sidewall, window 
sill and floor applications in six 
widths; 3) supply grilles and regis- 
ters for sidewall applications, with 
individually adjustable louvers; 4) 
return air grilles and registers for 
sidewall applications. with 45 deg 
fixed louvers: 5) ceiling and sidewall 
grilles in 1, 2. 3, and 4 way deflec- 
tion models: 6) outside louvers and 
penthouses for intake and exhaust 
applications. 


Flexible Duct Connector 


GRIPLOC” FLEXIBLE duct connector 
for fastening fabric to metal. consist- 


ing of continuous series of “fingers” 


which grip fabric by means of a dou- 
ble lock—Duro-Dyne Corp., Dept. 
14, Rte. 110, Farmingdale, N. Y. 
Product is said to provide positive 
lock, dispense flat, form without tear- 
ing and cut easily with ordinary 
snips. Connector is available in “Jun- 
ior,’ “Econ-O-Fab” and “Metal Fab.” 


Oil Burner 


Mopet FC oil burner which fires 
0.50 to 4.50 gph, featuring primary 
safety relay and flame detector within 
Vu-Way Dept. 


the burner Corp., 


14, 2416 Fourth St., Rock Island, 
Ill. Integration of relay and detector 


permit factory wiring, faster response 


to burner ignition and flame failure. 
and greater safety through elimina- 
tion of remote stack element. accord- 


ing to the manufacturer. 


Changeable-Hub Blades 


“ADAPTER SERIES of 
able-hub fan blades in six sizes from 
10 to 24 in.. in three and four blade 


styles, clockwise and counter-clock- 


interchange- 


wise and in various degrees of pitch 

Ventco, Inc., Dept. AA, 2900 Caro- 
line St.. P.O. Box 8036, Houston 4. 
Tex. Hubs are in six bore sizes from 


1 34 in. 


1 1 Any size or style of 


propeller can be assembled from 
small stock of component blades and 
interchangeable, reversible hubs. 
Blades have uniform size openings. 
Any bore hub can be assembled into 


any blade by driving three screws. 
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Transite Air Duct keeps installed costs low! 


Strong! Corrosion-resistant! Transite lets you 


eliminate costly concrete encasement 





No Tying-down here 


Holding-up 
here 


No 
Concrete 
here 








Transite is a Type 5 material—conforms 
to the recommendations of NWAHACA. 


JOMNS-MANVILLE 





Transite® offers you many advan- 
tages—many ways to save when you 
install modern slab-in-grade perimeter 
heating and air-conditioning systems. 

Of all its money-saving advantages, 
many contractors say its strength and 
corrosion resistance are most impor- 
tant, because they make costly con- 
crete encasement unnecessary. Both 
time and concrete are saved as your 
men position Transite directly on the 
prepared bottom. There’s no need for 
special supports—and because Tran- 
site won't float—no need for anchoring. 


All your men do is position duct and 
pour concrete. 

Transite installs still faster because 
fittings can be made quickly, easily, 
right on the job—or ordered factory- 
made to your requirements. 

To homeowners, Transite Air Duct 
offers permanent, trouble-free service. 
Made of asbestos-cement, it is fully 
corrosion-resistant inside and out. It 
won't flake or flap down to impede air 
flow . .. will never rot or give off odor. 

Let us send you a free copy of 
Transite Air Duct booklet, TR-198-A. 
Address Johns-Manville, Box 14, New 
York 16, N. Y. In Canada, 565 Lake- 
shore Road East, Port Credit, Ont. 


3%) Johns-Manville TRANSITE AIR DUCT 


Paeoouctse 
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equipment developments 


(Continued ) 





Adjustable Air Diffuser 
diffuser 


which is adaptable to four, three, or 


ADJUSTABLE PATTERN air 


two way air distribution—Grant Air 


Products, Dept. 14, P.O. Box 143, 
Verona, N.J. Unit is designed for 
natural appearance and uniform pres- 
sure drop. Diffuser is available with 
or without dampers and is adaptable 
to positive vapor sealing during win- 
ter shutdown without disturbing the 


damper settings. Units are 8 & 8 in. 


Power Saw Attachment 


“DRILSAW” ATTACHMENT for anv 1 


4 
hp portable drill or fixed drill press. 
which operates as crosscut, rip, jig. 
coping, keyhole or hack saw—Wil- 
liams & Scott Co., Dept. AA, Boa 


7429. Kansas City. 16. Mo. Unit 


saws aluminum. brass or mild _ steel 
thick. 


started without pre- 


up to re in. wood to 2 in. 


Holes can be 
drilling. Gray iron castings house 
hardened and ground shaft and 
stroke mechanism. Long stroke and 


high speed are features. 


Water Heater 


“BuRKAY 668” gas-fired water heater 
with input of 300,000 Btuh—4. O. 
Smith Corp., Permaglas Div., Dept. 


134 


AA, Kankakee, Ill. Coil type unit 
is designed for commercial applica- 


tions, is said to provide recovery at 


rate of 288 gph at 100 deg rise. Unit 
is approved for 180 F service. All 
parts in contact with water are cop- 
per. brass or bronze. Heat exchanger 
is finned. Heater operates with nat- 
ural, mixed, manufactured and lique- 


fied petroleum gases. 


Relief Valves 


Type NV series of pressure-tempera- 
ture relief valves for water heaters 

1. W. Cash Valve Mfg. Corp.. 
Dept. AA, Wabash and Morgan, De- 
catur. Ill. Thermostatic element has 


no fluids to leak out. Units have 


heavy cast iron bronze bodies. are 
available with or without test levers. 
with or without 6 in. stems, and in 


14 or 34 in. male inlet connections. 


Valves are available with relief set- 
tings from 50 to 200 psi. 


Stud Welder 


“Super-Six” portable welder to at- 
tach studs to light gage aluminum 
and other metals—Graham Mfg. 
Corp., Dept. AA, 152 Second Ave., 
Needham Heights, 94, Mass. Unit 
welds insulation pins or studs up to 
14 in. dia to light materials without 
distortion or discoloration, the com- 
pany states. Plugged into any 115-v. 
a-c outlet, unit generates and localizes 
sufficient heat for short period of 
time so weld is effected before adja- 


cent material has time to discolor. 


Refrigerant Leak Finder 


REFRIGERATION LEAK detector em- 


ploying flame which turns bright 


ereen when contacted with gas 


Kidde Mig. Co. Inc., Dept. AA, 35 
Farrand St., Bloomfield, N.J. Throw- 
away charger burns half an_ hour. 
Detector can be carried in pocket. 
Unit doubles as blow torch and sol- 
dering tool; halide fitting slips off to 
provide 3500 deg of pinpoint heat. 
Small soldering tip is included. 


Gravity Roof Ventilator 


“Vanco SLeeEK-LINE” continuous 
gravity roof ventilator for large vol- 
ume exhaust of products of produc- 
tion processes—E. Van Noorden Co.. 
Dept. AA, 126 Magazine St., Boston 
19. With throat sizes from 36 to 96 


in., units exhaust up to 12,000 cfm 
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SHAFT PROTECTION—new gun-metal-like 
treatment of shaft resists rust so that the 
blower is always easy to remove. 


FAST ROTATION CHANGE (simply reverse 
plug-in lead connectors “A” and “B" to change 
otation) minimizes service stocks needed. 


HOW GENERAL ELECTRIC 
OIL BURNER MOTORS 
SAVE YOU MONEY: 


“AIR-WALL” DESIGN transmits heat swiftly 
yet stops entry of dirt. Trip-outs are rare 
even in hot, cramped quarters. 





OLD STYLE G-E FORM G 
' MOTOR MOTOR 
4-YEAR LUBRICATION practically eliminates 


reoiling nuisance. 50% more oil, effective 
retention system mean long life. 


General Electric’s oil burner motor 
offers you these outstanding ad- 
vantages: 


CUTS NUISANCE SERVICE CALLS. 
Exclusive ‘‘air-wall’’ design trans- 
mits heat swiftly, greatly reducing 
trip-outs which require time-con- 
suming service calls. An invisible 
‘“‘air-wall” stops entry of dirt. Motor 
meets all Underwriters’ Laboratory 
requirements for totally enclosed de- 
signs. Four-year normal lubrication 
life also helps to eliminate many 
nuisance calls for routine reoiling. 


CUT INVENTORY IN HALF. Inter- 
changeable rotation of G-E oil 
burner motors greatly reduces the 
service stocks you require. 


CUZ INSTALLATION COSTS. The 
G-E oil burner motor is over 50% 
lighter than older designs, permits 
easier handling and installation even 
in tight places. 

LASTS LONGER. General Electric’s 
famous wear-resistant switch, long- 
life lubrication, plus moisture resist- 
ant insulation system mean long, 
dependable life, fewer call-backs, 
more satisfied customers. 


All these money-saving features 
are yours when you specify ‘“‘G-E 
motors’’ on the oil burners you buy. 
They’re also ideal for replacement 
purposes. For more _ information, 
write Section 702-96, General Elec- 
tric Company, Schenectady 5, N. Y. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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WHEN YOU CHECK 


PEXTO” 


...YOUYR 


E RIGHT 


FOR PRECISION 


POWER SQUARING SHEARS 


The combined skills of PEXTO engineers, the use of machine tool grade 
castings and unusual design and construction features put this modern 
machine in a class of its own. Rugged power plus delicate precision are 
built-in. All operations have been perfected to assure smooth, fast, 
accurate, low-cost production. 


Features include built-in clearance to utilize maximum cutting life of all 
four edges of the knives; self-compensating plunger holddown, single 
stroke or repeat action clutch, fully visible cutting line and complete safety 
guards for the operator. In addition to sheet metals and stainless this 
machine will shear plastics, 

printed circuit material, 

fiberglas, and a variety 

of sheets for electronics 

use. 


NEW BULLETINS 


Write for free bulletins... No. 
57 (Power Shears) and No, 157 
(Foot Shears). 


pee \ q 
¥ FOOT SQUARING SHEA 
\ 5 Q G RS 


A line of highest quality with all the precision and design 
features for shearing the same materials as the power 
shear. Several models to 96”; capacity: up to 16 gauge 
in mild steel, 


THE PECK, STOW & WILCOX CO. Southington, Conn. U.S.A. 


A complete line of machines and tools for Sheet Metal Fabrication. 


equipment developments 
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for each 10 ft of length. Units are 
available in aluminum, galvanized 
iron or protected metal skin with 
painted steel, hot dipped galvanized 
or aluminum braces. Chain or motor 
operated butterfly dampers are de- 
signed for positive exhaust control. 
Fusible link and manually operated 


pivoted dampers are also available. 


Gas-Fired Furnaces 


“PROFESSIONAL LINE of highboy. 
lowboy and counterflow gas-fired 
furnaces designed to accommodate 
the air volumes required for add-on 


air conditioning—Stewart-W arner 


Corp., Heating and Air Conditioning 
Div.. Dept. 4 4, Lebanon, Ind. Full- 
length corrugations of redesigned 
multiple heavy-gage steel heat ex 
changer are designed to minimize 
expansion and contraction noises. In- 
creased-capacity blower is rubber- 
mounted, operates at low speed. Safe- 
ty lock for blower compartment door 
is featured. Burners have been re- 
designed for uniform flame and noise- 


less operation. 


Gas Heating Controls 


LINE OF CONTROLS for gas heating. 
including diaphragm gas valves, com- 
bination diaphragm gas valves, auto- 
matic pilots and regulators—Penn 
Controls, Ine., Dept. 44, Goshen, 
Ind. Series 9100 and 9200  dia- 


phragm gas valves from 14 through 
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THERE IS A NEW CONCEPT— 


and a new excitement—in roofing, 
as many leading architects and 
builders have recently discovered. 


THE CAUSE: 


Follansbee Terne Metal. 


THE REASON: 


Among the oldest of roofing mate- 
rials, terne in its seamless modern 
version has been found uniquely 
adapted to the special requirements 
of contemporary design. 


For the architect, terne provides an 
escape from the stereotypes of con- 
ventional roofing, provides a me- 
dium that allows pattern and color 
to become an integral part of the 
design concept. 


For the builder, terne offers one of 
the strongest plus-values available 
when measured by immediate con- 
sumer appeal. 


Whether architect or builder, we 
believe you will find the terne story 
a remarkably stimulating one, and 
your further inquiry is most cor- 
dially solicited. 


Sunnyvale, Calif. 


FOLLANSBEE STEEL CORPORATION Allen, San Francis 


Follansbee, West Virginia reil Johnson, Sut 


unnyvale, Calif 


Follansbee is the world’s pioneer producer of seamless terne roofing 
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3 in. have manual opening and elec- 
tric reset features. Combination dia- 
phragm gas valve, automatic pilots 
and regulators are available in 14 
in. small, 14 in. large and 34 in 
sizes. Manual opening, in form of a 
kit, may be added to any existing 
combination valve. Models with slow 
opening valves and without pressure 
regulators are available. L-P models 
may be converted in the field. Com- 
bination diaphragm gas valves are 
designated series 9000. 


a ~ © re © | ¢ oO} raped Diffusers 
SONOAIRDUCT - No. 25 SEW ALL and no. 26 base- 


board perimeter diffusers featuring 


* FIBRE DUCT ~ iti lalalaliii 
- . 
“Pe 


more sold in 1958 
than ever before 


. proof that builders recognize the many 
advantages of this quality product! 


Control Products, Inc., Dept. AA, 
I 
Ever-increasing sales are not surprising. 158 Center St.. Coopersville, Vich. 
SONOAIRDUCT was introduced nearly ten Fj = teen f ‘cal dif 
years ago and the number of users of this & ins are factory set for typical ail- 
economical fibre duct has grown continu- 
ously. Smart builders and contractors have ; . . } Diff : 
been quick to recognize the time and tal fins are adjustable. Diffusers are 
money-saving advantages of SONOAIRDUCT. . in 10 
initial cost is low. The long len ar . P _ 
pe to handle. It can ~~ ” eb oon ished in two-tone beige baked-on 
lengths on the job. SoNoaiRDUCT installs 
and levels fast. No sharp, cutting edges— 
won't chip, crack or break when dropped. 


Sonoco SONOAIRDUCT is made especially , : + H 

for slab perimeter heating or combination Automatic Air Filter 

heating and cooling systems where duct is “ ee eee ; sil 

encased in concrete. It meets and exceeds Roi-O-Matic” type H automati 

F.H.A. criteria and test requirements for 

products in this category. 23 sizes—2” to “ , ia icati : 

36” LD., in standard shipping lengths of wa zontal de sign for application on mul 

18’. Special lengths also available. Free d tizone air conditioning units—A meri- 

een se, See cer canny Oe f can Air Filter Co., Dept. PD-AA, 215 
Central Ave., Louisville 8, Ky. Spe- 


For complete information and prices, write— cially woven curtain of glass fibers 
traverses face of filter and rolls up 
HARTSVILLE, S. C. : ‘ : 
oy co LA PUENTE, CALIF. collected contaminants into dispos- 
MONTCLAIR, N. J. : : 
AKRON, INDIANA able roll at the side. Horizontal ar- 


LONGVIEW, TEXA : ; ae 
C t ti P { { STARA, = rangement is also suitable for ventila- 
ee tion systems where headroom is a 
MEXICO, D.F. , 


fuser locations: vertical and horizon- 
< 6 and 12 X 6 in. sizes, fin- 


enamel. 


renewable-media air filter in hori- 


SONOCO PRODUCTS COMPANY factor. New media is introduced 
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IT'S EASY TO SELL 
THE VALUE LINE... 
FRASER-JOHNSTON 
INI mete) |ohale) Tite; 
FURNACES... 


The 131,” diameter blower in all FRASER- 
JOHNSTON belt-drive furnaces is larger than most 
others in the industry. This means more air handling 
capacity at low tip speed —the secret of quiet 
operation. Other values include: rubber mounting, 
precision-ground steel shafting, Oilite bronze 
bearings, and slide-out blower and motor for easy service. 
All FRASER-JOHNSTON belt-driven furnaces 
are available with 0.6 in. AGA high static approval. Get 
acquainted with air conditioning’s VALUE LINE. 
Write for catalog, prices and 
distributor opportunities. 


Top quality warm air furnaces, evaporators 
and condensing units for all-year residential 
and commercial air conditioning installations 


TraserzJSohnston 1900-17th Street » San Francisco, California 
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NEW! 


man | (\ GENERAL MOTORS 
COMPACT DESIGN DELCO FURNACES 


Fits a 
ste For the Popular 
X Small Homes Market 


Closet 





NEW “‘CLOSET-SPACE”’ DESIGN e Completely 
new design and engineering put high heating 
efficiency into a small package. Gas-fired 
models measure only 20” wide x 64” high x 
2814” deep (including burner) . Depth of 
oil-fired models with burner is only 3014”. 
Sheer, clean lines and attractive baked-on 
enamel in Cameo Beige harmonize with 
modern decoration. It’s the ideal furnace 

for small homes, or for auxiliary heating of 
basement playrooms, and home additions. 


HIGH CAPACITY ¢ Output of oil-fired models 
is 70,000 BTU/HR. Input of gas-fired models 
is 80,000 BTU/HR. 

FLEXIBILITY @ Available in oil and gas-fired 
models for both up-flow and down-flow 
heating application in homes with or 

without basements. 


DEPENDABILITY @ Developed and backed by 
General Motors . . . the world-famous 
quality brand all home owners know. 


WRITE for further information to 
Delco Appliance Division, Dept. AA-5, 
General Motors Corporation, Rochester 1, N.Y. 


GMA aUR Er 


Product of General Motors 





AMERICAN ArTISAN, May 1959 





equipment developments 


(Continued ) 





predetermined rate. before resistance HEATING aad 418161 On BS 


can build up. Two units can be com- 
bined for added capacity. Units are 
in 10 sizes from 4070 to 39,000 cfm. 


Tubing Insulation 


SLIP-ON CELLULAR nitrogen-filled in- 
sulation designed to stop condensa- 
tion on suction lines of air condition- 
ing equipment and otherwise ther- 


mally insulate copper tubing—J/nsul- 


Coustie Corp., Dept. AA, 42-23 54th 
Rd., Maspeth 78, N.Y. “WK factor is 
0.28 at 75 F. Tubing resists water 
and moisture indefinitely, the manu- 
facturer reports. Product is in stand- 


ard copper tubing sizes from %¢ to 


31. in. i.d.: wall thicknesses are 
3 


16, 14, %, a) and 34 in. 


Duct Strap Hanger 


DucT STRAP HANGER designed for in- 

creased rigidity over previous mod- 

els—-Maurlee Co... Inc... Dept. AA, 

South Evergreen Ave. Woodbury 

Heights, N.J. Hanger is adjustable to 

any spacing between joists and any 

size joists. Corrugated design in- ; 
creases strength considerably. accord- INCINERATOR 


ing to the manufacturer. for gas-fired 
and fuel-less 


Heating Products...... . designed, engineered and 
developed by Steinen are your assurance of consistent uniform 


quality. If you are looking for a dependable source, Steinen 
is a good name to remember for heating accessory requirements. 


Glass Lined Water Heater 


Mope. 30GLN GLAss LINED. oil-fired 
water heater rated at 135, 220. and 


a7 o i . , ate OO . . 
aii gph with recovery rate of | Write today for free Heating Products catalog AA) 
deg rise—Quiet Automatic Burner 


: WM. STEINEN MEG. Co.‘ 
Corp. Dept. { 1. 13-35 Bloomfield 


HEATING PRODUCTS DIVISION 
lve. Newark 1. NJ. Unit has regu- 43 Bruen Street, Newark, New Jersey 
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THE WORLD'S LEADING FURNACE CLEANER 


PULLMAN PROFESSIONAL KIT FOR EVERY JOB 


p {| VACUUM CLEANER 
THe dy 
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lar oil burner and burner-mounted relay and wiring 
harness ready for hookup to water lines. Heater has 


2 in. insulation, is green in color. 


Air Handling Units 


“LUXAIRE” BLOWER and cooling coil units in 34,000 
and 55,300 Btuh capacities designed for operation 
with company’s 3 and 5 hp air cooled condensing units 

C. A. Olsen Mfg. Co., Dept. AA, Filbert St., Elyria, 


O. Units can be used as independent installations or 


combined with warm air heating systems. Accessory 
intake plenums and discharge plenums are available 
Discharge plenum grille can be adjusted to diffuse 
air in any direction. 


Continuous Gutter Machine 


GUTTER FABRICATING machine which turns out con- 
tinuous lengths of gutter from 24. 26, 28. 29 and 30 
ga galvanized iron, aluminum. copper or stainless steel, 


at a rate of 25 to 35 fpm—H elty-W ay Products, Inc. 


Dept. AA, 714 First Ave.. N. W.. Cedar Rapids, 1a. 
Unit weighs 700 Ib; can be mounted or hauled to job 
site on pickup truck or trailer. Unit is 14 in. high; 
has 3, hp, single phase motor which operates on 110- 


120-v current. [It is 1514 in. wide. 8 ft long. 


Duct Fan 


TUBEAXIAL DUCT FAN in 16 sizes ranging in capacity 
from 1040 to 21,200 cfm at static pressures up to 11, 
in.—Ilg Electric Ventilating Co.. Dept. AA, 2850 N. 
Pulaski Rd., Chicago 41. Unit can be mounted in any 
position. Smaller sizes have three blade propellers; 
larger models have five blade design. Fan wheels are 
directly connected to totally enclosed motor with per- 


manently lubricated ball bearings. Fan unit is 


AmeRICAN Artisan, May 1959 





equipment developments bell-mouthed intake boots. Standard equipment includes 


(Continued) 





aluminized steel heat exchanger and on-off gas valves 
with 115 or 230-v controls. Stainless steel heat exchang- 
ers and electric ignitions are available. Four-way dif- 
fuser and gas modulation from 60 to 100 percent range 
are also available. 


mounted in welded steel housing with flanged ends 


forming completely prefabricated fan and duct section. 


Direct Fired H 
oe ed Heater Hammer-Mallet 
DIRECT FIRED unit heaters in four sizes from 300,000 ; ; 
; : COMBINATION HAMMER and mallet with 16 oz steel 
to 600,600 Btuh, which are designed for suspension 


ie Z : head and neoprene mallet inserts in various hardnesses 
from ceiling and downward direction of warm air 


Universal Pattern Layout & Template Development 
4 \ f ce 7 _ ) > o dafde 7 S ss rece ) = : ; 
Reznor Mfg Co Dept 14, 6 Union St., Mercer. Pa. iS Dept. AA. 4007 Magnolia PL. St. Louis 10. Mo. 


Uses suggested for the tool by the manufacturer in- 


Designed for installation up to 40 ft above the floor. clude drawing and setting rivets: fastening trim and 


unit consists of a duct furnace with automatic con- straightening material: removing dents from. sheet 


trols, large propeller type fan assembly and screened, metal; flattening seams; forming material to contours: 


GET OUT of "Bid-and-BARGAIN” Cut-Price Deals... 
GET OWN as a Burdett FRANCHISE DEALER 

handling newest, HOTTEST, BEST- BUY LP-GAS BURNERS 

and FURNACES EVER BUIL 


BURDETT — The Burner Home 
and Business Have Been 
Hoping for; Brings Comfort 
in While Winter Stays Out. 
Capacities 60,000 to 180,000 
BTU. EXCLUSIVE — The BEST! 
Takes You out of the Price- 
Cutting Hassle. 


Roe wo 


ve ago 
w FIRS The Burdett Burner 


3 FIRED-UP. Let us 
A <r a “tive” 


Write for Fired-Up Demonstration Plan 


and Check Tag; Also Exclusive Burdett- GAS BURNERS and FURNACES 


Freeman Dealer FRANCHISE. Ilinois Iron & Bolt Co., Carpentersville, Ill. © Established 1864 
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HOT DEALS 


Protected territories available to distrib 


HOT PRICES 


Priced competitively to provide sales and 


HOT MARKETS 
Compact line of oil or gas units to reach 


both builders and home owners 


HOT PRODUCTS 


Boilers and furnaces skillfully designed 


utors and dealers interested in profitable 


adequate profit for York-Heat dealers 


Proneorv ond Specialists ww Automatic Heat 


to meet market needs 


Boilers to 600 Hp. — Furnaces to 5 Million B.t.u.h. 


YORK, PENNSYLVANIA 


YORK-SHIPLEY, Inc. 
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knocking 


and setting groove seams according 


down Pittsburgh edges: 


to the manufacturet 


Air Conditioning Line 

CONDENSING UNITS. coil-blower units, 
and vertical and horizontal cooling 
coils for use in residential air condi- 
Whirlpool Corp.. 
14, St. Joseph, Mich. Com- 


pressor-condenset unit can be located 


tioning 


Dept. 


svstems 


inside or outside. Intake-exhaust de- 


sign prevents recirculation of air. 
Squirrel cage blower has adjustable 
pulley. Cooling capacity ranges from 
19.500 to 57.500) Btuh. 


blower motors range from 1/3 to 3/4 


( ondense 


hp: compressor motors range from 2 


to 5 hp. Coil-blower units. rated from 


19.500 to 57.500 also. are sound 


deadened, have double drain pans, 


built-in supply and drain plenums. 
Blower motor is 1, to 3 hp. Verti- 
cal and horizontal cooling coils fea- 
ture wide fin spacing. low pressure 
drop. multiple circuit design, large 
Vertical 

tons, 
Btuh; 

units are in 3 and 5 ton sizes rated 
at 33.500 and 


accumulator 
are 2. 3 and 5 


19.500) to. 60.000 


drver. models 


rated from 


horizontal 


57.500 Btuh. 


Roof Ventilators 
Type LB 


tors in 


PROPELLER roof ventila- 
16 models designed for up- 
blast exhaust ventilation applications 

Ilg Electric Ventilating Co., Dept. 
14. 2850 N. Pulaski Rd., Chicago 
Ll. Capacities range from 3790. to 
43.4100 


cfm. Unit directly 


over roof opening for exhaust from 


mounts 


duct or open area. Ball-bearing motor 


is totally enclosed. permanently lu- 


Where to find the 
nearest Wheeling 
Warehouse 


BOSTON 

2 Thompson Square 
Charlestown District 
Boston 29, Massachusetts 
Charlestown 2-4770 


BUFFALO 
1722 Walden Avenue 
Buffalo 25, New York 
Keystone 7444 


CHICAGO 

2547 Arthington Street 
Chicago 12, Illinois 
Seeley 3-5700 


COLUMBUS 
1785 Kenny Road 
Columbus 12, Ohio 
Hudson 6-4318 


DETROIT 

6410 Miller Road 
Dearborn 1, Michigan 
Luzon 4-2005 


KANSAS CITY 

820 Atlantic Street 

North Kansas City 16, Mo 
Grand 1-4141 


LOUISVILLE 
1424-1436 South 15th St 
Louisville 10, Kentucky 
Melrose 4-0541 


MINNEAPOLIS 
440-400 27th Ave., N.E 
Minneapolis 18, Minnesota 
Sterling 9-7233 


NEW ORLEANS 
1560 Tchoupitoulas Street 
New Orleans 1, Louisiana 
Jackson 5-2291 


NEW YORK 

47-04 Van Dam Street 
Long Island City 1, N. ¥ 
Stillwell 4-8580 


PHILADELPHIA 

trd and Bristol Streets 
Nicetown Station 

Philadelphia 40, Pennsylvania 
Davenport 9- 1600 


RICHMOND 

1600 Jefferson Davis Highway 
Richmond 24, Virginia 
Belmont 3-6936 


sT. LOUIS 

722 South Vandeventer Avenue 
St. Louis 10, Missouri 
Jefferson 1-3900 


ATLANTA 

1013 William Oliver Building 
\tlanta 3, Georgia 

Jackson 4-0866 


HOUSTON 

1303 Prudential Building 

1100 East Holcombe Boulevard 
Houston 25, Texas 

Jackson 8-2692 


WHEELING 
1134-40 Market St 
Wheeling, W. Va 
Cedar 3-2200 
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sorlirE “VAN aaene 


“This galvanized sheet first choice by far!” 


— that’s what the trade said in a recent nationwide 
survey. Here are three big reasons for soFTITE’s amaz- 
ing popularity: 
1. sorTirE Cop-R-Loy Sheets are far more workable. 
2. The tight sorTiTE coating never flakes or peels. 


3. The special Cop-R-Loy steel base lasts far longer. 


Get the complete story on dependable, easy-to-work 
sorTITE Cop-R-Loy Galvanized Steel Sheets from your 
nearby Wheeling representative. Or write to Wheeling 
Corrugating Company, Wheeling, West Virginia. 


WHEELING CORRUGATING COMPANY - IT’S WHEELING STEEL! 


Immediate delivery on all stocked items from these warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, 


Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, St. Louis. 
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Wille fle 160 


AUTOMATIC HUMIDIFIER 


for all these reasons: 


®@ Large, Clog-Free Orifice Replaces Trouble- 
some Needle and Float Valves 


®@ No Moving Parts to Wear or Need Adjustment 
© 50% Greater Humidifying Capacity 
@ Fast Installation in Every Type Furnace and 


Bonnet. And no Call Backs—Enjoy Your 
Profits 


MIRACLE FIBERGLASS 
EVAPORATOR PLATES 


* Pick-Up More Water * Evaporate 
More Water « More Porous for Longer 
Life * Built-in Sacrificial Anode 
Protects Pan * Rustproof 

Drain Clips Prevent Drip 


unbreakable 
feather-lite 


MORE and BIGGER PROFITS 
with the Autoflo “‘150"’ Automatic Humidifier 
Write for Complete Information Today 


AUTO-FLO CORPORATION 
12085 Dixie Street, Detroit 39, Michigan 


Please send me full information on: 

[-] Auto-Flo Fuel Oil Filter [] Auto-Flo Automatic Humidifier 
Name 

Address ad i SPAT FRG oe F) 

Pe Zone _.____. State 
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bricated. Propeller blades can be individually re- 
placed; steel propeller is airfoil design. Steel housing 
and welded steel frame have aluminum finish over 
rust-resistant primer. 


Heat Pumps 


Types 315-31 ANp 315-41 air-to-air heat pumps in 3 
and 4 hp sizes—Mueller Climatrol Div. of Worthing- 
ton Corp., Dept. AA, 2005 W. Oklahoma Ave., Milwau- 





kee 1. Horizontal packaged systems are controlled by 
single wall-mounted thermostats. Designed for residen- 
tial and small commercial applications, units can be 
mounted in attic, utility room. basement. roof or slab. 
Units are available with electric resistance heating 


to provide supplementary heat if required. 


Roof Ventilator Curbs 


“SONOTROL” EXTRUDED aluminum ventilator curbs 
with self-flashing installation feature—Penn Ven- 
tilator Co.. Inc... Dept. AA. Goodman St. and Allegheny 


fve.. Philadelphia 40. Self-flashing feature permits 
measurement before flashing is completed. Curb is 
acoustically and thermally insulated. according to the 


manufacturer. 


Cabinet Dust Collector 


Move 90 capinet cloth filter type dust collector op- 
erating in 650-1535 cfm range said to provide collec- 
tion efliciency of over 99.9 percent by weight, permit- 
ting filtered air to be recirculated indoors—Torit Mjg. 


Co., Dept. KP-AA, Walnut and Exchange Sts.. St. Paul, 
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Minn. Dust is trapped on outer-and under-sides of fire- 
resistant filter bags to eliminate possibility of fan load- 
ing or damage (blower is located on clean air side 
of the unit). Most dust settles in drawer; clinging dust 
is dislodged by filter shaker operated from outside. 
Pull-out drawer has 5.5 cu ft capacity. Dust capacity 
with hopper base is 9 cu ft. Units are powered by 3 
hp, 2450 rpm, three phase vertical motors. Collector is 
76 X 40 X 36 in. Cloth filtering area is 250 sq ft. Also 
available are caster mounts, exhaust silencers and extra 
large dust hoppers. 


Inshot Gas Conversion Burner 


“CONTRACTOR series of powe! (forced draft) inshot 
sas conversion burners in two basic models rated at 
75.000 to 225.000 Btuh and 150.000 to 400,000 Btuh 

Barber Mfg. Co., Dept. AA, 1052 E. 134th St., 


Cleveland 10, O. Burners are in 5, 8. 10 and 15 in. 
usable blast tube lengths. have tube diameters of 4 in. 
and adjustable flange or stand mountings. Adjustable 
orifice permits exact setting of Btu input by turning 
needle type orifice assembly with special tool. Adjust- 
ment of primary air and secondary air is separate. 
Pilot assembly can be removed by removing back 
plate, disconnecting pilot tubing and thermocouple 
connection and drawing straight back. Other features: 
prewired, pretested, enclosed and mounted 21-v trans- 
former and relay: combination 24-v gas valve and 
100 percent safety pilot control; outside pushbutton 


igniter. 


Heat Pumps 


ENLARGED LINE of heat pumps designed to fit any appli- 
cation—Carrier Corp., Dept. AA, Carrier Pkwy, Syra- 
cuse 1, N. Y. Featured are one-piece heat pump for 
small residences. a 715 ton unit for commercial use 
and wide range of interchangeable condenser and fan 
coil units. Assembly parts for residential and commer- 
cial lines have been standardized for use on several 
different models, to simplify stocking problems and re- 


duce equipment costs. Also introduced is rooftop 
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POSITIVE 


PROTECTION 


e All Wool Felt Cartridge with Stag- 
gered Fin Design provides maximum 
filtering surface. Traps moisture and 
impurities of microscopic size. 

e One-Piece Bowl Construction elimi- 
nates connection leaks at bottom 

e Hexagon Extensions for fast, easy 
installation at tank or burner 

e Standard and King Sizes 
to handle every size 


oil heating 
system Te) ai.| ele): s 


BEST FOR YOU 


Super Design plus Competitive Price 
add up to Bigger Profits for You! Mail 
coupon below for the complete story. 


AUTO-FLO CORPORATION 

12085 Dixie Street, Detroit 39, Michigan 

Please send me full information on: 

[] Auto-Flo Fuel Oil Filter [_] Auto-Flo Automatic Humidifier 
Name - 

Address nll 

oe 





SOLID BAR 
ALUMINUM WALL GRILLES 


Independent " A2eeckaledc” 


These wall grilles are famous ‘Fabrikated”’ 
construction but made from solid bar 
aluminum instead of steel 








No. 311—D-WG grille bars set at 
approximately 35 down 


In these grilles, the openings are 
%” x 1!\46". Interior grille bars are 
Y%” deep. Outer rims up to vertical 
12-inch sizes inclusive are '6" 
wide beyond wall openings on all 
four sides. On sizes over 12-inch ver- 
tical, outer rims are 1°42” wide on all 
four sides beyond wall opening size. 
Approximate depth of all grilles is 
¥%”. Narrower or wider rims avail- 
able on special order at moderate 
additional cost. 


Always Leading — 
Always Progressing 


THE INDEPENDENT 
REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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combination heating-cooling unit for use on one-story 
flat roof buildings common to shopping centers, ete. 
Unit is in 714 and 10 hp cooling and 160,000 to 200,000 
heating capacities. 


Adjustable Plenum Chamber 


“Kwik-Fit” standard plenum chamber panels which 
can be assembled to fit any type furnace with standard 


parts. using standard sheet metal hand tools—Maurlee 


Co.. Inc. Dept. AA, South Evergreen Ave., Woodbury 
Heights. N. J. Panels are designed to alleviate inven- 


torv and stock problems, 


Circle-Cutting Torch Attachment 


“Or-O-Co” ATTACHMENT FOR acetylene cutting torch 
which cuts holes or dises 14 to 12 in. in diameter in 
sheet or plate Ideas. Ine.. Dept. {4,. 214 Ivinson 


fve.. Laramie, Wyo. Squares. rectangles and odd 


>, 


shapes of any size can also be formed accurately by 
turning crank, the company states. Gear mechanism is 
designed for smoother and faster cutting than with 


compass-arm euides, 


Gas Control 


Series 5250 single unit gas control for furnaces and 


unit heaters. designed to function as pressure regula- 
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Meet Paul Thompson- 
Armstrong's Rembrandt 


Paul Thompson's been a spray 


feel a personal responsibility for offer dealers across the country the 
painter at Armstrong for eleven 


doing their very best on every fur- 
years now. And Rembrandt could 


very finest, yet the most competi- 
nace and air conditioner. They re- tive heating and ai 
not have been any more proud of alize that it 


his work than Paul is 


conditioning 
is their skill which equipment made 
gives Armstrong units that smart 

You'll never find any of Paul’s “appliance-look” . the look of ARMSTR 0 wi G 
efforts in the art museums, but you quality which makes Armstrong 

f aig ana Ahi FURNACE COMPANY 

will find evidence of his skill in easier to sell. 
hundreds of thousands of homes 


It is Paul Thompson's attitude - 
across the country. 


and that of the hundreds of other 
Paul Thompson, and the many craftsmen, technicians and engi- 


other spray painters at Armstrong neers, which enables Armstrong to 


WHEN YOU INSTALL ARMSTRONG, YOU INSTALL QUALITY 
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IN 
FASTENERS 
SOUTHERN 


TTI ii 


completeness 


Completeness at Southern Screw 
starts with the placing of your order 
and continues through the shipment 
of your screws on free disposable 
pallets. Whether your screws are 
supplied from stock or manufac- 
tured to your specifications, cus- 
tomers know that Southern Screw’s 
completeness includes the consist- 
ent and constant quality and service 
they have a right to expect. Your 
fastener requirements really may 
call for “‘specials’’ which are 
standard in Southern Screw’s 
1,500,000,000-piece stock. 


Let Southern demonstrate what 
completeness means on your next 
fastener requirement. 


Machine Screws & Nuts @ Wood Screws 

@ Tapping Screws @ Stove Bolts @ 

Drive Screws @ Hanger Bolts @ Carriage 
Bolts @ Dowel Screws 


Manufacturing ard Main Stock 
in Statesville, North Carolina 


Warehouses: 
New York @ Chicago @ Dallas @ Los Angeles 


oy Southern 


STATESVILLE + NORTH CamoLina 


AMERICAN ARTISAN, May 1959 


equipment developments 


(Continued ) 





shutoff, 
thermomagnetic 
pilot—A4-P Controls Div.. 
Co. of America, Dept. AA, 2450 N. 
32nd St., Milwaukee 45. Unit fits 
into gas-fired equipment without de- 
sign changes, due to right-hand, left- 


straight-through 


tor, safety lighting safety 
safety 


Controls 


control and 


hand and outlets, 
and control and nia mounting 
positions up to 90 deg from normal. 


Unit can be used with all gases. 


Gas-, Oil-Fired Furnaces 


Mopets WA, WD anp WN gas-fired 
lowboy, counterflow and 
in 64,000 to 160,000 Btu 
and KL, CR and CV oil-fired 


models with 72.800 to 140.000 Btuh 


highboy 
furnaces 


inputs ; 


Premier Furnace 


Lock 


Units have 


output at bonnet 
Co., Dept. 1A, 150. 
Vich. 1/6 and 
1, hp motors designed to accommo- 
date 


Box 
Dowagiac, 


add-on cooling, and variable 


speed drive. Gas-fired units have rib 
All units are fin 


hammered 


bon type burners. 
ished in enamel. are 


shipped wired and assembled. 


Press Brake Safety Device 
pull-back safety 


for punch presses and press brakes 

Positive Safety Vig. Co.. Dept. 
14, 4408 Perkins Ave., Cleveland 
3, O. Pull-back operation, which pulls 


operator's hands away from work be- 


*POSSONS” device 


fore ram nears the pinch point, is 


performed by steel cored cables fas- 
tened to wrist bands on operator's 
Pull-back is actuated by gear, 


and cam connected by 


hands. 


rack 


a rod to 


the Right 
Combination... 


“the CHALLENGER” 


<L os 


1500 Ib. capacity 


3 - 
~ 


Model 1056—battery operated 


“the DRUM 
HANDLER” 


9890 tet 


1000 Ib. capacity 


Model 3062—battery operated 


“the TELESCOPIC 99” 


y ‘gg 
complete 
I 1000 Ib. capacity 


~ Model 9972T—battery operated 


MORE THAN 80 
BIG JOE MODELS 


Hydraulic Handling for 
EVERY Department 


BIG JOE 


Manufacturing Company 
Grant Avenue 
Wisconsin Dells, Wisconsin 
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press ram below any possible break- 
ing point. Device can be  floor- 
mounted or suspended. Wrist bands 
are leather or nylon webbing. 


Gas-Fired Furnaces 


RGH_ seRIES GAS-FIRED furnace in 
85,000 and 100,000 Btuh inputs 

Roberts-Gordon Appliance’ Corp., 
Dept. AA, 44 Central Ave., Buffalo 


6, N.Y. Featured is teardrop laminar 


air flow design combustion chamber 
with “multi-tube” heat exchanger de- 
signed for efficient heat transfer and 
minimum noise. “Spreader-Flame~ 
burner fires the unit. Cabinet is 20 
ga steel; full access door facilitates 
heat exchanger cleanout. Unit is fully 
insulated. 


Band Saw 
Imagine 


the sweetness — a ts “DeLtTa” 20 in. metal-wood cutting 

of air in a breezy 

summer meadow. Think 

of air just as clean and pure in § A ae | Hamer Teel Div. Reached? Mic. Co. 

a home. Install Dust-magnets. For jae Wh De 14. 400 N. Lexine > rat 

air conditioners and furnaces, Dust-magnet [iia ape , in. SO AOR 

filters trap particles as small as 4/10ths of Pittsburgh 8. Speed ranges from 50 

a micron. They're electrostatic, permanent to 4500 fpm, is adjusted by turning 

... when dust-laden simply rinse cleanand a product of hand wheel. Top blade guide sup- 

replace in unit. No messy oil coatings. As © STODDARD ports blade down to top work sur- 
youlive and breathe ...installDust-magnets! INDUSTRIES Sa d -“ 

ace; lower guide supports blade to 

within 13,16 in. of lower work sur- 

face. Ribbed 2414 * 241, in. table 


band saw with variable speed drive 


for heavy duty applications—Delta 


rests ’ ions 17 in. apart: 
1545 Kingsbury Street « Chicago 22, Ill. * - oe 17 in se 


. ' table is reinforced. Wheels, upper 
wet & guide and table are adjustable. 
' 


Blade-to-column capacity is 1934 in.; 
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1935, 1945, 1955— SMALLER and SMALLER FURNACES ARE COMING 














Also available in 
belt-drive models 





THE NEW BRUNDAGE sim ‘B’ 
SHAPED FOR TOMORROW'S SALES 


Within 5 years, it has been predicted, 89‘: of the furnaces sold will be 
75,000 BTU or less. Your own experience with smaller and smaller sizes makes 


the trend clear. 


The Brundage Slim ‘B’ fits this pattern as no other blower can. Using any 
of the Slim ‘B’ sizes, you cut blower space requirements by 13 to 42... and 
achieve designs that fit your future sales. 

Samples of the Slim ‘B’ along with complete performance and dimen- 


sional data are now available. Just write or phone Fireside 2-0251. 


THE BRUNDAGE COMPANY / 512 NORTH PARK STREET / KALAMAZOO, MICHIGAN 


DOING JUST | THING BETTER SINCE 1919 
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equipment developments 


DECO RATIVE (Continued ) 


... for Ventilation 


FUNCTIONAL ... for Concealment 


... for Acoustical Purposes 





maximum height under top guide 


is 12 in. and height under upper 


wheel guard is 121g in. Chip blower, 
& Pe rforated Metals motor and switch are standard equip- 
ment on single and three phase mod- 
els. 
Perforated Metal Grilles can be ordered from the wide 
selection of patterns available at H & K. Classic or modern 
design—grilles are made to your exact specifications, in 


. 
kind of metal, thickness of metal, size, shape, finish and Vertical Exhauster 
margins. Send for Grille Catalog 


Two-Tenths S PowER UNIT for vertical discharge of 
‘O- nths Square 
Plain Lattice Decorative Perforated Metal Sheets (in lighter gauge tit « 

steel) are carried in stock for prompt shipment from H & K ep 
warehouses. Send for H & K Stock List Brochure, with ward and away from buildings 


iNlustrations and specifications of patterns in stock. 


exhaust fumes, smoke. dust, etc. up- 
NZI 
INI AINIAT 
ANN 
ANNAN ; i ae 
NARNIA For information about all H & K perforated metals, includ- De pt. 14, 4114 Glencoe {ve.. Ve n- 
JINE/JINI/TS ing louvers (fixed and lip slot), send for H & K General 
Catalog No. 75 


Western Engineering & Mfg. Co.. 


Lincane 


arrington & ing 
PERFORATING CO. INC. 


Chicago Office and hou New York Office and Warehouse 
5649 F e St. Ch i 14 Liberty St., Dept. AA, New York 6 


Style HK720 Just a few of the many H&K patter re illustrated—in reduced size 
ROTM CE (ro nearest 
= ob ob Hak AGENT 
A IA = 
St U 


* 




















Listed Under 
Perforated Metals’ 9/32” x 1-27/32” Slot Style A-1 


NEW LOW CoSsT ice. Calif. Unit is in sizes from 24 
to 48 in. with 14 to 5 hp rating. Stand- 
HIGH POWER 


ard equipment includes motor. direct- 


VACUUM driven fan. venturi throat section for 


less air turbulence. and butterfly 

New hidden, patented* filter dampers which automatically open 
aang times more power i and close with fan. Seal assures post- 

: tive closure. Fusible link is available 

The new Premier Model P-950 Vacuum, 


lo open dampers automatically in 
with the new hidden, non-clog filter, is 


= case of fire. 

the only true low cost furnace cleaner. 

The hidden filter gives you more usable 

capacity than other vacuums twice the Ww 

size. You can clean 4-5 home furnaces Rocker Arm elder 

witho . ring. Ye is sO small i 
hout emptying. Yet it is so small it AIR OPERATED rocker arm type weld- 

fits easily on the floor of your car. Over : “ties f =| ‘=e k 

2000 in use. Other models range from er in capacities Irom ¢’/2 to ¢0 Kva 


16-48 qt. usable capacity, including 3 , , {phil Spot Welder Vig. Corp.. Dept. 
in 1 units: wet or dry, blower or < ; {4. 1058 Pacific St.. Brooklyn 3! 
ccna ditar W ater cooled unit has heavy duty 
*patent number 2814357 

a Model P-950 


heat selector, heavy rear switch rod. 


THE PREMIER COMPANY contact assembly. heavy duty air cyl- 
Dept. 401, 755 Woodlawn Ave., St. Paul 16, Minn. inder, standard electrode holders. 
In Canada: 35 Gerrard St. West, Toronto 2 
° or 

For FREE Attention: Gordon L. Bowman, V. P. & Sales Mer. 
illustrated Please rush me FREE details on Premier Heating, 
information Air Conditioning and Industrial Vacuums. Thank you. 
fill in and mail 

request form 
today COMPANY 


electrodes and morse tapers. Stand- 
ard model has maximum spacing of 
12 in. between arms; special models 
are available for 18 in. throat depth 
or and adjustable lower swivel arm with 
maximum spacing of 28 in. between 

ADDRESS 


arms. Timer and contactor are option- 
CITY 


al. 


z 


AMERICAN ARTISAN, May 1959 





...for the smaller 
or project home 


Just add an optional return air cabinet (which fits either 
side or the rear) and this gas or oil Hi-Boy quickly becomes 
a Lo-Boy! 


EIGHT MODELS 
GAS 
80,000 to 125,000 BTU input 


OIL 
85,000 to 112,000 BTU output 





Readily adaptable for summer cooling 


Compact for close clearance installations 


‘a 


We have a factory-trained representative NEAR you 


to give you the whole story. Just drop us a line... 


INTERNATIONAL HEATER CO. 
UTICA 2, NEW YORK 











COOLING 
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GEM , INSULATING 


<nupt FIRE BRICK 


. is made to do THE job! 


GEM CLAY FORMING has perfected its 
INSULATING FIRE BRICK bodies to withstand tem- 
peratures as shown in the above illustration. 

Tests made by MELLON INSTITUTE, Pittsburgh 13, 
Pennsylvania, show excellent thermal properties in 
all phases. 

Write today for the MELLON INSTITUTE Test results 


and get the facts on GEM’s high quality standards 
before considering your next purchase. 


GEMCO BOND 


Gemco bonding material is a 
high quality refractory bonding 
cement developed to insure max- 
imum strength 


COMBUSTION 
CHAMBERS 


GEM Combustion Chambers 
are engineered to your spe- 
cific needs for high or low- 
pressure burners. Send us 
your prints for quotation. 


SEND FOR THIS BOOKLET NOW,,, 


This illustrated booklet shows the range of GEM 
CLAY's high quality 
refractory items and 


GEM shapes 
. GEM CLAY FORMING, INC. 


BOX 500 © SEBRING, OHIO 


new literature... 





Metal Roofing 


“Roorinc—Estimating, Applying. Repairing.” by 
James McCawley, is a 126-page book designed to aid 
contractors engaged in metal and other types of roof- 
ing work. Nine chapters covering Metal Roofing, Roof 
Drainage. Estimating. Steep Roofing. Insulation, Built- 
up Roofing. Plastics for Roofing Applications, Repair- 
ing, and Expansion and Contraction, contribute ways 
whereby better profits can be achieved in a competi- 
tive market. 

Illustrations are frequently used to demonstrate the 
author’s opinions and recommended techniques. Metal 
Roofing covers subjects such as galvanic action; bat- 
ten, standing and flat seam applications; soldering 
techniques: painting; essential roofing tools; metal 
shingles; flashing details; and corrugated materials. 

Roof Drainage treats errors in gutter design and 
application and presents data on prefabricated gutters 
and flat roof drainage. Charts give information on 
leader sizes, pitch, rainfall and drainage. The book. 
priced at $10, can be obtained from James McCawley. 
Shelter Publications, Dept. AA, 214 N. Karlov Ave.. 


Chicago 21. 


Perimeter Diffusers 


BuLLetTin 249-AC covers sidewall perimeter diffusers 
featuring four-way air pattern control. Illustrations in- 
clude product photographs as well as a cutaway draw- 
ing showing how fan shaped air pattern is produced. 
Diffusers are finished in two-tone beige baked enamel. 
are adaptable for either heating or cooling applica 
tions fir Control Products. Ine.. Dept. 14.158 Cen 
ter St., Coopersville, Mich. 


Air Conditioning Noise Control 


“UNI-SILENCER” selection chart is designed to aid in 
selecting the right type of silencer to use in solving 
various air conditioning noise problems. The chart is 
presented on two sides of a heavy plastic coated card 
punched to fit any standard binder. Data is given on 
high pressure systems, centrifugal fan pressures, and 
pressure drop Vs airflow. Five types of noise problems 
are discussed Elof Hansson, Ine.. {coustical Div.. 
Dept. AA, 711 Third Ave.. New York 17. 


High Velocity Air Distribution 


“Uni-FLo” HiGH veLocity data file explains what 
high velocity air distribution is. what it can do and 
where it should be used. Data is given on duct design. 
duct construction and temperature control for high 
velocity systems—Barber-Colman Co., Dept. AA, 1706 
Rock St., Rockford, Lil. 
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“Bethcon looks good, and does a nice job’ 


That’s what one of our new customers volunteered 
about Bethcon a few weeks ago. He’s no metal- 
lurgist, so he couldn’t elaborate very much on his 
statement. But here is the probable reason for 
his enthusiasm: 

Bethcon is galvanized in Bethlehem’s up-to-the- 
minute continuous lines at Sparrows Point, Mary- 
‘and, which include a continuous annealing process. 
This treatment gives the steel a very desirable com- 
bination of ductility and stiffness, which makes for 
easy workability and a strong, rigid sheet-metal 
product. 

Bethlehem’s continuous galvanizing process also 
causes the zinc to adhere to the steel much more 


BETHLEHEM STEEL 
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tightly than the conventional method. You can put 
a Bethcon sheet through the toughest forming op- 
erations—even double it back on itself—without 
cracking or flaking the coating. The coating itself is 
more uniform, too, with a uniform thickness across 
the sheet and no bead on the end. 

Bethcon is available in gages 13 and up, in either 
plain open hearth or copper-bearing steel. A Beth- 
lehem representative will be glad to discuss your 
sheet metal problems with you. Just call or write to 
the Bethlehem district office nearest you. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


seTHlEHEy 


STEEL 





Contractors 
Report 
Savings | 

up to 40% 


se Miracle NPOoo 
fo seal spirat 


conduit and fittings 


Efficiently anc 
Economically 


Miracle NP555 is a specially formulated duct sealer 
with excellent aging properties, resulting from use of 
non-oxidizing raw materials. NP555 has been custom 
made to effect substantial economies for you—savings 
of up to 40% have been reported from many sheet 
metal contractors who have used this sealer! 


NP555 Duct Sealer has excellent shelf life, and rarely 
has to be thinned. It’s a pleasure to work with NP555 
because of the mild solvents it contains. NP555 Duct 
Sealer creates a tenacious bond to metal, and provides a 
sure permanent seal around seams. Use NP555 between 
all sections of spiral conduits and fittings — between 
risers and run-outs — between run-outs and air condi- 
tioning units. 


ON REQUEST: Send today for additional information! 


MIRACLE ADHESIVES 
CORPORATION 


250 Pettit Avenue, Bellmore, L. I., N.Y. 


CONSTRUCTION BY 


new literature 
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1959 ASHRAE Guide 


“THe Heatinc, Ventilating, Air Conditioning Guide 
1959,” enlarged to an 814 11 in. page size, contains 
286 new or revised diagrams and charts. The Techni- 
cal Data Section (768 pages) includes sections on 
Heating and Cooling Loads; Room Heating and Cool- 
ing Methods and Equipment; Air Systems and Equip- 
ment; Heat Generating Methods and Equipment; Con- 
trols, Instruments and Motors; and Specific Applica- 
tions. 

The Guide has been expanded to include current 
information on the heat pump, evaporative air cooling 
and humidifi ation. Also included are new outdoor 
winter design temperatures based on probability of 
occurrence of various temperatures, a revised table on 
gages and construction of air ducts, and additions 
and changes in the list of codes and standards. New 
data is presented on gas-fired year ‘round residential 
air conditioners; sound absorption in ducts and 
plenums, noise levels and diffuser noise: duct con- 
struction for residences; school systems; and fuel 
utilization, efficiency and consumption. Copies are 
priced at $12—American Society of Heating, Refrig- 
erating and Air-Conditioning Engineers, Dept. AA, 
62 Worth St.. New York 13. 


Heating Slab Floor Houses 


ENGINEERING RESEARCH BULLETIN B-76. “Slab-on- 
Ground Construction for Homes.” is the first in a se- 
ries of Better Building Reports being prepared by the 
College of Engineering and Architecture. Pennsylvania 
State University. The section on heating explains how 
to assemble and install under-slab air ducts for the 
heating system and describes several types of ducts 
available. For one-story homes a downflow furnace is 
suggested which can be installed on the floor. over a 
plenum. Types of insulation available and methods of 
placing perimeter insulation are also described. Illus- 
trations include a photograph showing 6 in. warm ait 
ducts of asbestos cement attached to the form for the 
plenum and a drawing detailing construction sequences 
for an assembly using foamed e¢lass insulation at the 
register box. Copies are priced at $1.00 College o] 
Engineering and Architecture, Pennsylvania State Uni 


versity, University Park. Pa. 


Electronic Modulation System 


CONSUMER MAILING PIECE or giveaway illustrates 
through use of a moving wheel how “Selectra” elec- 
tronic modulation gives even heating comfort. As the 
wheel turns. the card shows outdoor temperatures go 
ing down and indicates how the heat loss is sensed 
and balanced with a modulated burner flame— Vani 
trol Co., Dept. AA, 12200 Beech Rd., Detroit 39. 
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2 FURNACES FOR THE PRICE OF J 


for model home Balanced Heat Installations 











DEALERS ENJOY NEW PROFITS 
with Unusual 2-Furnace Promotion to Builders 


The visual sales appeal of a two 
furnace installation—with its readily 
appreciated advantages of greater 
comfort, longer furnace life and lower 
fuel cost ... makes the heating system 
the most important new selling fea- 
ture in any home. Builders are quick 
to realize that BALANCED HEAT will 
help them to sell more houses, faster 
. and at greater profit. 


This means better quality, higher 
profit installations, with less competi- 
tion, for American-Standard* dealers. 
The American-Standard Air Condi- 
tioning Division BALANCED HEAT 
promotion is pre-selling the nation’s 
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leading builders on this important 
new idea through national magazine 
advertising and direct mail. The 
“Two Furnaces for the Price of One 
for Model Home Installations” offer 
gives you the ideal sales clincher. Con- 
tact your nearest American-Standard 
Air Conditioning Division distributor 


for complete details at once. 


FURNACE 
7 BROS. FEATURE - 
EATING 18 IDEA HOME OF YEAR 


2 FURNACES FOR THE PRICE OF 1 


FEL 


a Ament an-Standard 














NATIONALLY ADVERTISED TO LEADING BUILDERS 
Throughout the nation, the new American- 
Standard campaign with its special **2 Fur- 
naces for the Price of 1” offer is exciting the 
interest of promotion-minded builders. Cash 
in on extra sales by contacting your local 
American-Standard distributor for his full 


support in selling your local builders! 


* Amenican-Standard and Standard ® are trademarks of American Radiator & Standard Sanitary Corporation 


AIR CONDITIONING DIVISION 





Power Flam 


Should Have Checked 
Power Flame first! 
They build THE right burner 
for most applications 


ry 


a4 


® ‘ 
ae A Mospneric 
Gas 


wy ur fers ‘ 
Sy Power 
— | Jas Burners : 
<ombination " 
=) va. 4 
QQ Ss Ournere ma 





Yes, when you have a burner application, consult the 
POWER FLAME Catalogue FIRST. You'll discover 
a complete range of POWER FLAME models and 
sizes in atmospheric burners, power burners and com 
bination burners. This flexibility fits your requirements 
to a T and saves countless hours of catalogue searching 
Every POWER FLAME burner has been “torture 
tested” for maximum efficiency and dependability. You 


profit from low-cost installation and maintenance, too! 


GAS 
RNERS 


A model to fit every residential, commercial and indus 
trial application. Completely factory wired and assem 
bled, with modern controls and safeguards 


FG Series — Gun type gas burners in 
series to deliver 85,000 to 4,000,000 BTU 
Adaptable to all types of heating plants 
ideal for homes, schools 


churches and commercial [ 
buildings -.- ° 5 oo 


A. G. A. Listed 


BFG Series Spread type gas burn 
ers; models from 450,000 to 20,000,000 
BTU. ideal for heating, power or proc 
essing. For all commercial 

and industrial needs 


Listed by 
Underwriters’ 


Laboratories, Inc. 


Write today for complete literature, information, 
and specifications on POWER-FLAME gas burn- 
ers. Also get all the facts about THORO-MIX gas 
burners, and COMBI-MATIC dual fuel burners. 


60060000 060000 


e 


1203 MAIN ST 


Division, Inc. /onanoview. inl 


160 
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Metal Ventilators for Homes 
“Why Your Home Needs 


Each page is illustrated with 
line drawing and text explains briefly such points 


SALES LITERATURE explains 
Protective Ventilation.” 
is: What causes condensation to take place; How ade- 
quately sized metal ventilators, properly installed, help 
reduce danger of condensation in winter and also help 
keep house cooler in summer; How to be sure you 
and Where 
Vetal 
Vonroe St., Chi- 


have the correct amount of ventilation; 
ventilators of different types may be installed 
Ventilator Institute, Dept. AA, 22 W. 


2 
caZzo ”. 


Corrosion Resistant Sheets 


BROCHURE DESCRIBES PROPERTIES of “Boltaron” un- 
plasticized polyvinyl chloride for use in forming ducts. 
stacks. fans and other products for corrosion 
resistant applications. While 


ture. material may be 


hoods. 
at heat forming tempera- 
vacuum or press molded, line 


formed and otherwise 


shaped, may be welded, ce- 


mented, heat-sealed or machined, the company states 
Bolta Products Div.. Ge neral Tire & Rubber Co.. 
Dept. . Mass. 


1 1. Lau rence 


Stainless Steel Sheet and Strip 


THIRTY-SIX PAGE BOOK gives detailed information on 


commercial stainless steel sheet and strip. Included is 
data on physical fabrica- 
Booklet features 
tables for stainless 


properties, surface finishes, 
tion, maintenance and cleanability. 
comparative corrosion resistance 
steel types 302. 


L100 


316 and 430 and for aluminum tvpe 
Washington Steel Corp., Dept. AA, Woodland 


fve.. Washington. Pa. 


Dust Collectors 


Dust CONTROL 


BULLETIN NO. 272B covers Type D 
*Roto-Clone” dust collector. Information is given on 


application, principle, design, construction, operation. 


installation and arrangements. Included are 17 charts 
ind graphs giving performance characteristics, capac- 
ity tables, shipping weights, pipe resistance and gen- 
fir Filter Co.. 


Louisville, Ky. 


eral air engineering data 


Inc... Dept. PD-AA, 


{merican 
215 Central Ave., 


Insulating Electrically Heated Homes 


THREE TECHNICAL BULLETINS describe the application 
of “Alfol” aluminum foil reflective insulation in elec- 
trically heated homes. The three booklets cover appli- 
cations in areas with design temperatures of —20 F. 


zero and 20 F. Heat loss data, in terms of Watts/sq 
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INCREASED PROFITS 


AT IRREDUCIBLE COSTS 

FOR PERIMETER SYSTEMS 

.-eand another FUNCTIONAL USE 
for No. 105 U.S. SIDEWALL DIFFUSERS 


1% 





NO. 1000 
DIFFUSER 


The No. 1000 U.S. Base Diffusers 
for Perimeter Supplies 

plus the No. 2000 U.S. Base 
INTAKES for Perimeter Returns. 


Here’s Real Teamwork on Perimeter Systems where 
Matching Design is required. You can Increase Profits on 
each job as they are Easiest to Install of All Base Diffusers 
and Intakes and quickest to Balance A.C. Systems. 


NEW! ADDED FUNCTIONAL USE for 
No. 105 U.S. A.C. DIFFUSERS 


The No. 105 U.S. Air Conditioning Sidewall Diffuser 
with a NEW Added FUNCTIONAL USE Can be installed in 
the Ceiling in the Center of and at the Side Wall line and 

Present a Beautifully Perfect THREE WAY DIFFUSION that 

ie a lio will spread over the Entire Room Surface, and have the exact 

a look of Multi Curved Blade Grilles and do the job Better — 

CPUERMO Temi we mete 46 Cheaper and with the LEAST RESISTANCE. Try the No. 105, 
you'll be pleased with the Results. 





“dee ger 


UNITED STATES §9/@ ME REGISTER COMPANY 
BATTLE CREEK, & ' MICHIGAN, U.S.A. 
Branches: MINNEAPOLIS e KANSAS CITY e ALBANY 


INDOOR ant q 4 ] est ‘atalo 2. 
<= TR Write for Latest Catalog iam 
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Cincinnati 
Elbows 
really get 











Precision shaped and tapered on fully automatic 
machinery for positive uniformity, Cincinnati 
Elbows fit together quickly and surely on every 
installation. Hot-dipping after formation at con- 
trolled temperatures gives them a thick coating of 
zinc for a better-looking, longer-lasting quality. 
So give the home owner the best. Give him a gal- 
vanized, Cincinnati Elbow not an unfinished in- 
ferior product. Cincinnati Elbows are available in 
all sizes, angles and gauges in copper, aluminum, 
stainless or galvanized steel. Ask your jobber. 


CINCINNATI ELBOW CO. 


4730 Madison Road « Cincinnati 27, Ohio 


new literature 
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ft, is provided to show effects of using various types of 
insulation for ceilings, frame and masonry sidewalls. 
crawl spaces, and between floors over both heated and 
unheated basements. Also included is a sample calcu- 
lation that can serve as a guide in making similat 
calculations for various applications. In writing for 
literature, specify design temperature information de- 
sired—Reflectal Corp. Dept. AA, 200 S. Michigan 
fre. ¢ hicago 1h. 


Corrosion Resistant Exhaust Systems 


BULLETIN describes corrosion resistant plastic exhaust 
systems. According to the company, any fume system 
that can be fabricated from sheet metal can be fabri- 
cated from rigid plastic material. Illustrations include 
photos of tanks, hoods, ducts, fans and blowers—J/n- 
dustrial Plastic Fabricators, Ine.. Dept. {4, Norwood. 
Vass. 


Heavy Duty Forced Air Heaters 


BULLETIN EN 5900 contains sample speci fic ations for 
gas. oil, or gas-oil combination direct fired, forced ait 
heaters. A cutaway drawing shows features including 
steel radiation shields. directional air discharge noz- 
zles. floating stainless steel combustion chamber. and 
burner assembly with ceramic lined burner block and 
cast iron burner ring. Units are available in capacities 
ranging from 400,000 to 2.000,000 Btuh output 

Reznor Mfg. Co., Dept. AA, 6 Union St., Mercer, Pa. 


Registers and Grilles 


Catratoc 59 CR (20 pages) presents spec ifications for 
registers and grilles suitable for both commercial and 
residential applications. Included is information on 
new commercial models featuring multi-louver valve 
and one piece face construction. Booklet is illustrated 
with product photographs, line drawings giving dimen- 
sional information, and graphs showing air patterns at 
various deflection settings fir Control Products, Ine.. 
Dept. 14, 158 Center St.. ¢ oopersville, Vich. 


Air Conditioning Supplies 


“DEPENDABOOK” CATALOG listing air conditioning and 
refrigeration supplies has been revised and enlarged 
to show new prices and include numerous new items. 
According to the company. the catalog has long been 
a standard reference book for the industry. has been 
used by many engineering colleges and refrigeration 
service schools for teaching and reference purposes. 
New format is designed to provide for easier reading 
and facilitate selection and = reference—Harry {Iter 
Co., Ine., Dept. AA, 1717S. Wabash Ave., Chicago 16. 
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DOUBLE your profit... 


sell her an Electro-Klean too! 


No need for special ‘OME AIR FILTER 


price-cutting deals 
on Electro-Klean! 


| 20 Times 
CLEANER 
avg 
© COMES 
Our 
HERE 


Fired of swapping dollars on equipment that has been 
price-cut to the bone? Then listen to this! Electro-Kl 
Electronic Home Air Filter retails | is little as $189, 
gives you a FULL PROFI1 , 


have to cut prices to make the 


ELECTRONIC HOME AIR FILTER 


Better yet, here's how you can DOUBLE your profit 
Suppose your customer con in to buy a central 
air-conditioning system easy t ld up the sale with 
low-cost Electro-Klean nit al tha oes tor yout 
forced-air furnace prospects, to ace-setting 
newsmaking Electro-Klean assures y this double profit 
as you wrap up those EXTRA sales ite today 
for details on the AAF power-packed promotion beamed 
to Electro-Klean prospects every 


AAR Peston Ai. Bitter 


Company, Inc. * 355 Central Avenue, Louisville 8, Ky 


it, Electro-Klean installs 

r duct of any central forced 
nditioning system. Requires no 
ons adds little to comfort- 


the homeowner 


WORLD’S LARGEST MANUFACTURER OF AIR FILTERS AND DUST CONTROL EQUIPMENT 
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Merchandising, Advertising Guide 


“How To PLAN ror Prorit” describes long-range mar- 
keting, merchandising and advertising planning for 
small businesses. Problems and opportunities in all 
phases of business improvement planning are discussed 
and analyzed——Caruso, Malis & Worn, Inc., Dept. AA, 
300 W. Washington St., Chicago 6. 


Stud Welding 


LITERATURE describes the process of stud welding and 
illustrates equipment available for various applications. 
Also being offered is an eight page brochure illustrat- 
ing the company’s facilities and describing the services 
it offers—A.S.M. Products Ine.. Dept. 14. Yale & 
Woodland Ave.. Merchantville. N. J. 


Heating, Air Conditioning Schools 


DIRECTORY OF HOME STUDY SCHOOLS approved by the 
National Home Study Council includes a number of 
schools offering courses useful to members of the heat- 
ing and ventilating. air conditioning and sheet metal 
industry. Subjects covered and schools where the 


courses are available are as follows: 


STANDARD BRAKES 


Capacities up to 12-gauge sheet metal 
and bending lengths up to 12 feet. 


FOLDER BRAKES 


1) Heating and air conditioning, sheet metal, re- 
frigeration, accounting, advertising, business adminis- 
tration, mathematics, salesmanship, retailing—J/nter- 
national Correspondence Schools, Scranton 15, Pa. 

2) Air conditioning, heating, refrigeration—I/ndus- 
trial Training Institute. Inc., 2150 Lawrence Ave., Chi- 
cago 25. 

3) Air conditioning. refrigeration—National Tech- 
nical Schools, 1000 S. Figueroa St., Los Angeles 37. 

1) Air conditioning, heating, refrigeration, mechan- 
ical draftinge—Utilities Engineering Institute, 2525 N. 
Sheffield fve.. Chicago 14. 

5) Sheet metal, drafting, blueprint reading, account- 
ing. salesmanship—American School, Drexel Ave. at 
58th St.. Chicago : + a 


Air Diffusion Equipment 


CaraLoG 1-59. designed to facilitate selection of all 
types of air diffusion equipment, includes data on wall 
and ceiling supply grilles and registers; wall, ceiling 
and door return grilles and registers; extruded alumi- 
num “Airline” grilles for use in wall. floor and sill 
applications; and accessories and miscellaneous prod- 
ucts such as volume extractors and plaster frames. The 
catalog is divided into four sections covering the com- 
pany s four major product lines—Waterloo Register 
Co., Ine.. Dept. AA, P. O. Box 72, Waterloo, lowa. 


Hand Operated 


BENDING 
BRAKES 


One Man Operation - Quick Adjustment - Rugged Construction 


The simplicity and ease of oper- 


ration make this a desirable ma- 





chine for light sheet metal work. 
Seams and locks can be made 
efficiently. Capacity up to 20- 
gauge in three sizes of bending 
lengths of 36, 42, and 48 inches. 


Foot treadle clamp. 


PORTABLE BRAKES 


Set up shop right on the 
job. Capacity 20-gauge 
sheet metal in two sizes 
with bending lengths of 
49 and 61 inches. 


DREIS & KRUMP 





Descriptive Literature on Request. 


DREIS & KRUMP 


MANUFACTURING COMPANY 
6095 7404 S. Loomis Boulevard, Chicago 36, Illinois 
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COILED STEEL is automatically fed to high speed 
rolling machines to form various sizes and styles 
of gutter and other rain carrying equipment at 
Omaha plant of Standard Metal Fabricating Co. 


> THE SuppLy Co.. Lrp 
Omaha. Nebr... has changed its name to Standard 


STANDARD FURNACI 
Metal Fabricating Co. The new name was chosen. ac- 
cording to J. W. Hennen, president. as being more 
descriptive of the type of work the company is now 
doing. For many years the firm supplied dealer-con- 
tractors with furnaces and metal products: however. 
in recent years this function was discontinued and 
all activity has been centered on the fabrication of 
metal products used in the home building industry. in 
cluding duct and fittings for heating and cooling as 
well as rain carrying equipment. All of these products 
are sold exclusively to wholesalers. 

As part of the expansion program now in progress. 
the firm is building an addition adjoining its present 
plant which will accommodate expanded manufactur- 
ing facilities and provide additional storage space. 

Research programs conducted over the years have 
resulted in the development of many fittings designed 
to help installers save time on the job. One such 
takeoff fitting. another a 
snap-in dampering device for ceiling diffuser outlets. 

Officers of the firm. in addition to Mr. Hennen. are 
Rov C. Herbert (). 
Urbach. vice president. manufacturing: James J. Fitz- 


product is the “Clix-On” 


Brainard, vice president. sales; 
gerald Jr.. treasurer: 


and James H. Holmquist. secre- 
tary. 


> ExMore T. ScHeck, Wisconsin sales manager for 
Mueller Climatrol Div.. Worthington Corp.. has been 
selected by the Metropolitan Builders Association of 
Greater Milwaukee as its outstanding associate mem- 
ber for 1958. Mr. Scheck has served on many builder 
committees over the past several months. He is a past 
director of the Metropolitan Builders Association and 
past chairman of its associate advisory board. He also 
is general chairman of the 1959 Milwaukee home 
show, sponsored each vear by the Milwaukee Board of 


Realtors. 
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Set the 

temperature 
you want in 
every ROOM... 


Zone-A-Trol ... Now let you Sell 
and Install “What Every One Wants 
Most In a Heating System” ... One 
that provides MAXIMUM Heating 
COMFORT with MINIMUM Fuel 
CcOsT. 
With COMFORT CONTROL by Zone- 
A-Trol, Living Rooms, Bedrooms, 
Kitchens, and Bathrooms, may each 
be provided with their own thermo- 
statically controlled heating system, 
and the temperature in each room 
may be maintained, raised or low 
ered to suit each occupants require 
ments for comfort at any hour of 
the day or night. 
A thermostat in each room or zone, 
operates a corresponding Zone-A 
Trol “Air Flo’ Damper installed in 
the heat supply duct, and automatic 
ally controls the flow of heat to 
each room: By the damper action 
allowing the heat to flow only 
where it’s needed ... when it's 
needed Zone-A-Trol saves on 
fuel . . . eliminates the problems of 
rooms that are hard to heat, or over 
heat, ... and Insures Complete 
Comfort in Every Room. 
Effecting fuel savings that average 
20 to 40 per cent, Zone-A-Trol quick 
ly pays for itself, and guarantees a 
Lifetime of Comfortable Living with 
Lower Fuel Cost.” 


COMFORT 


CONTROL » 









































































costs but 


$272 


per room 























(cost of Zone-A-Tro 
with thermostat) 











SEND TODAY FOR COMPLETE INFORMATION 
ms & 


ECONO PRODUCTS COMPANY, Division of Viking Instrument 
East Haddam. Connecticut 








ZONE-A- RO), 
AIR-Ffr DAMPER 
automatically 

controls the flow of 
heat to each ROOM... 


Zone-A-Trol “Air Flo’’ Dampers are 
low voltage operated motorized 
dampers that may be installed in 
any shape or size of air ducts to 
automatically control the flow of 
heat to each room or zone. 

Each damper is individually con- 
trolled by a corresponding three wire 
thermostat located in its correspond- 
ing zone. 

Operating on low voltage, no BX 
cable is required. Dampers are wired 
in series and connected to the fur- 
nace controls to supply heat when- 
ever one or more thermostats call 
for heat 



















































































































































NEW 
THERM-O-DISC 
THERMOSTATS 


for furnace fan and limit control applications 


for 
additional 
information 
... Write 


THERM-O-DISC, INCORPORATED 


166 
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TYPE AL furnace limit control 


Adjustable and non- 
adjustable. Bimetal sensing 
element is maintained in a 
completely exposed position 
in the air stream for fast 
temperature response. 
‘Temperature calibration and 
differential can be preset to 
your specifications up to 

300° F. Standard factory 
differential is 25° F. Can be 
supplied with a closer or 
wider differential on request. 
Adjustable feature at no 
extra cost. Standard range of 
adjustment is 90° F 

40° F. range also available. 
Furnished with either 3-inch 
(AL-3) or 7-inch (AL-7) 
probe 


TYPE AF furnace fan control 


Available with either a 

t-inch (AF-3) or 7-inch 
(AF-7) probe which 
maintains the bimetal 
sensing element in a 
completely exposed position 
in the air stream. This rapid 
response position of the 
sensing element, combined 
with a snap-acting switch 
mechanism, provides fast and 
efficient furnace fan control 
Adjustable with a range of 
90° F. Maximum temperature 
300° F. Factory differential 
is 25° F. Can be supplied 
with a closer or wider 
differential on request, 


WC 


mansfield, ohio 


. ) 
(Continued ) 





W. H. DIVINE, manager of refrigeration sales, 
discusses packaged heat pump (on screen) during 


“Cavalcade of Products” show 


> THe Cavatcape or Propucts, sponsored by the 
York Div.. Borg-Warner Corp.. visited 17 cities 

New York. Pittsburgh. Cincinnati. Cleveland. De- 
troit. Chicago. St. Louis. Kansas City. Phoenix, Los 
Angeles. San Dallas. Houston. Atlanta. 
Washington. Boston and York during its recent 


coast-to-coast tour of the country. Architects. consult- 


| rancisco, 


ants. engineers and builders as well as heating and air 
conditioning dealer-contractors were invited to attend 
the showings. Equipment displays included residen- 
tial and commercial air conditioning units. heat pumps 


and furnaces 


> THe Feppers-Quican Corp. is conducting a series 
of 58 seminars for dealer-contractors and their service 
personnel on air conditioning and dehumidification 
equipment. Sessions are held either at distributor 
headquarters. if facilities permit, or in local hotels o1 
meeting halls. 

The firm’s current sales contest is open to heating 
division representatives and dealer-contractors as well 
as air conditioning personnel. Prizes include trips to 
Acapulco, Mexico and Rome, Italy. 


> Epwarp O. VETTER was recently elected executive 
vice president by the board of directors of Metals & 
Controls ¢ orp. Mr. Vetter will be responsible for the 
company’s General Plate, Spencer, Versaille Products 


and International divisions. 


> CuHase Brass & Copper Co. is using a new pack- 
age for its 16 0z roll copper which offers many ad- 
vantages in handling. opening, removing, storing and 
inventorying. The new carton is opened by slitting the 
label and removing the lop. The roll coppel which ex- 
tends above the interior sleeve allows for convenient 
removal. Recessed carton edges protect fingers during 
handling. and the cylindrical shape of the carton 
allows easy rolling and storing. Roll copper in all 
standard widths. from 6 to 20 in.. 


is available in the 
new carton. 
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WM. F. STEINEN (left), president of Wm. 
Steinen Mfg. Co., presents award to L. Wayne 


Gift for outstanding sales record 


» L. Wayne Girt was winner of the President's 
Award in the recently concluded sales contest) con 
ducted by the Heating Products Div... Wm. Steinen 
Mig. Co. Mr. Gift. who represents the firm in Indiana 
and Kentucky. earned his award by exceeding his 
sales quota by the highest percentage. Honorable men- 
tion went to Roy Kimpton, who covers the province 
of (Quebec. 


COMPRESSOR goes into chamber for testing. To 
be approved for installation in an air conditioner, 
compressor must be able to withstand 430 psi 


pressure for one minute without leakage 


> A “BURSTING CHAMBER” is used at Westinghouse 
Kiectric Corp.'s air conditioning plant in Staunton 
to safeguard quality control personnel when high pres- 
sure tests are performed. Walls of the chamber, which 


are made of sand and steel. are 1 in. thick. 


> SEVENTY-ONE SALES REPRESENTATIVES of the ai: 
conditioning department of Industrial Acoustics Co. 
attended the firm’s recent sales conference held in 
New York City. Ellis Singer. manager of the medical 
department, discussed the relation of the ear to air 


conditioning system noise. Other speakers included 


AMERICAN Artisan, May 1959 


Inef9// connor 


RESIDENTIAL 
AIR DIFFUSERS... 


The Contractor ¢ 
» 4fto/ choice 


for Quick 
EASY 


LOW COST 


Inefgllgtion 


4 DAMPER 


SMUDGE 
CONE 


MOUNTING 
RING 


@ PLASTER RING 


CONTRACTORS CHOOSE CONNOR Kno-draft 
Residential Air Diffusers for their superior per 
formance and quick, easy, low cost installation 
Using Connor units, there's no timc wasted with 
pre-assembly or separate installation of diffuser’s 
elements because Connor builds the damper and 
smudge cone right into the diffuser! No separate 
mounting ring or plaster ring required. Just a few 
simple turns of a screwdriver, and the job’s done! 
Profit more by spending Jess time on jobs 
choose Connor Kno-draft Air Diffusers, the most 
forward-reaching, efficient advance in the resi- 
dential air conditioning field . balanced air 
distribution . . . better air circulation . . . easy, 
low cost installation . . . quick control. 
Write today for more complete information. 


COMMOR .. for Conctant Comfort Conititione 


CONNOR 


=“ kno-draft: 





DANBURY,. CONNECTICUT residential air diffusers 
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Martin Hirschorn, president; Charles N. Rink, air 
conditioning department manager; J. D. Placco, ex- 
ecutive secretary; J. Sidebottom, executive vice presi- 


dent; and A. C. Hawthorne, vice president. 


> Forp Sropparp, president of Stoddard Industries. 
has assumed the duties of general manager in the 
company § Chicago office. Robert M. Stoddard, who 
formerly directed the manufacture and sales of “Dust- 
Magnet” 
vote his full time to administrative and manufacturing 
duties at the Stoddard-Quirk Mfg. Co. factory in Clar- 
endon, Ark. 


furnace and air conditioner filters, will de- 


> GeneraL Evectric Co.'s Air Conditioning Depart- 
ment is conducting a “Hustler's Hawaiian Hula-Baloo” 
sales contest. Prizes trips to Hawaii by chartered 
plane will be awarded in November of this year. 
To enter the contest, dealer-contractors notify their 
distributors that they wish to participate and that they 
anticipate purchasing enough GE air conditioning 


equipment to win trips for one or more passengers. 


> Saes supervisors of H. C. Little Burner Co., Ine. 


met recently in LaPorte, Ind., for their annual national 


AIR POWER and 
MOTOR DRIVEN 


Squaring 
Shears 


for unsurpassed accuracy 
in volume shearing 


conference. John V. Youngblood, general sales man- 
ager, described new product developments and out- 
lined merchandising programs scheduled for the year 
ahead. 


> As PART OF ITS MODERNIZATION program, the U. 5. 
Steel Supply Div., United States Steel Corp., has 
purchased land for new steel warehouses in Memphis. 
Tenn., and in Texas between Dallas and Ft. Worth. 


Construction is scheduled to start immediately. 


> Str. Parrick’s Day 1959 was the “greenest” in 
the 25 year history of the Chrysler Corp.'s Airtemp 
Div.. according to J. B. Ogden. vice president, sales. 
The date marked the division’s first “Million Dollar 
Sell-A-Thon” during which district sales managers 
sold $3.587.000 worth of air conditioning and heating 
equipment. The sales managers made more than 500 
personal telephone calls to wholesale outlets throughout 
the country. Their original goal $1,000,000 worth 
of equipment sold during the day was reached be- 


fore the day was half over. 


> AkRpMoRE PrRopucTs, INc., recently introduced a 
new pattern in metal, the “Leeds” stucco texture. The 
new pattern is non-directional, non-repeating and non- 
geometric, according to John G. Berry, president of 


the firm. Mr. Berry stated that the new texture elimi- 


MODEL A-1896 


i ee 


*7SONG 


Capacity 18 ga. x 96’. Other air power models 
with cutting lengths from 36” through 12 feet... 


capacities from 18 ga. through 14 ga. mild steel. 


MYSONG 


WYSONG & MILES 
COMPANY 


615 Fulton Street 


Greensboro, N. C. 


“Buy a WYSONG it's MILES ahead” 


MODEL 1452 


Capacity 14 ga. x 52”. 
Other motor driven models 
with cutting lengths from 
24" through 12 feet... 
capacities from 16 ga. 


through 2"’ mild steel. 


4 co 
0 a Oe 
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nates the necessity for matching secondary patterns 


and results in less waste and lower labor costs. 


SAMUEL F. SHAWHAN (right) receives 
wrist watch from Lyle C. Harvey, senior vice 
president of Carrier Corp., in ceremonies 
marking Mr. Shawhan’'s 30 years of service 


> Samvuet FL SHawnan. president of Bryant Mfg. 
Co.. recently completed 30 vears of service with Car- 
rier Corp., of which Bryant is an operating division. 
In recognition of his services. Mr. Shawhan was pre- 
sented with an engraved wrist watch at Bryant's an- 


nual sales conference held recently in Indianapolis. 


> Heat Conrroicer. INc. introduced its new remote 
} hp heat pump system to manufacturers representa- 
lives attending a recent meeting held at Jackson. Mich. 
Also on display were the company’s newly designed 
self contained package air conditioners in 2, 3 and 1 


hp sizes. 


b RCA-Wuirtroot Central Home Air 
Div.. Whirlpool-Seeger ( orp.. 
sive merchandising program to promote central sum- 


mer air conditioning of houses. The 


( orditioning 


is planning an inten 


program will 
stress the benefits of better health. comfort and con 
venience. David H. Armbruster. national sales man 
ager of the home air conditioning division. stated that 
he expects his company s sales to show a 50 percent 
increase during 1959. Most of the increase. he indi- 
cated, will be developed because of the public’s inter- 
est in “benefits” rather than mechanical features. 
RCA-Whirlpool has recently changed its distribution 
policies and is at present setting up the manufacturet 

distributor—dealer-contractor system of marketing 
its produ ts. 


BP Jay Co. recently completed the remodeling of its 
10.000 sq it plant at 715 S. Sth St.. Minneapolis. The 
firm, operated by Harry W. and James L. Quade. 
manufactures many special metal items of stainless 


steel, aluminum. copper and brass. It also represents 
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Start 
RIGHT 


at the TOP 


The Engineered 
GAS VENT 


SYSTEM 


The Most Complete Line 
3” thru 20” —All UL listed 


Dura-Vent Tops are engineered for maximum 
efficiency, smart appearance, and ease of instal- 
lation. They are scientifically designed to help 
— rather than hinder — draft action. Couplings 
are precision tooled for safe, sure, double-locked 
installations. Dura-Vent tops them all in 
appearance, too — complements even the most 
expensive homes. 


Two, big, modern plants and eight, com- 
pletely stocked warehousing points assure you 
of prompt, reliable service to any area. Dura- 
Vent pipe and fittings are available in all sizes 
— designed and engineered for any architectural 
specification. Listed by Underwriters Labora- 
tories. 


Write, wire or phone us today for catalog 
including detailed specifications and prices, 





eee 
pony 


Ay» DURA-VENT 
UL) : FA CORPORATION 


-_-_——-—— 





Affiliate of Peerless Manufacturing Div. of Dover Corporation 


Factory & Western Sales Office, 2525 El Camino Real, Redwood City, Calif. 
Factory & National Sales Office, 1400 W. Ormsby Ave., Louisville |, Kentucky 








NATIONAL LOCK 


ONTINUOUS 
i iitias 


for all types 
of heating and 
air conditioning 
cabinets...and 
other metal 
applications 


EQUAL WINGS — STAGGERED HOLES 


oA SA 
ery 


UNEQUAL WINGS — PARALLEL HOLES 
(ON SPECIAL ORDER) 


SPRING HINGES 


Available in steel, brass, stainless steel 
and aluminum, National Lock hinges 
are offered with equal and unequal 
wings... 3/4,” to 3.” widths . .. up 
to 97” lengths . . . with and without 
holes. Write for complete information 


|| 
! 
| NATIONAL LOCK COMPANY 
iL. 


HANDLES PULLS - LATCHES 


a re CATCHES - HINGES - SCREWS 


Rockford, Illinois 


ad. | 
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several manufacturers of heating and air conditioning 
equipment, fans, blowers, motors and controls. Re- 
modeled and additional office space now provides the 
facilities needed for hew personnel which has been 


added to both sales and production departments. 


INDEPENDENT BLADF CO. uses NHAW em- 
blem to indicate its association with the National 


Heating and Airconditioning Wholesalers Asso- 
cltion 


> THe INDEPENDENT Biape Co. displayed the em- 
blem of the National Heating & Airconditioning 
Wholesalers at the recent International Heating and 
Air-Conditioning Exposition held in Philadelphia. Ac- 
cording to Ray Westlund. owner of the Independent 
company, the NHAW emblem “is recognized through- 
out the country and its display by us indicates that 
we have an established policy of distribution through 
recognized wholesalers. that we have placed our dis- 


tribution policy on file in’ the headquarters of the 


NHAW association.” 


> THe Amertcan-Staxparp Air Conditioning Div. 
has recently set up a new market research department 
which works with distributors in developing marketing 
data for their individual areas. Supervising the pro- 
gram is Norman Robertson, recently appointed to the 
newly created position of market research manager. 
According to W. H. Baker Jr.. vice president, market- 
ing. “Mr. Robertson will develop sales forecasts, con- 
duct research pertaining to specific marketing areas 
and direct long range studies relating to market po- 
tentials. In other words. we will supply the type of 
market research usually confined to the national pic- 
ture to the marketing problems of our individual dis- 


> Ine Evecrric Venrinarinc Co. has purchased the 
General Blower Co.. Morton Grove. ll. The newly 
acquired company will be operated as the G-neral 


Blower division of Ile Electric Ventilating Co. 
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LARGE OR SMALL 


JO-BLAST 
POWER GAS BURNERS 


SAVE MONEY 


THE 
ECONOMITE 
FOR RESIDENTIAL 
INSTALLATIONS 
Capacities from 
75,000 to 700,000 
BTU/hr. input. 





STANDARD 
Lo-BLAST 


Capacities from 100,000 
to 20,000,000 BTU/hr. 
input. 


DUAL FUEL 
Lo-BLAST 


The finest gas burner...the | 
finest oil burner now com- 
bined in one great unit. 

Capacities from 600,000 to 
2,500,000 BTU/hr. input. 


AVERAGE 10% LESS IN OPERATING COST 


Lo-BLAST Power Gas Burners save money because 
they eliminate the fuel waste caused by uncontrolled draft. 


When a power type burner shuts off, there is no rush of 


draft air to carry heat up the chimney, a condition which 
would cause a serious fuel waste. The Lo-BLAST Burner 
does not depend upon natural draft, but upon air sup- 
plied by a small guzet blower. It provides combustion air 
only when the burner is on! When the burner shuts off, the 
flow of air shuts off. The heating plant thus retains much 
of its heat between operations. 

That's why Lo-BLAST Burners cost substantially less to 
operate. 


SEND TODAY FOR COMPLETE INFORMATION 


MID-CONTINENT 


1 0 2.0 PD =D 10) D) OL Ob NOLO) 
1960 N. Clybourn Ave., Chicago 14, IIl. 


Wise Heating and Air Condition- 
ing contractors rely on the 

| MAURLEE COMPANY’s fast, 
efficient delivery service. Regu- 
larly scheduled deliveries mean 
you get the ductwork, furnace 
pipe, fittings, registers and 
grilles when you need them. 
MAURLEE’s fast fleet of 
“PONY EXPRESS” trucks 
saves contractors time and 
money. Saves warehouse space 
for distributors, eliminating the 
need for huge costly dead weight 
inventories. 


Top quality construction, mod- 
ern advance design, complete in- 
ventory and unusually fast serv- 
ice are the reasons MAURLEF 
is first choice for residential and 
commercial heating and air con- 
ditioning installations. For cata- 
logue, price sheet, and additional 
information, mail coupon today 


a> 


AIR CONDITIONING DUCT 
AND FITTINGS 
* 
FURNACE PIPE AND FITTINGS 
e 
REGISTERS AND GRILLES 


MAURLEE CO., INC. 


SOUTH EVERGREEN AVE. 
WOODBURY HEIGHTS, N.J. 
PHONE: Tliden 5-2305-6 


Please send me catalogue and adaiionat 
information. 


Name 





MMACLALAAE LLL, 








Firm 
Address 


City Zone State __ 





1 am a dealer tam a wholesaler 


all 


SS 








~ 





NOTHING BUT THE BEST... 


Western Rotary’ 


Roof Ventilators 


with Lifetime Guaranteed Bearings 


e “Backward curved blower wheel” type mechanism assures 
high, constant exhaust capacity, no backdraft ever. 


© Certified wind tunnel tests by non-commercial national institute. 
© Unique factory lubricated sealed bearings are specially designed 
for positioning load, countering wind pressure, assuring stability. 
@ Lock-on rotor, yet removable without special tools 
@ Exclusive Western corrugated vane increases rigidity 
© Low, functional type adds beauty 
© Baked enamel paint coating for beauty and long life 
@ Aluminum, copper, or stainless steel construction available 
Other type ventilators include: 
Immediate 
® Stationary ® Vertical exhaust Delivery 
® Directional @ Axial roof on all 
® Continuous ridge ® Unit ventilators sizes 


Complete Catalog in Sweets and Western States A-E-C 


eta 


—Jy 


Write for catalog and name 
of nearest representative 


WESTERN 
ENGINEERING 
& Mfg. Co. 


4108 Glencoe Avenue, Venice, California 


Since 1921 ...a reliable leader. 





THIRTEEN WHOLESALER EXECUTIVES recently 
graduated trom NHAW’s “presidential institute.” In the 
front row (1 to r) are: Oliver F. Smith, General Heating 
& Cooling Co., Inc., Kansas City, Mo.; Harry J. Cook, 
Cherokee Supply Co., Rome, Ga.; Richard J. Young, 
Young Heating Supply Co., South Bend, Ind.; Edward 
J. Rudden, Modern Equipment Corp., New Haven, 
Conn.; Dean Grennel, The MacIntyre Co., Inc., Fond du 
Lac, Wis.; William Brauer, Braver Supply Co., St. Louis, 
Mo.; Howard Mold, Minneapolis-Honeywell Regulator 
Co.; and Art Rees, Waterbury Heating Supply Co., Min- 
neapolis. Back row: Richard Swanson, Minneapolis- 
Honeywell Regulator Co.; Bill Troescher, Hesco Corp., 
Cincinnati; Gail C. Mason, Warm Air Heating Supply, 
Plymouth, Mich.; Harold W. Squire, Tiffin Art Metal 
Co., Tiffin, O.; Malcolm B. Nicholson, Empire Gas & 
Electric Co., Denver; George Van De Polder, Southern 
Michigan Heating Supply Co., Coldwater, Mich.; Richard 
F. Dammeyer, New Bremen Supply Co., New Bremen, 
O.; and Lyle Davidson, Minneapolis-Honeywell Regu- 
lator Co 


> PRESIDENTS AND TOP EXECUTIVES of wholesaler 
firms belonging to the National Heating & Aircondi- 
tioning Wholesalers Association recently completed a 
week-long course conducted by the educational staff of 
Minneapolis-Honeywell Regulator Co. The course cov- 
ered executive development. decision making. motiva- 
tion of work force, employee selection and profit mak- 
ing. Based on the premise that a person learns best 
when he is exposed to ideas and is then given the 
chance to practice using them. the NHAW sponsored 
course included a number of workshop sessions where 
all students were given an opportunity to practice the 
various techniques of management that had been 


studied. 


> THe THompson Co.. Atlanta, Ga. has been ap- 
pointed Georgia wholesaler by the Trane Co. The 
Thompson firm will handle the complete line of Trane 
residential heating equipment. including both gas and 
oil fired models. and will also distribute residential 
and commercial summer air conditioning equipment. 
T. W. Thompson Jr. is president of the Thompson Co.. 
which maintains offices at 985 Boulevard. N. E.. At- 


lanta. 


> AsHBURN Supply Co., 8168 Warner Dr.. Culver 
City, Calif., has been named exclusive distributor for 
Sequoia Mfg. Co. in the counties of San Bernardino. 
San Luis Obispo, Orange. Los Angeles. Riverside. and 


Santa Barbara. 
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wholesaler doings and children. 
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Personnel of local utilities and city in- 
spection offices were also invited to attend. 





> Apparatus Distriputors, Inc., 44-22 54th Ave.. 
Maspeth, N. Y., has been named exclusive distributor 
of Chrysler Airtemp residential and commercial pack- 
aged air conditioning equipment in the New York 
area. This appointment followed the closing of Chrysler 


Airtemp's New York factory branch. 


THE HARRY ALTER CO.’s new Dallas branch 
building provides space for stocking nearly 10,- 
California. Idaho. 000 different items required by the 
Nevada, Oregon, Utah and Washington. conditioning industry 


> THe Russet Saves Co., Santa Fe Springs. Calif. 
has been named to handle the sale of “Freon” re- 


frigerants to wholesalers in Arizona, region's air 


> THe Harry ALrer Co. has moved into its newly 
completed building in Dallas, Texas, located at 2332 


Irving Blvd. According to Irving Alter, president, “the 


move was necessitated by the increasing demand for 


> THirty suppuiers of the Cincinnati Stamping & 
Furnace Co., Cincinnati wholesaler, exhibited their 
heating and air conditioning products during the Cin- 
cinnati firm’s recent three-day “Stamco Products 


our wholesale services throughout the entire southwest. 
Parade.” To create and maintain 


interest among deal- In the five years since we opened our Dallas branch, 


er-contractors, each supplier was asked to send out in- 
vitations on a specified mailing date; thus by four 


days in advance of the show every dealer had received 


we have seen an astonishing rate of growth in this 


region's air conditioning industry.” The branch serves 


Pexas. Arizona. Arkansas. Louisiana, New Mexico 
a total of 30 invitations to attend the exhibit and and Oklahoma. 

visit the various suppliers at their booths. Two days 

prior to the show the Cincinnati company addressed > THe Mirwatkee Stove and Furnace Supply Co.. 
personal invitations to the dealer-contractors asking 5070 W. State St... Milwaukee 


will covel Wisconsin 
them to come to the exhibit and bring their wives for the Bryant Mfg. Co. 


PROOF that all Baseboard Diffusers are not alike 


: Visioneered to answer today’s huge demand for a shorter, more 
efficient baseboard diffuser, P-68 with 28 square inches of free 
| : , air space is taking the lead! 


New P.68 weiete P-68 offers considerable savings in time and labor costs because the installation 


28 ‘ach i? is so simple . . . yet in operation it compares to other diffusers UP TO THREE 
ee ee a ee were TIMES ITS SIZE. The P-68 delivers a perfect diffusion pattern . 


. a soft, gentle 
Length 18” fan of air . 


ideal for heating or cooling. Highly attractive design and 
Sentinal Gee smooth modern lines blend with any baseboard style in new or remodeled 
2% x12 homes. 
2% x14 Write for the complete A & A catalog showing our full bine of registers, diffusers and grilles for every 
type of heating and air conditioning installation 


A ‘ye A & A REGISTER COMPANY 


8327 CLINTON ROAD - CLEVELAND 9, OHIO © Allantic 1-6166 
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TORIDHEET 


Great in ’58 


Now TRULY FINE in ’59 


THE 
STAR 
IN 
YOUR 
FUTURE 


STEP AHEAD OF COMPETITION WITH: 
* The Industry's Most Complete Line 
(ALL FUELS) 


Completely Assembled and Wired Units 
Proven Profits 





Time-Tested Sales and Installation Clinics 
Cooperative Advertising 
101 Dynamic Sales Tools 

TORIDHEET Division 

Dept A 


Cleveland Steel Products Corporation 
16025 Brookpark Road, Cleveland 35, Ohio 


Please send me details about your dealer franchise arrangement 
and about your complete line of TORIDHEET Automatic Heating 
Equipment. 


Name 
Company 
Address 


——— ———— 
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merchandising ideas 





> Tue American-Standard Air Conditioning Div. 
has prepared a sales presentation which consists of two 
parts a heating and air conditioning analysis form 
and a “special survey.” In filling out the analysis 
form, the dealer-contractor goes through the entire 
house with the prospect recording such data as size 
and number of rooms, exposure, insulation, ete. 
Heating equipment is inspected and notes taken on 
type of furnace, fuel used, Btu rating, and condition 
of flue and chimney. After the initial survey has been 
made, the dealer-contractor fills out a questionnaire 
designed to make the homeowner express what he 
himself believes he should have in the way of comfort 
in every room. Typical of the questions asked are: 
Does the house feel cool just before the furnace goes 
on? Do vou have any noticeably cold or hot rooms? 
Cold walls? Cold floors? Is the house hot in summer ? 
Do you have a kitchen fan? Do you have room ait 
conditioners ? 

When the salesman goes, he leaves with the home 
owner a “special survey” which points out that a 
complete and detailed heating and cooling survey 
has been made and explains how year ‘round ait 
conditioning can make a home a happier, healthier. 
more comfortable place to live every day of the 
year. In the winter. the booklet says. year “round 
conditioning provides even, comfortable heating; cuts 
fuel bills; eliminates annoying drafts; and keeps the 
house cleaner. In the summer, homeowners get more 
restful sleep; have fewer cleaning bills; eat better, look 
hetter and enjoy relief from hay fever. In addition, the 
resale value of the home is increased. 

Final pages show various types of warm air furnaces 
and summer air conditioning equipment available 
from the company. 


p> FueL costs and the charge for equipment naturally 
receive careful consideration when the question of a 
heating plant for a new home or a modernization 
project comes up. But there are also ways, the Gas 
Appliance Manufacturers Association tells prospects 
in which modern equipment can pay big dividends 
GAMA is mailing out promotion pieces pointing out 
that gas fired forced warm air furnaces provide many 
dollars-and-cents advantages, including: 

1) Durability and ease of servicing. All components 
of the system may be easily reached for any adjustment. 

2) Compatability with air conditioning. whether 
cooling is added at once or later. 

}) Continued fuel economy over a long lifetime. 

1) Savings on laundry, cleaning and redecorating 
bills. 

2) Compactness and quiet operation. 

In addition, GAMA points out, there is the con- 
tribution of a good heating system to the marketability 
of a home. 
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Your Jobber...the man =“, 
who stocks and recommends 


GALVAN ELBOWS 


All 
He recommends 


them because... 


He knows they are 
PRECISION PRODUCED 
He knows they 

“FIT LIKE A GLOVE” 


He knows they 
FIT ALL STANDARD PIPE 


i ee Ome i ec 
COMPANY 
NEW ALBANY, INDIANA 





Manufacturers Agents... 


Are you interested in securing additional lines? 


We are occasionally asked by our manufacturer advertisers to suggest 
the names of manufacturers’ agents in various sections of the country whom 
they can contact in regard to representation of their residential and small 


building heating, sheet metal, and air conditioning products. 


If you would like your name listed on our records for inquiries we may 
receive On your territory, we invite you to write us. There is no charge in 


connection with this service. 


AMERICAN ARTISAN 


6 North Michigan Avenue, Chicago 2, Illinois 
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appointments... 





> Kerrn T. Davis as manager of gas air condition- 
ing for Bryant Mfg. Co., a division of Carrier Corp. 
Mr. Davis was formerly assistant to the senior vice 
president of Carrier Corp., and before that held engi- 
neering and executive positions with Affiliated Gas 
Equipment, Inc.. which merged with Carrier in 1955. 
In his new position, he will plan and direct the market- 
ing of a new gas air conditioning unit which is being 
manufactured at the Indianapolis plant. Earl T. 
Richards Jr. has been appointed assistant manager of 


gas air conditioning. 


Keith T. Davis Daniel B. Callaway 


> Danien B. Cattaway, former chief engineer of 
the sound control department of The Koppers Co., 


as supervisor of West Coast activities for the Industrial 


ra FIRST LINE 


Aerofin makes ex- ‘ 

tended heat surface ° 
exclusively — not as a by- 

product, not as a side-line. Sold 
only by manufacturers of fan-system 
apparatus, List on request. 


AEROFIN 


Acoustics Co., Inc. Prior to his association with The 
Koppers Co., Mr. Callaway was supervisor of the noise 
and vibration control section of the physics research 
department of the Armour Research Foundation. 


Richard B. Schmidt Robert A. Hoehne 

> RicHarp B. ScuMipt as general sales manager of 
Mueller Climatrol-Milwaukee, Div. of the Worthing- 
ton Corp. In this capacity he will supervise all national 
sales activities of the Milwaukee Div. He joined Muel- 
ler Climatrol in 1947, has served as sales corre- 
spondent. sales representative, Milwaukee sales man- 
ager, sales promotion manager, and sales manager. 
Robert A. Hoehne. formerly a sales representative and 
sales engineer. has been appointed manager of sales 


engineering. 


> Wittiam D. Bocu as sales representative in 


Arizona and southern California for Duro-Dyne Corp. 


HEAT EXCHANGERS 


ASK THE 
AEROFIN MAN 


Specify Aerofin and you specify 
high efficiency, long service lite and 
low maintenance and service costs. 


Take advantage of <Aerofin’s un- 
equalled experience, production fa- 
cilities, and materials-testing and 
design research — of Aerofin’s com- 
plete engineering service at the 
plant and in the field. 





CoRPORATION 


101 Greenway Ave., Syracuse 3, N. Y. 
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Also Cleat Bending Brakes 
*F.0.B. Waukegan, Illinois 


without netice 


* 


acceptance 


At the grocery, the drug store, the filling station .. . every- 
where your prospects go they see Reznor gas unit heaters 
in action. “Time”, “Newsweek” and 15 other publications 

. no matter what your prospects read, they can’t miss 
Reznor advertising. It’s no wonder that Reznor . 


the world’s largest-selling gas unit heater. . 


. . by far 
. is the one 
unit heater your heating prospects all know and accept. 

ACCEPTANCE—just one of many reasons why Reznor 
dealers make more sales and more money. Ask your 
Reznor distributor for the complete story. 


leo to NYS 
uvce | REZNOR 

Heoters Unit n a 
the Yellow Pooes WORLD S LARGEST SELLING DIRECT FIREO 


ee Tj SUNIT HEATERS 


Reznor Manufacturing Company, 6 Union Street, Mercer, Pa. 


FLANGES THE DUCT 
with Amaning Speed | 


Less than 5 seconds on short 


and lighter pieces... 
Slightly longer on bulkier pieces 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 

A complete drive cleating tool... 
no set-up time . . . no adjustments. 
Handy to take out to the job when 
not needed in the shop. Turns idle 
time into production time. Flanges 
any square duct up to 20 gauge. 
Quickly pays for itself in time, 
material and labor savings. 


No. 12 Smith's Cleat Bender 


12” Wide — $ 49.80* 
No. 18 Smith's Cleat Bender 

18” Wide — 78.60* 
No. 24 Smith's Cleat Bender 

24” Wide — 140.00* 
No. 30 Smith's Cleat Bender 

30” Wide — 170.00* 


Prices subject to change 


oe ee 


1124 Elizabeth Avenue e Waukegan, Illinois 
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MARMAN / Ventiduct Coupling 
Joins Ducts Quickly, Easily 





Ventiduct Coupling is strong 
enough to eliminate need for 
extra supports. 





PERFECT 

DRIVE CLEATS 

fit the duct without 

the use of a screwdriver. 
TREMENDOUS SAVINGS 
in erection time and labor. 


INDUSTRIAL SALES DEPARTMENT 

LOS ANGELES, CALIFORNIA 
IN CANADA: AEROQUIP (CANADA) LTD., TORONTO 19, ONTARIO 
Marman Products are Covered by U.S. and Foreign Patents and Other Patents Pending 


11214 EXPOSITION BLVD., 


Using the Marman Ventiduct 
Coupling, sheet metal ducts 
can be installed easily, with- 
out welding or riveting joints. 
Simply roll 90° flanges on duct 
ends and attach stainless steel 
retainer with a single bolt. 
Removes quickly for inspec- 
tion or cleaning, yet forms 
strong, long-lasting joint. 
Segmented to fit all ducting 
diameters from 3” to 36”. 


6530 Ventiduct Coupling 


Ventiduct is an Aeroquip Trademark 








Make any cut-— 
curved, straight or ir- 
regular, faster, easier 
and better with less 
material waste on a 
Beverly Throatless 
Shear. You can turn 
work to any position 
and make a clean cut 
as you go. Handles 
heavy gauges with 
ease — lighter metals 
without distortion. 4 
models—capacities 18 
gauge to 344" mild 


B-3 sith 
Ball Bearing 
Hold Down 


INSIDE SLOTTER 
8” Reach—16 ga. capacity 
Makes inside slotting cut- 

er, easier, cleaner 

die arrange- 

of 5 blades assures 
accuracy, clean cutting 
action. Cuts 2'2” x 
2'5 slot at one 


1,” or 


232” x 
stroke Throat design per- 


mits pivoting work at any 
| . —. point in stroke for special 


oe 
Si Salt fF =; 


a 


i ie cuts Note sample 
cuts at left 

See your Beverly Dealer or 
write for illustrated catalog 


Geverly SHEAR MFG. CO. 


3020 W. 111TH STREET 


¢ CHICAGO 43, ILLINOIS 
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appointments formerly sales vice president and a director of Water- 


(Continued ) man-Waterbury Co. In his new capacity, Mr. Smith 


will be in charge of the division’s furnace field sales 





>» Crancy W. PoLLock as sales manager for air organization and planning under Carl W. Millsom, 
conditioning products for National-U.S. Radiator vice president in charge of sales and advertising. 
Corp. He was previously manager of sales and engi- 


neering for the company’s Drayer-Hanson Div. 


> John C. Mevius Benjamin D. Odom 
av & 


Clancy W. Pollock Robert S. Martin > Jonn C. Mevius as sales manager of the Indiana 
Div.. Robertshaw-Fulton Controls Co.. a newly formed 


> Ropert S. Marvin as manager of air conditioning branch. Mr. Mevius joined the firm in 1957 at its 
sales for Tuck-Aire Furnace Co. George N. Aronovsky. eastern research center in Phildelphia. Benjamin D. 
who joined the firm in 1950, has been appointed man- Qdom has been appointed southern district sales man- 
ager, sales engineering department. Charlie Dark. ager by the Indiana Div. Mr. Odom will have head- 
Palmer Industries. Inc.. Phoenix, Ariz.. has been quarters at 5756 Ringgold Rd., Chattanooga, Tenn. 
named faculty representative in Arizona for “Atlas” 
and “Western” products. > Rosert B. Gi-pert as national sales manager in 
charge of heating and air conditioning products for 
> Sruarr A. Smiru as sales manager. furnaces, for the Home Products Div.. Rheem Mfg. Co. With the 


Perfection Industries Div. of Hupp Corp. He was firm for 10 vears. Mr. Gilbert came to Chicago as 





] 
; 


| | q minimum RESISTANCE 


HIGH VELOCITY AIR FILTERS 


VIRO CRIMP MEDIA 


has special Hemmed Edges for 
strength and safe, easy handling. 
No cuts! No scratches! No filter 
surface damage. 


Also Available . . . 
Low Velocity and Grease Filters . 
Write for catalogs and prices. 


4554-A W. WOOLWORTH AVE., MILWAUKEE 18, WIS. 


Canadian Representative 
DOUGLAS ENGINEERING CO., LTD., TORONTO 





A few distributorships available. 
Write for details! 
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JARTON 


PACKED Monee 


FURNACE 
PIPE and FITTINGS 








eT ee | 


For EASIER HANDLING 
A ll MONCRIEF galvanized Pipe and Fittings are 
Carton Packed for greater convenience in handling 
and shipping. This feature alone saves time and 
money in that it eliminates the replacement of parts 
that usually get damaged through handling or while 
in storage. MONCRIEF standardized Fittings are 
precision made, at low mass production cost. All 
uniform in size and quality. All easy to store, Easy 
to assemble. Order from your wholesaler today. 


Write tor FREE catalog. 


4 MONCRIEF FURNACE COMPANY 


676 Hemphill Ave., 


Gey 


N.W., ATLANTA 1, GA 


3-2-0 


E-Z-ON 
STANDARD 
DESIGN 
No. 27 


— «a, 
aye ‘~ Doa 
Better Job 
At a Lower Cost 


Now, it actually costs you less to get a better 
engineered E-Z-ON damper regulator. 
Here's Proof: ® Lower Price...Means Lower Cost to You 
® Double Prongs Mean Double-Grip...No chance of swiveling 
© Washer is Permanently Attached ...No loose washer to drop 
or fall in pipe ® Modern “Swept"’ Wing Nut is Eye-appealing 

. Adds new beauty to installations ® Balanced Construction... 
Prevents possible binding of damper in duct. 


M.A. GERETT CORP. 


724 W. Winnebago St., Milwaukee 5, Wis 


all leading jobbers stock E-Z-ON 
Stocked in Canada by THERMIDAIRE CORP., 7-9 Cumberland St., Toronto 
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MAKE SURE YOU HAVE A 


(| BANNER YEAR 


IN VOLUME AND PROFITS 


SELL AND INSTALL THE UNSURPASSED 
OG-56 OIL-TO-GAS CONVERSION UNIT 


by BANNER BURNER 


@ Flawless Design and Construction. 
@ No-Burn-Out, One-Piece Cast Iron Venturi and Flame Spreader. 


@ Fast, Easy Installation... Fits through Four-inch Oil Burner 
Sleeve. 


@ M. H. Controls, Available in Powerpile or 24-Volt System. 
@ 60,000 to 150,000 BTU Input. 


Write for complete details 


BANNER BURNER CO. 


227 EAST INDIANOLA AVENUE, YOUNGSTOWN 7, OHIO 


Qe 
—— 


COLUMBUS 


Direct Drive centrifugal 
power roof exhauster. 100 
to 1400 CFM. Boston com 
panion series belt drive 


500 to 4300 CFM 


1959 “DALLAS” 


AIR MOVER 
POWER ROOF EXHAUSTER 


For the highest quality materials and 
workmanship at the lowest possible price, 
specify the GREENHECK “DALLAS” Air 
Mover. Features include rugged ball bear- 
ing motors completely isolated from the 
exhausted air stream, non-overloading 
backward curved wheels, motor and wheel 
isolated from the frame by rubber vibra- 
tion mountings, and highest quality sealed 
ball bearings for wheel shaft mounting. 
The hood is hinged for easy access to the 
motor and pulley belt area. Write today 
for catalog 10 which gives complete en- 
gineering information. 


WAUSAU 
Air Mover Belt drive cen- 
trifugal power roof ex- 
hauster 300 CFM to 
27,000 CFM range 


TUCSON 
Air mover provides low 


GREENHECK 


FAN & VENTILATOR CORP. 
SCHOFIELD @ WISCONSIN 


silhouette centrifugal 
roof exhauster — ca- 
pacity 200 to 20,000 
CFM. 





appointments 


(Continued) 





product manager of heating in 1956 after having 
served for several years in southern California. Harry 
M. Gage has been appointed assistant general sales 
manager in charge of administration. New national 
service manager of the Home Products Div. is R. E. 
James who has been with the Rheem organization for 
approximately 30 years in sales management and 
research capacities. 


Joseph A. Moran John A. Houston Clive C. Earle 

> JosepH A. Moran as sales manager of the Boston 
plant of Joseph T. Ryerson & Son, Inc. Mr. Moran has 
been with the firm since 1930 as a general line sales- 
man, working in that capacity until 1955 when he was 
named manager of sales of tubular products and cold 
finished steel bars. Arthur B. Burke and Napier B. 


Caldwell have been appointed district sales managers 
at the Boston plant. John A. Houston has been named 
general manager of the Dallas, Texas, plant, succeed- 
ing Fred W. Bush who recently resigned. Mr. Houston 
was formerly assistant general manager of the firm’s 
Philadelphia plant. Clive C. Earle has been named 
sales manager and Robert H. Marta manager of the 
general order department at Philadelphia. 


Donald L. LeBlanc Louis C. Roosevelt 

>» Donato L. LeBLanc as district sales manager of 
the New England territory for Viking Air Products. 
Mr. LeBlane will cover northern New Jersey and 
southern New York as well as the New England states. 
Louis C. Roosevelt has been named district sales man- 
ager for the Michigan, Indiana and Ohio territory. 


> Curtis W. Burr as manager of Inland Steel Co.’s 
Milwaukee district sales office. He replaces Peter M. 


LITTLE GIANT CONDENSATE UNITS... 


designed to fit any Air-Conditioning 


J 


Cat. Nos. 2-C, 
3-€20, 3-C25, 
4-C28 


fle 


or Mechanical Refrigeration Unit! 


Small and compact, this little Giant conden- 
sate unit is the most economical on the 
market, Superior design and quality make it 
the one most preferred by air-conditioning 
manufacturers and distributors. Solve your 
condensate problems by installing a Little 
Giant Condensate unit. 

Write for information about our shallow 
pan condensate units, designed especially 
for installations where minimum height is 
important. 





oer 





Little*Giant 
PUMP ; \ CO. 


P. O. BOX 7025 
OKLAHOMA CITY, OKLA. 








New Home of Little Giant Pump Co. * Triple Production Capacity To Meet Increasing Demand 
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°o. @ mew concep! in 
Condensate Pumping 





y Air ConDITIONING 
v UnitT—~_# 
Conoensars Line 

LOW IN COST 


NON ELECTRICAL = | Cece 


NO MAINTENANCE | CJ —=/SiPHonder| 
SELF CLEANING... } 


— 











eliminate use of electric 


condensate pumps CHuecK 
WITH THE ALL NEW CONDENSATE SIPHON JET 

Can be used on any air conditioning system which is water 
cooled. 

Has a suction up to 30” and a head up to 30 feet, at two 
gallons of condensate per minute. 

For long runs of gravity condensate water lines, it would be 
much less expensive to use a condensate siphon jet because it 


eliminates the use of material and labor for a separate con- 
densate return line. 








Write today for literature! 


CONDENSATE SIPHON JET CORPORATION 


NEW /MPROVED 


SQUARE 
DUCT HANGER 


With new ‘Positive Lock 
action feature 
cial Tools! Hammer doe: 
the Job! Available 


in six lengths 











NOISELESS HAMMER 


For Closing 
Pittsburgh Lock Seams 


The Noiseless Hammer is designed 
to close Pittsburgh Lock Seams of 
metal ducts faster and easier than 
any other method. Tool is effective 
on steel ducts up to and including 
26 gauge; works silently and effi 
ciently without power. It is 14!/2' 
long and weighs only 4!/2 Ibs. for 
easy and convenient hand opera- 
tion. 





CLOSES SEAMS IN 1/5 THE TIME 
REQUIRED BY USE OF 
REGULAR HAMMER 


Does com 
plete inser- 
tion, folding 
and flatten- 
| ing operation 
“ gin three 
simple rolling operations. First roll in- 
ee tab into lock, second roll bends 
lock to 45° angle, third roll closes lock 
} flat without bumps — waves — or un- 
~~ st evenness. Safe, simple, and easy to use. 
SS3 b increases per man production. Speeds 
J installation, reduces rejects — pays for 
FOLDING itself in first 4 hours of use. 
SOLD ONLY BY MAIL. MONEY BACK 
a \ GUARANTEE IF NOT SATISFIED. 


C —_—_ 


i, Ke $1850 Plus COD And Postage 


maaan mans me iy 


INSERTING 


Send check with order, we pay postage 


J | BELL MACHINE SPECIALTIES 


FLATTENING “4813 Tremont Ave., Dept. B, Trevose, Penna. 
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. Round Pipe Hanger used when 
joist is offset from duct 

. Simple Application of Square 
Duct Hanger as shipped to you 

















SN SQUARE DUCT” HANGER 


~~ SUPPLIER _ 
or WRITE - 
for FREE samples 


TEST THEM YOURSELF 
Square Duct Hanger ON THE JOB! 


twisted and in place 


a 
A. M. HEXDALL co. Manufacturers of Sheet Metal Specialties 


MORRIS, ILLINOIS 


/ give Expert Service 
and | use... 





WIGWAM- 
THERMCAP 


Eliminates: 


DOWN DRAFT 

SLUGGISH DRAFT 

DAMAGING ACIDS 

CARBON 

CREOSOTE 

RAIN MOISTURE 

FLUE GAS 

CONDENSATION 

The WIGWAM-THERMCAP improves combustion 
thus saves fuel. Looks good is good. Keeps entire chim- 
ney dry. Has no moving parts to wear out. Saves costly 
repairs. Poor draft is dangerous; good draft means econ 
omy. The patented principle of WIGWAM-THERMCAP 
creates a draft-pull at the chimney ton. ADAPTABLE TO 
ALL CHIMNEYS 


Special WIGWAM-THERMCAP representatives’ contract available to 
qualifying dealers. 


“My Customers appreciate the DIFFERENCE!” 
For details, write to: 
Teh y re)! MACHINE Oil Heating Supplies Div. 


7-17 WILLOW STREET 


WORKS COMPANY . LYNN, MASSACHUSETTS 











| 


| appointments 


. °,? . . (Continued ) 

Ash Your Ain Conditioning Equipment | 
Lorenz, who is retiring after 50 years 
N lanufacturor for ued | of Mr. 


service with the company. 





Burr, formerly assistant manager of 


THE LATEST IN SMALL, LIGHTWEIGHT SERVICE the Milwaukee office, is being suc- 
CHARGING CYLINDERS FILLED WITH REFRIGERANT 22 ae ee eee 


Stock sizes in REFRIGERANT 22 capacities of: 50lb. - 25lb. - 5b. 





Clement J. Arri 


> CrLemeENT J. Arr as district sales 
manager for eastern Missouri and 
central and western Illinois, for Stew- 


k conveniently to save 
space 


Air conditioning equipment manu Convenient for quid charging (a Sta 
facturer’s brand name and n nhown well 5 gas charging fn 
shown on labe tanding ¢ t 


art-Warner Corp.'s heating and ait 


Check These Many Features: 
RIGID MOISTURE AND QUALITY CONTROL 


Blue Plastic seal on valve outlet is your assurance of maximum dryness quality 
and purity. 

Seals are printed “MAXIMUM DRYNESS—FACTORY SEALED.” 

LESS WASTE BECAUSE OF OVER OR UNDER CHARGE 

Choice of small cylinder sizes to suit each system. (Less cost per cylinder.) 


EASY TO HANDLE lightweight, small cylinders with built-in hand grips. 
(50 Ib. size only 22 lb. empty.) 


William G. Schanck 


NO HOOD CAPS TO LOS! Valve protected by permanent collar 


STACKING RINGS SAVE VALUABLE SPACI conditioning division. He was for- 


reir ie i ; a ee ae ee 
Valve protection collar also serves as stacking ring. Uniform ring on all sizes merly sales engineer for Sears, Roe 
enables mixed stacking buck’s heating and air conditioning 


AN BE USED IN BOTH UPRIGHT POSITIONS division. William G. Schanck has 


Equally convenient for gas or liquid charging. been named district sales manager 
No mounting blocks necessary 


for Connecticut and southern New 


York state. 


O VALVE WRENCHES NEEDED Handwheel already on cylinder valve. 
STANDARD FITTING ALREA IN VAL‘ 
Sturdy cylinder valve complete with flare nut ready for charging connection R ~s ‘it } 
to standard 5/16 O.D. tubing. Also adapter to fit '/,” flare female connection >» Rosert A. beam as branch man- 
supplied at no charge ager of the Miami factory branch of 
YOU CAN DELIVER AIR CONDITIONING SYSTEM COMPLETE WITH the Airtemp Div... Chrysler Corp. 
FULL REFRIGERANT CHARGE ANY TIME OF THE YEAR Mr. Beam joined the division last 
JO FREIGHT OR DEPOSIT PROBLEMS ON CYLINDERS 


Prices include freight on full cylinders and on return of empties. vear as a branch operations specialist 
No cylinder records needed—deposit of $12.00 each for all three sizes of cyl- after serving for three vears in the 
inders refunded regardless of cylinder number. 3 


room air conditioner marketing de- 
ASK FOR THE BLUE CYLINDER WITH THE PROTECTING partment of General Electric Co. 
STAND RING — 


> RicHarp BENNETT as_ regional 
sales manager of the Chicago area 


PENNSYLVANIA ENGINEERING CO. for Torit Mfe. Co. The FE. A. Daven- 


port organization, Chicago, will con- 


1107-21 NORTH HOWARD STREET PHILADELPHIA 23, PENNA. tinue as manufacturers’ 


ant Applied 


Air Conditioning Equipment Manufacturers Send Inquiries to: 


representa- 








tives for the company. 
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ASSURES 
TIGHTEST POSSIBLE 
SOLDERED SEAMS 


. without any acids 





. without any cleaning 
. use 50-50 or 95-5 or other 


soft solders with equal assurance 


With LA-CO Flux you can be sure of sound, leak-free 
soldered jobs every time. Its modern formulation clears the 
way for a perfect alloying of solder and metal and 


stretches your solder dollars too 


LA-CO Flux makes physical cleaning and sanding ol 


ok 


fashioned. All the muscle is built right in, yet it costs no 


more. It works right through metal oxides, oil 
definitely flux right through ft 

coating on galvanized met 

Yet, with all this self-cleaning power, LA-CO Flux is co 

pletely free of acids. It will not stain metals or injure work 

ers is safe tor use with foodstuffs, oxygen lines, etc 

LA-CO Flux (Regular) is used for soft soldering of 


lead, galvanized iron, tin, zinc and other common metals 


See for Yourself! Hack-saw a LA-CO Fluxed soldered job 


in half and see pertect bond. Write on company letter 
head for sample of LA-CO Regular Flux (Liquid) 
There are other LA-CO ves for 


all specialized needs 
in liquid, paste « 


indy stick form. Flux problems 


Let our laboratories help; no obligation, of course 


The Lake Chemical Co., 3072 W. Carroll Ave., Chicago 12, Ill. 


and grease 


cCPemical treatment 


copper, 





JACKSON & CHURCH 


INDUSTRIAL, 

COMMERCIAL 
and INSTITUTIONAL 
WARM AIR FURNACES 


JY Oil-Fired Suspended Furnaces 
123,000 to 1,000,000 Btu output 

JY Gas-Fired Suspended Furnaces 
160,000 to 360,000 Btu output 

J Powerated Gas, Oil, and Dual Fuel 
Furnaces 208.000 to 3,800,000 
Btu output 

JY Direct Fired Gas, Oil, and Dual 
Fuel Unit Heaters 400,000 to 
2,000,000 Btu output 


BD JACKSON & CHURCH DIVISION 
YORK-SHIPLEY, INC. 


YORK, PENNSYLVANIA 





Distributors in all leading cities across the United States 
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GOOD JOBS NEED GOOD TOOLS 








For Longer-Lasting, Cooler-Handling use the 
“FITRITE” SPECIAL ALUMINUM MOP HANDLE. 





ol 
' 





Light weight, unbreakable, economical. Will not burn. It's job 
tested, engineer approved, and offers many exclusive features 
that make it the most popular Roofers’ Mop Handle made. 
Offered in 6', 7', and 8' lengths. 


A MECHANIC’S THIRD HAND 
“FITRITE”’ » A necessary tool 


for every sheet 


3-WAY , ie metal man. Use it 


for on- the - job 
bending, forming, 

CLAMP seaming, straight- 
ening. 





Throat 354" deep 5 
Jaws 3//2" x %" Price $3.55 


‘“‘FITRITE’’ SAFETY HOISTING HOOK 





The Sliding Sleeve i 

is gravity operated A new hoisting 
and drops into posi- . hook for a 
tion automatically safely hoisting 
keeping any item buckets and 
safely locked in other materials. 
while hoisting. 


J) Price $2.50 


To protect the trade, please use your printed stationery 


For |" rope or cable. 


—— DINU BAO eee 








appointments 


(Continued) 


> Rosert PaRSHALL as sales manager of the venti- 
lation division of The Swartwout Co. Mr. Parshall 
rejoined the company last year as assistant sales 
manager after serving for four years as vice president 
and sales manager for another ventilator manufactur- 
er. 


> Henry Mont as midwest regional sales manager of 
the Otto Bernz Co., Inc. Mr. Mont replaces Stephen 
EF. McPartlin. who recently resigned to form the Me- 


Partlin Sales Co.. Chicago. which wiil represent the 


Bernz company in northern 


Wisconsin. 


Illinois and southern 


> Atten A. Purr, formerly eastern district manager 
for the Metalbestos Div., William Wallace Co., as 
special representative for the company with head- 
quarters in Washington, D. C. Mr. Putt joined the firm 
in 1953. 


> Gene C. Mix as sales manager of the western 
division of Torrington Mfg. Co. He was formerly co- 
owner of the Bronson Fan Mfg. Corp. Frank Zega has 
been appointed field sales engineer in Kentucky and 


western Tennessee for the firm’s air impeller division. 








l 

SWIVEL HEAD SQUEEZER TONGS 

For closing Government box 

duct k and all standing seams. Swivel head 
tong usable on a four d Ly 


3 br horizontal position 


ck connection on 


for a complete © CLEAT DRIVE NOTCHER > 
line of HANDY Handles up to 3” wide, 22 g 
TOOLS AND or lighter. Hand or foot 
EQUIPMENT yee 


ob with clamp r OD 


bench 


P.O. Box 5035 


REINER & CAMPBELL CO., INC. %°.°% °° 


CLIP 
PUNCH > 


For fastening slips 
or seams on ducts 
Will push a “half 
moon thru 3 
hicknesses of 18- 
ga. steel. No ham 
mering or flatten 
ng out to fasten 


slip to the duct 


of 


QUICK SET / 
DIVIDERS > 


aie 
mate ee <w — 











Nise DEN ZINTA SOS PARE AAS AER 
SALE SENTRA AIS MEd SD 


= BRUSHES /} and SCRAPERS 
* Tubes and Flues 
ee 


7’ BOILERS © FURNACES 
CHIMNEYS 


WORCESTER BRUSH AND 
SCRAPER CO. 


OIrarilelsMeeli 


Xx Catalog 4 / 
y ‘i MASON-WORCESTER 
x2 di BRUSH CO. 


Pi weny etree 22 AUSTIN ST. WORCESTER 1, MASS. 


PEF, 
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si vpAudt 
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Ue Ty Ae 
PLEA TM 


< 
~ 
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< Whole- 
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Write For 
C Free 
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PERFORATED METALS#=" 
FOR EVERY INDUSTRIAL USE 4 


The “Ornamental” light-gauge designs here & 
illustrated are only a few of the many you 
can choose from in our new Catalog 39 and 
we are always pleased to quote on original 
designs or special work of any kind. 

For larger unit-openings, using metals up to 
4%” im thickness, we offer a wide variety of 
equally attractive designs in our Catalog 36 
on Diamond Architectural Grilles. 

Send us your blueprints. We are equipped 
to fabricate special sections to any desired 
extent and welcome opportunities to make 
Money-saving suggestions. 


DIAMOND MANUFACTURING CO. 
Box 34 Winecewre aes, PENNA. 


(Wilkes-Barre Area) 
Sales Representatives in all principal cities. M'@HEST 


. very 
Consult Your Classified Telephone Directory. 9¥4tIT¥ —— 


184 








ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 

If you don’t have catalog K, send for it NOW 


MILLER & DOING 


89 ADAMS STREET BROOKLYN, N.Y. 








MANUFACTURERS OF 


FURNACE PIPE 
AND FITTINGS, 


Prefabricated Ducts, 

also conductor pipe, eaves 
trough, drip edge, rake strip, etc. 
THOR METAL PRODUCTS CO., 


Box 218 Eastwood Station 


INC. 
Syracuse, N. Y. 
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FLOOR FURNACE [btelelratelasVisbtent Bmeety 
with a FILTER WRITE Permanent aluminum  sodering is 


nade simple and easy with AL- 
ONLY G /A HAS THESE ADVANTAGES TODAY made simple and cosy with 


p Alumi-Soder. Complete 
30” HIGH . . . 161.” below joist. FOR FREE cs in itself, flux and soder are 


INSULATED JACKET combined in exactly the 
CIRCULATED, FILTERED AIR SAMPLES 


right proportion in 
QUIET OPERATION F i 
RETURN AIR OPENING .. . o CORVen ren’ 
Model to facilitate a return-duct if used. handy-to-use 
C-85-FB EASY ACCESS... 
for filter removal or furnace service 


OIL-FIRED from top. 
85,000 Btu @ PRE-ASSEMBLED & WIRED 


“ya " 
Output 7 
7 GENERAL AUTOMATIC PRODUCTS L. B. ALLEN CO. IN 


9302 Berenice 
ae CORPORATION Schiller Park, Ill. 


2300 Sinclair Lane —Metropolitan Chicago— 
Get the convplete story . Baltimore 13, Md. 


CALL, WRITE OR WIRE NOW: ORleans 5-7500 














a ; ergilating 


Expe ting A c| 2 Specialties 
NEW! 

You'll get it quicker if you gave your postal deliv- EXTRUDED ALUMINUM 
ery zone number with your address. SHUTTERS 


The Post Office has divided 106 cities into postal Shutters of modern design which 


‘ : . give you all of these feat : >i 
delivery zones to speed mail delivery. Be sure to Full Weather Strip, Low Ce ge 


e one nm Installation, Concealed Pi Pj 

include zone number when writing to these cities; sion Proof ond Natural aluminum finish’ with fluted 
e ° frames. 
be sure to include your zone number in your return 

address — after the city, before the state. 


Write for complete specifications. 














Free ELGO SHUTTER & MANUFACTURING COMPANY 
2736 W. W etroi ichi 
CATALOG arren Detroit 8, Michigan 














. . . find what you need quickly 
and economically through . . . 


CLASSIFIED 
ADVERTISING 


7 AGENTS WANTED 7% SITUATION OPEN 








‘“CORRECT PRACTICE 
MANUFACTURER’s REPRESENTATIVE — Man pres WANTED — Shop Foreman eneral sheet meta in OIL HEATING’’ 
Seaman ae ; N t fuct work hit t met A complete reprint of the valuable 
series 
by J. J. Mirabile 


i FOR SALE 





FOR SALE: Sheet Metal Tools, Used Brakes — Foot 


MANUFACTURER'S AGENT WANTED 


For new central home air conditioner 

priced. Adaptable to many uses. Fast mo 

tem. Limited competitior 

and =qualifications 

PARKE-AIRE OF LOUISVILLE 
5534 National Turnpike LINES WANTED — Westerr 
Louisville 14, Kentu ; KEENEY PUBLISHING COMPANY 


6 No. Michigan Ave., Chicago 2, Ill. 
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SERVICE SECTION 


Rates for display space in the Service Section 

are $12.00 per inch per insertion. One-inch 

minimum space accepted. Closing date — 
twentieth of the month preceding issue. 


Countral-West las it! Pittsburgh Lock Opener 


Opens 
PEXTO CHICAGO j 
x10 CAGO Curved or Straight 
ANY TYPE, ANY SIZE = foot Shears — | THOUSANDS IN USE 


SHEET METAL 2 eo 


Spot Welders 


Foot & Power Presses WILDER 

LOCKFORMER Slitters 
Pittsburgh Machines BLACK & DECKER 
c 


leat Machines Electric Tools 


Band Saws WYSONG & MILES 
SAVAGE Power Square Shears 
Nibblers Power Rolls 


When in Chicogo, visit our Machinery Showroom 


COMPLETE LINE OF SHEET METAL & VENTILATING SUPPLIES 


CENTRAL-WEST MACHINERY CO. 


335 S. WESTERN AVE CHICAGO 12, ILL. 








FREE catalog! 


PHONE: HAymarket 1-0900 











$55.00 prepaid if check sent with 
order. Money Back Guarantee 


GiTiER ANCHORS Jf AIR LOSS BRISTOL EQUIPMENT 


Cam-Action Type ‘‘A’”’ East Hartford, Conn. 











Galv. Copper, Alum. 


= | DISTRIBUTION | MAYCOANYCOLUR NT 
Other ge and snes IN 30 SECONDS HUMIDIFIERS 


delivery. 


Fits all styles of in- rn AIR 
verted bead Gutters. fp ¥ 
Y\ ff 
Se 


Made in various 
capacities up to 


Ask your jobber, or write us. 420,000 BTU . 


6549 N. Nixon Ave., Chicago, Ill. 
Tel. NE 1-1267 











a _ a Write for descriptive 
$O SOFT RUBBER — terature, prices and 


discounts. Effectiv 
KNEE PROTECTORS ou ective 


SMOKE CANDLES “ionmouth  Humdiers Simp 
assured by installing Monmouth Humidifiers. Simple 
“ta } installation and greater customer satisfaction mean 
PRICE $2.50. Write Today For Cateleg ca al Pron CLEVELAND MUsIDIFIER CO. 
ORDER YOURS TODAY. Kilgore, Inc., Westerville, Ohio 7802 Wade Park Ave. Cleveland 3, Ohie 
JOHNSON a 


LADDER SHOE CO. — 
EAU CLAIRE, WIS. 








ea a P. f B: “f $ PROFITS PLUS 
NO CALL BACKS 

FLOAT VALVES for $ SIMPLE INSTRUCTIONS $ QUICK INSTALLATION 
es See. airy GRAVITY COMFORT WITH FORCED AIR 

eo EVEN TEMPERATURES — FLOOR TO CEILING 
i. ROOM TO ROOM 
Operates in 1” of water ; : LICKS LONG RUN — COLD ROOM — SPLIT LEVEL 

— PROBLEMS 
DAN MOREY | REGULATES BLOWER SPEEDS IN DIRECT PROPORTION 
S14 S. Reberteen TO PLENUM TEMPERATURES 
es ee ay Cae. $$$$$ NO RISK OFFER TO INTERESTED DEALERS $$$$$ 
SEND US YOUR CHECK FOR $37.50 

: LET “PALM BEACH” PROVE ITSELF ON ANY JOB OR JOBS 5 Year Guarantee 








IF NOT CONVINCED SEND IT BACK UNDAMAGED ORDER TODAY 
BUY AND HOLD WITHIN 60 DAYS AND GET YOUR MONEY BACK BY 
U.S. SAVINGS BONDS RETURN MAIL 


NATIONAL MODULATION CO. 2730 N. HY. 61 ST. PAUL 9, MINN. 
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SIMPLE e SAFE e SECURE 


EVERYTHING YOU NEEDin soundly constructed, easy-to-install double-wall air- 
insulated metal pipe for venting gas-fired heating equipment and appliances. 


BETTER SERVICE and BIG SAVINGS will be effected by our large scale production 
and central location. It'll pay you handsomely to use METLVENT on all jobs. 


Production is proceeding rapidly and the line will be released 
to all jobbers as soon as it can be done on an equal basis. 


HART & COOLEY 
MANUFACTURING COMPANY 


5O0O EAST EIGHTH ST. ® HOLLAND, MICHIGAN 
IN CANADA AF ANI LEY MANUFACTURING CO., FORT ERIE, ONTARIO 
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.. 10 commercial air conditionin 


H & C HAS THE REGISTERS AND GRILLES TO 
IDEALLY MEET EVERY AIR CONTROL REQUIREMENT 


The ease with which any desired airflow, both directionally and volu- 
metrically, can be obtained with these registers and grilles is one reason 
they have become exceedingly popular. The wide range covered by the 
quickly obtainable standard sizes is another (380 combinations). Fine 
appearance, excellent construction and absolutely reliable engineering 
data are other elements that are making this H&C line first choice of a 
host of air conditioning dealers for all of their commercial installations. 
See your H&C Jobber or write for our current Catalog. 


H&C TRIPLA/REF REGISTERS & GRILLES 


EACH AVAILABLE IN 26 STOCK SIZES PLUS ‘‘ON-ORDER'’ SIZES TO MEET EVERY REQUIREMENT 


riIrtiiiiisisa 
} 
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=eeeeeeser— 
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No. 92VHV DOUBLE 
DEFLECTION REGISTER 











No. 92VHO DOUBLE 
DEFLECTION GRILLE 





No. 92HVV DOUBLE 
DEFLECTION REGISTER 








No. 92HVO DOUBLE 
DEFLECTION GRILLE 





e 


No. 92VOV SINGLE 
DEFLECTION REGISTER 





No. 92VOO SINGLE 
DEFLECTION GRILLE 
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No. 92HOV SINGLE 
DEFLECTION REGISTER 











No. 92HOO SINGLE 
DEFLECTION GRILLE 


Hac FIXT-A/RE REGISTERS & GRILLES 


EACH AVAILABLE IN 17 STOCK SIZES PLUS ‘‘ON-ORDER'’ SIZES TO MEET EVERY REQUIREMENT 








No. 93V RETURN 
AIR REGISTER 











No. 94V RETURN 
AIR REGISTER 
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No. 93 RETURN 
AIR GRILLE 


t 





Ms 





1. ae 


94A RETURN 
AIR GRILLE 











Letters following stock numbers (V-Vertical, H-Horizontal) indicate direction of 1: Face bars, 2: Secondary bars, 3: Louvers 


HART & COOLEY MANUFACTURING CO. 
500 EAST EIGHTH ST. ® HOLLAND, MICHIGAN 
IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 





DYNAMIC STYLING 
PROVED OPERATING MECHANISM 


ATA LOW, LOW PRICE 


NEW 


by WHITE V-RODGERS 


Here’s an entirely new approach to thermostat 
design and marketing. CUSTOM|line 130 
offers many features of high-priced ’stats, plus 
clean dynamic styling and White-Rodgers 
famed standards of quality ... yet, is priced 
at rock bottom. 

Best of all, it’s available immediately... 
through manufacturers and wholesalers. Ask 
your supplier about this new and exciting 
CUSTOMline thermostat, or write direct 
today for complete details. 


CHECK THESE DESIRABLE FEATURES 


| Field-proved bimetallic Quick, easy mounting to 
* operating mechanism wall or outlet box 


| Heat-anticipated to match Simplified wiring- 


' primary controls ‘convenient terminals 


| Superb styling by desigr : 
ee ae Standard types available now. 

~ Earl Claus E . ’ 

Customized covers with your 
Snap-on cover design brand name available on spe- 


1 New thermometer, smarter cial order, in manufacturing 
~ looking, easier reading quantities. 


Inside view, showing 
the well-known 
White-Rodgers oper- 
ating mechanism. 


Automatic Controls for Heating, Air Conditioning and Refrigeration 


ST. LOUIS 6. MISSOURI 








